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Be sure ALL your tanks 
and your customers’ tanks 
are filled by September Ist. 





Contact our nearest Sales Office 


GULE GULFTANE 
/ LP-GAS fi", 







WARRENGAS 
the Concentriled fuel 








Hackney T-1 transports pay off in 


MORE PAY LOAD PER TRANSPORT... 
MORE MILES PER DOLLAR 








® Improved stress-relieving methods preserve strength 
of T-1 steel. 


@Superior welding techniques provide safer, smoother, 
stronger welds...minimize stress concentration. 


@ X-ray and Magnaflux inspections assure sound, long- 
lasting welds. 


@Safe, vapor-proof lights, wiring and junction boxes. 

@AII exposed valving protected against collision. 

® Protected internal-relief valves. 

@Rear-end suspension assembly of highest quality, 
nationally known components. 


Put these Hackney quality advantages to work for you. 
They will pay off in more pay load per transport, more 
miles of service per dollar. Your nearest Hackney rep- 
resentative will be glad to furnish complete specifi- 
cations. 


We 


. 





FLAMMABLE 








Our branch managers are at your service 


J. W. Flynn 


G. W. Rowden 
F. O. Gaskill 
P. E. Dooper 
R. P. Ricker 
. F. Waldmann, Jr. 
Barr, Jr. 
acDonald, Jr. 


New York area office: 
Clifton, N. J. 
Atlanta, Ga. 
Orlando, Fla. 
Columbus, O. 
Chicago, Ill. 
St. Louis, Mo. 
Los Angeles, Calif. 
Marshfield, Mass. 
Downingtown, Pa. 
Detroit, Mich. 
Milwaukee, Wis. 
Milwaukee, Wis. 
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HOW TO SELECT A SUPPLIER 


Business judgment is usually the key to profits. Make the right decisions at the right time and 
your success is assured. 
The first important decision to be made by an LP-Gas marketer is deciding on his supplier. 
Here is a check list to guide you in selecting your supplier. 
1. Does he have the production facilities needed to provide you with a constant supply 
of product? 
. Is his product uniform in quality 12 months of the year? 
3. Does he have technical men who can assist you with engineering problems? 
. Does he have a well-known brand name you can use to strengthen your sales program? 
. Does he have a tested advertising and promotion program that is available to help 
you increase sales? 


Sinclair can answer “YES” to all these questions! That’s why you will be better off as a Sin- 
clair TRUFLAME LP-Gas distributor! Write for information and give us a chance to prove it! 


If you are in this area, or on the fringe, you can become a Sinclair TRUFLAME 
LP-GAS distributor. Write for complete information today. 


Sinc/our 


SINCLAIR OIL & GAS COMPANY 


LIQUEFIED PETROLEUM GAS SALES DEPARTMENT 


Wisconsin-Illinois Sales Office SINCLAIR OIL BUILDING « PHONE LU 4-0411 « TULSA 2, OKLAHOMA 
Clearbrook 9-0290. Arlington Heights, Ill. NORTHEAST SALES OFFICE + REgent 7-3332 «+ HARRISBURG, PA. 
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Letters mean action 


Month in and month out, the sub- 
ject matter for a magazine is 
selected on the basis of what the 
readers want. Or, to be more ac- 
curate, what the editors think the 
readers want. A big part of our 
job, then, is to try to keep our 
fingers on more than 16,500 pulses. 

Let us emphasize the word “try.” 
Obviously, such a task would re- 
quire superhuman abilities. The 
best we can hope to do is to reach 
a representative “cross section” of 
pulses, take readings frequently, 
and constantly reach out for new 
ones. 

One of the best media for pulse 
taking (as we have said before) is 
the uninterrupted flow of letters 
from readers, new and old. Every 
request for information gives a 
clue to a potential story subject. 
3ut just as surely as one swallow 
does not make a summer, one re- 
quest does not call forth an article. 

In recent months, we’ve had 
many requests for carburetion in- 
formation. Lately, a good many of 
the letters have boiled down to 
the question: “How can I get some 
schooling on LPG _  carburetion 
fundamentals?” The results of this 
interest, editorially, have been the 
two articles on LPG schools, 
published in March and April, and 
the series by John Hallberg, begun 
last month and continued in this 
issue. 

Aside from the immediate im- 
pact of these requests, there’s also 
the lesson it teaches us over the 
long term. Every now and then, 
we’re reminded, you have to go 
right back to the fundamentals. 
We intend, in the next few months, 
to keep coming back to them, and 
frequently. 

Lots of letters, of course, don’t 
lend themselves to direct editorial 
action, but they do give us an 
insight into dealers’ problems. It’s 
apparent from two recent letters 
that at least some dealers are hav- 
ing trouble with slippery truck 
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floors. Both dealers inquire, “Where 
can we obtain Poly-Rock, which 
was mentioned in your December 
1959 issue (page 46) in a story 
about a new combination truck?” 
Poly-Rock, according to the article, 
is skid-proof, among other things. 

We referred them to the manu- 
facturer, DuPont Co., and we’re 
happy to do the same for you. It’s 
not that we especially want to give 
DuPont a free plug. But a slick 
floor on a cylinder truck is a 
mighty hazardous thing. If Poly- 
Rock will eliminate the hazard, 
we’re happy to have told you about 
it. At no charge. 


BACK TALK 


AGA posters 
Spring Valley, Minn. 


In the May issue 1960 on pages 6 
and 7 you have a letter from Littell 
Gas Service. We are especially 
interested in the AGA posters. 
Could you forward our name to the 
proper office for information on 
these posters? 

LEO M. KRUEGEL 

Kruegel Gas Service 


Could we forward your name to 
the proper office for information on 
AGA posters? Better than that, 
we'll give you the information our- 
selves! 

As part of its 1960 Advertising 
and Promotion Campaign, the AGA 
has made available 24 sheet posters 
on the following topics: Gas dryer, 
gold star gas water heater, spring 
gold star campaign for gas ranges, 
gas house-heating, and gas incin- 
erators. In addition it will make 
available on August 10th, a poster 
for the fall gold star campaign for 
gas ranges. Incidentally, a 24 sheet 
poster is 8 ft 8 in. high and 19 ft 
6 in. long. Here are the prices for 
the posters: 14 posters or less, 
$13.75 each; 15 to 40 posters, 
$11.65 each; 50 to 99 posters, 
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ANCO LP-Gas service will handle all planning, 
designing, engineering, procurement and construc- 
tion then check-out your operators on the first run. 








be = ts Eeable. . 


ONE SOURCE OF SUPPLY 


@ For 15 years an Anco quotation on an LP-Gas installation 
has been more than a $$ and ¢¢ figure. 


It includes the know-how that pays off in a smoother 
operating plant, that is complete, no extras come up at 
the last moment. 


Equipment as originally specified is installed, there is 
no substitution of inferior items to meet deadlines. 


No ANCO built plant or piece of equipment has been 
left an “orphan.” Service is always available. 


Before you modernize, enlarge or build a new LP-Gas 
plant - Let Anco show you the advantage of dealing 
with a complete organization — one source of supply. 


MANUFACTURING & SUPPLY CO. 


Tulsa, Oklahoma @ 2Ist.at Union @ LUther 4-6187 
Memphis, Tenn. — 241 Industrial Avenue — WhHitehall 6-1694 
East St. Louis, ill. — 6503 St. Clair Ave. (Hy. 50) — Express 7-0200 
Des Moines, la. — 327 Insurance Exchange Bldg. — CHerry 4-5347 
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Hot off the drawing board at 
A. O. Smith... straight out of their 
busy testing laboratory . . . comes 
news of vital interest to every 
LP-Gas dealer in the heating business! 


MAGIC-HEET, an amazing device which 
actually “‘tunes’”’ the gas flame, is now 
available on Permaglas warm air units equipped 
for LP. This makes Permaglas the first and only furnace 

line offering modulation for LP use. Unlike ordinary ‘“‘on-off’’ heating, 

MAGIC-HEET provides unmatched comfort because it’s 

always on duty... delivering exactly the right 
amount of heat to keep indoor temperature constant! 


More important, this new A. O. Smith development is 


your key to more sales, more profit on every sale. 
Write today for full information. 


a 








The Permaglas line 
of gas-fired winter air 
conditioners offers a wide 
selection of sizes and 
styles... including 

Hi-Boy, Lo-Boy and es 
nny a tg _——__- Ss ..- available only with 
Capacities range 
from 70,000 to 175,000 


BTU input. © 
MAGIC-HEET is optional - 
on all models, 


GAS-FIRED WINTER AIR , 
CONDITIONERS | 





Gentlemen: Please send full information on Permaglas gas-fired winter air conditioners with 


A. O. SMITH CORPORATION i ‘ 
Permaglas Division, Dept. BPN-760 \ , 
Kankakee, Illinois 
Through research CS ..@ better way 
AOS 
Cc Oo RR # 


OX TS om. | 


PERMAGLAS DIVISION 


exclusive MAGIC-HEET. 


A. 0. Smith International S.A., Milwaukee 1, Wis. 





| 
| 
! 
1 
1 
1 
I 
I 
1 
_ KANKAKEE, ILLINOIS © NEWARK, CALIFORNIA 
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$10.80 each; and 100 posters or 
over, $10.15 each. If you want to 
have your name imprinted on the 
poster as Littell Gas Service did, 
there is a charge of $3.25 to set the 
type and an additional 15 cents 
for printing each poster. This 
material is available from: The 
Cramer-Krasselt Co., 733 N. Van 
Buren St., Milwaukee 2, Wisc. 

Incidentally, Cramer-Krasselt 
also handles car, truck, and counter 
cards for the AGA. 

In case you want any other 
information on AGA promotional 
material or displays, we suggest 
you write AGA Promotion Bureau, 
420 Lexington Ave., New York 17, 
N. Y.—Ed. 











How REA subsidizes 
electric appliance sales 
Winston-Salem, N. C. 


Enclosed is one example of how 
the REA uses our tax revenue, 
which they borrow from the 
government at 2 per cent, to com- 
pete with us L.P. gas dealers. We, 
of course, have to pay a much 
higher interest rate and have a 
much more difficult task in finding 
a supplier of the necessary funds. 

I have some extra copies of this 
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ad and would like to send one to 
each of the congressmen concerned 
with the REA. I would appreciate 
it if you could supply me with 
their names and addresses. 
C. H. TIMBERLAKE, JR., 
MANAGER 
Piedmont Gas Service Co. Inc. 


Personally, we think they’re all 
“concerned.” However, we referred 
Mr. Timberlake to our Washington 
editor, Neil R. Regeimbal, who can 
no doubt tell him 
concerned.” —Ed. 


who are “most 


We erred 

In May BPN, we directed a 
reader to a particular manufac- 
turer for information on smoke- 
house burners (page 16). 

We had not intended to give a 
complete list of all such manufac- 
turers. However, it should not have 
been inferred that only one com- 
pany makes suitable burner as- 
semblies. We know that Charles A. 
Hones, Inc., Baldwin, L. I. can sup- 
ply them, and are confident that 
others listed in the BPN Catalog 
(see “Industrial Burners’) also 
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McQUAY-NORRIS MANUFACTURING CO. 
ELECTRIC PRODUCTS DIVISION, ST. LOUIS 10, MO. = 
6O YEARS IN THE MANUFACTURE OF PRECISION PRODUCTS 
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GLASS CAN’T RUST—BUT! 


That’s right. Glass can’t rust. Everyone knows that, 
3ut glass can dissolve —and it does dissolve when 
it’s in constant contact with hot water. 

Next time you’re in a cafeteria, notice how the 
tumblers have been etched by their brief visits to 
the dishwasher. If they were kept in hot water (like 


a tank lining) they would soon dissolve completely. 

Hot water dissolves glass linings eventually, too 
—more than twice as fast at 160° as at 140°—more 
than four times as fast at 180°. Household demand 
for more water at higher temperatures in recent 
years has shortened the life of ordinary glass-lined 
heaters tremendously —and led to the development 
of a far superior new glass by Day & Night. 


YOU MAKE A PROFIT AND KEEP IT— 


@ Something To Sell Against Price 


People get what they pay for. 

In spite of equal warranties, they get 
poor quality in cheap heaters. You can sell 
extra life for more profit. 


DAY & NIGHT 
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with the NEW “LONGER LIFE”’’ Water Heater 
DAY & NIGHT ARMORED JETGLAS 


Manufacturers with research labs can tell how good their 


own glass is and how it compares with competitor’s. 
Others can’t. They simply don’t know. They can’t develop 
their own glass—let alone improve it. They are forced 
to rely on regular commercial glass and wait for time and 
warranty costs to show them—and you—the difference. 


THERE’S A BIG DIFFERENCE IN GLASS 


Day & Night constantly tests 
many different types of glass— 
hundreds at once. Small squares 
are cut from water heaters and 
clamped against the holes in 
the tank of test heaters located 
all over the country. The test 
determines how fast each glass 
can be dissolved by hot water. 
Increasing the temperature of 
the water speeds up the test— 
for every 18 degrees above 140 
you double the rate of dissolving action. 
Twelve months of this test at high temperatures is 
equal to 10 years of service at 
140 degrees. Weighing each 
sample before and after this 
“10 year test” shows how much 
glass is lost—how much better 
wy one glass is than another. Day 
eee )=6 Night’s new Armored Jetglas 
shows up as much as 10 times better than the average 
glass—at least twice as good as the next best. You can 
see the difference with the naked eye. 


TWO THINGS MAKE THE DIFFERENCE 


The longer a glass resists cor- 
rosion the better it is. That’s a 
chemical difference. But there’s 
another important difference— 
a physical difference— whether 
a glass is dense or full of air 
bubbles like a swiss cheese. The 
more bubbles there are—the bigger they are—the less 
glass there is to resist chemical action. You need a micro- 
scope to see these bubbles, but that doesn’t mean they’re 
not important. 

There are so many big bub- ORDINARY GLASS 

bles in regularcommercial glass wl? ye ’ 
that 50 to 90% of its (8/1000” ) #3 Iq J 
thickness is nothing but air. 
What little glass there is 
between hot water and steel is 
soon dissolved away —and then 
rust takes over. 

Even the “‘next best” glass we’ve found on competitive 
heaters has bubbles—and occasional big ones. One big 
one is enough. All rust needs is a pin hole. 

Day & Night’s new Armored ARMORED JETGLAS 
Jetglas has a thick surface that . 
is dense and solid. The only 
bubbles present are tiny ones 
in the lower level, protected by 
the upper safety-seal. Longer 
resistance to chemical attack— 
elimination of the bubble-problem—that’s why Armored 
Jetglas is twice as good as any, 10 times better than most, 


BUBBLE STRUCTURE 


NQ BUBBLES 


SEEING IS BELIEVING—ASK YOUR DAY & NIGHT DISTRIBUTOR TO SHOW YOU! 


No Warranty Headaches 

Warranty replacement costs you time 
and money —offers no profit. Now you 
have a heater as good as its warranty— 
and a warranty that’s really good. 


HERE'S PROOF— 
$20 REINSTALLATION ALLOWANCE 


Warranty failures cost you money. 

A replacement allowance protects you. 
Day & Night’s $20 allowance proves we 
know how good this new glass is! 


Manufactu ring Company 855 Anaheim-Puente Rd., La Puente, California 
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for the safe handling of Butane and Propane Gases 


performance that makes a world of difference 


Another Powell leader—LPG Valves carefully designed and 
specially engineered for the safe and satisfactory handling of 
liquid or gaseous Butane, Propane and other Hydrocarbons 
in industry. 


These safety-first valves are available in: Bronze—Globes, 
Angles, Gates, Checks and Steel—Globes, Angles, Checks 
... for 400 pounds W.O.G. 


One of their many Powell advantages—the trim and internal 
working parts of all the valves are easily and quickly 
renewable. 


For all your industry’s flow control requirements—whether 
handling water, oil, gas, air, steam, corrosive fluids—Powell 
has the right valves. Call your local Powell distributor or 
write to us, 


Powell...weorld’s largest family of valves 


Listed by Underwriters’ Laboratories, Inc. 






























































THE WM. POWELL COMPANY ¢ DEPENDABLE VALVES SINCE 1846 e CINCINNATI 22, OHIO 
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Will future Canadian LPG surpluses come to the United States? If so, which 








current or future pipeline will import them? Those are the big current ques- 
tions in the industry. A considerable LPG surplus within two years was as- 
sured when the Canadian government in late spring authorized export of huge 
quantities of natural gas to the U. S. Estimates are that in 1962 the 
province of Alberta should be producing 92,000 b/d of natural gas liquids, 
four times Canada's expected total demand of 23,000 b/d. Several marketing 
Studies have indicated that the best potential markets for the surplus are 
eastern Canada and midwestern U. S., particularly the Chicago refining and 
petro-chemical industries. A considerable assortment of established pipe- 
line companies, their subsidiaries, newly-formed pipeline companies, and 
others have advanced plans for moving this surplus to market. 


A_$150-million proposal by Westalta Pipelines Ltd. was the first of these 
plans to reach the hearing stage. Two sessions were held in late May, three 
others were planned for mid-June, and still more might be held in July. The 
plan appeared headed for a real struggle with a total of six intervenors 
present at the first hearing. Among them was the western Canadian LPGA, 
which wants to make sure that "the present and foreseeable requirements 

of domestic and industrial consumers in western Canada are given adequate 
consideration before approval is granted for pipeline export." The associa- 
tion stated "there never has been a surplus of propane and from195l1 to 1958, 
propane has been imported every winter to satisfy consumer requirements." 


Eventual import of the huge Canadian surplus seems inevitable. It could come 
as early as next year. The most likely first carrier: Interprovincial 

Pipe Line, which already carries crude oil through the upper Midwest, and 
could batch LPG on a large scale without any major expenditures. Midwest 

LPG marketers are concerned about the effect Canadian LPG might have on the 
American market: will most of it go to the refineries or will it be dumped 
on the consumer market, possibly at a cut price? 








Mid-America Pipeline construction, meanwhile, continues at a rapid rate. 
By June 7, 250 miles had been completed on the 1800-mile project. Four 
separate pipe-laying spreads were at work. 





Salt dome storage, so necessary to the industry in general and pipelines 

in particular, is the object of what may be an historic law suit. Scheduled 
to begin in mid-July, the suit maintains that storing LPG in salt caverns 
infringes on a 1957 patent held by the late Sid Richardson. The patent 
covers storage of any product in a cavern "formed by dissolving salt with 
water and removing the so-formed brine." The defendants, Pan American Petro- 
leum Corp., and Skelly Oil Co., contend that the methods of salt storage 
are not patentable. The suit seeks one-eighth cent per gal. for all LPG 
withdrawn by the two companies in the last three years, triple damages, and 
an injunction against further withdrawals. Approximately 50 companies store 
LPG in salt cavities and thus have a direct interest in the suit. Since 
more than 80 per cent of the nation's underground storage is in salt cavi- 
ties, the entire industry could be affected, paying perhaps over $1 million 
per year to the Richardson interests. 


Production is in the news with the word that Shell Oil Co. plans an off- 
shore propane recovery unit, a relatively new and still rare form of pro- 
duction. Originally, 400 b/d would be recovered. 








Continued on next page 
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PUIG ERLIG EWS 


The U. S. LPG industry is an important cold war factor, according to Thomas 
J. McGurn of Fresno, Calif., outgoing president of Western Liquid Gas Assn. 
Speaking at the group's annual convention (Los Angeles, mid-June), McGurn 
said the industry has been a great help in the rural mechanization that 
enables American farms to outproduce Russian farms. He added that 50 per 
cent of Russia's manpower is still needed for its still inadequate farm 
production. New officers elected at the session were: president, Bennett 
Tilden, Burbank, Calif.; vice president, C. Roland Usher of Los Angeles, and 
secretary, Brad G. Legg, Grass Valley, Calif. 





Marketer Mentions...Petrolane Gas Service Inc. (Long Beach, Calif.) 

reports net income for the year ending March 31 was up to $1,425,675, or 
$2.68 per share. Profits for the previous year were $982,527, or $1.84 

per share. In early June the firm bought Rocky Mountain Gas Co., Salt Lake 
City firm with annual sales of 2% million gal. in Utah and Idaho...Petroleum 
Securities Corp. (Bluffton, Ind.) sold its Florida properties in late May. 
City Gas Co. (Hialeah) and Florida Gas Corp. (Miami Beach) each purchased 
portions of Gulf-Stream Natural Gas Co. and Florida-Gulfstream Natural Gas 
Co....Superior Propane Ltd. (Toronto) has added Orilla Propane Ltd. (Orilla, 
Ont.) to its string of recent additions...Uregas Companies (Moberly, Mo.) 

is opening its 25th plant in early July at Brunswick, Mo. 





Supplier Shorts...Harper-Wyman Co. (Chicago) bought Titan Valve & Manu- 
facturing Co., Cleveland producer of water heater controls, in late May.... 
Dearborn Stove Co. (Dallas) has bought Sequoia Manufacturing Co., San 
Carlos, Calif., manufacturer of gas-fired central heating and air condi- 
tioning equipment. Sequoia will continue to market under its own name in 

the West, will also produce equipment under the Dearborn name.... 

Trinity Steel Co. (Dallas) got a record $1% million contract for 150 30,000- 
gal. LPG tanks from Interstate Petroleum Corp. The huge order will be 
divided between two Interstate terminals being built at West Memphis, Ark., 
and Duncan, Okla....Lubbock Machine & Supply Co. (Lubbock, Tex.) is discuss- 
ing a gigantic 14,000-gal. transport with a dealer! 





CURRENT L. P. GAS & L. R. GAS PRODUCTION & INVENTORIES 
(A. P. I. figures - in thousands of gallons) 


Other Total 
Mixes LPG 








Total 
LRG 


Iso- 
Butane 


Bu-—Pro 


Butane Mix 





68,146 710,516 269,067 
65,008 678,936 231,134 
343,979 3,701,357 1,313,974 
281,344 3,279,994 1,113,581 


175,208 
185,329 
961,593 
875,314 


55,839 
59,043 
263,698 
303 , 187 


62,059 
54,663 
289 , 894 


'59 same period. 1,565,539 254,700 





Inventories (5-31-60) 
Zone 
Zone 
Zone 
Zone 
Zone 
Zone 
Zone 
zone 





14,351 
9,055 
12,846 
701 
46 ,958 
A474 
951 
235,974 


4,475 
46 , 345 
44,645 
53,765 
98 , 469 

167,754 

5,196 

1,189 


1,923 17 
4,149 213 
36,115 631 
7,579 10,6351 
153,045 848 
88,159 1,363 
1,444 
393 


10 6,425 
978 52,467 
160 87,584 
164 73,742 
2,671 284,293 

149 272,820 
15,687 
2,064 


782 
6,033 
1,603 

29,260 
15,395 
8,988 -- 59 


175 189 118 


(5-31-59) . 


421,838 
454,521 


292,807 
227 , 856 


22,866 
33,454 


53,262 
71,423 


4,309 
7,486 


795 , 082 
794,740 


109,310 
106,169 





ow MASTER TANKS 


are filled 


Master Tanks keep pace 


Now, all domestic tanks produced by Master 
Tank & Welding, Dallas, Texas, and Quincy, 
Illinois, will feature a new Multi-Valve® with 
a separate fill valve. This allows a much faster 
filling rate than any current Multi-Valve®. 


This system utilizes splash filling, which creates 
a refrigerated condition and reduces the vapor 
pressure. Then tank can be filled without using 
a vapor return hose. Also, the direct flow on the 
separate fill valve cuts friction to a minimum 


MASTERPIECES OF 
STEEL FABRICATION 


with larger pumping 
equipment now 

used on propane 
delivery 


trucks 


and reduces the strain on the truck pump. 
Rego engineers, in conjunction with Master 
engineers, have designed this new Multi-Valve® 
for the exclusive use of Master Tank & Welding. 
It cuts the time of each delivery stop and in- 
creases the number of calls each truck can make 
in a day. All this adds up to greater PROFITS. 


Another improvement has been to add a 
check lock to the bottom of the tank for 
liquid withdrawal. 


= 
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ay ANOTHER DIAMOND JUBILEE EVENT FROM HONEYWELL 


WIN a 


FABULOUS 7 © 


HONEYWELLS BiG WAM 


Your entry automatically 
makes you a member of 
Honeywell’s big 
“PUT-YOURSELF-IN- 
HOT-WATER” CLUB! 


Here’s your chance to win a fabulous dream-vacation for 
two...a chance to visit beautiful Jamaica ...and enjoy 
one of the finest, fun-packed vacations of your life! 


Here’s how it works: Honeywell will award this fabulous 
seven-day trip to the winner (and his wife) of the big “Name 
the Mermaid” Contest. Winning couple will visit Jamaica 
in October, or elect to take an alternate prize of $1000. 


How to enter: Simply fill out the coupon suggesting a 
name for the Honeywell Mermaid and indicating that you 
agree to the rules therein. Entries for the contest must be 
postmarked no later than August 15th. Duplicate trips will 
be awarded in case of a tie. 


Contest is open to contractors, dealers, plumbers, merchan- 
dising utilities and other water heater retailers. Entries will 
be judged by the staff of R. L. Polk & Co. on the basis of 
aptness, originality and uniqueness, and their decisions will 


be final. Winner will be notified by mail. Contest is void in 
Wisconsin and wherever else prohibited. 


Big Bonus prize! If you win—and have displayed a 
Honeywell-controlled water heater in your place of busi- 
ness during the entire last two months of that contest 
period—you will receive a $500 savings bond! You can also 
qualify for the $500 savings bond, assuming you're a winner, 
if you've installed a Honeywell-controlled water heater at 
any time during the contest period. 


A contest for wholesaler salesmen, too! If you're a 
wholesaler salesman, you can win a valuable deluxe calendar 
watch for signing up and helping the retail winner with his 


.entry. What's more, you'll be helping each and every one 


of your dealers sell more water heaters! So, talk to your 
customers today, get them to take part in this exciting new 
contest! Write Honeywell for further information on how 
you Can participate. 
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Here are truly the world’s finest water 
heater controls. Both the standard 
(V5130) and the deluxe (V5131) models 
have the settings on top. This makes it 
easier-than-ever to change water tempera- 
ture from hot to warm, or in between. 
Both models are available with long or 
short element or tube—with or without 
pressure regulator. 


Honeywell 
iH) Fits i Covtiol 


Since 186865 
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We’re giving you plenty of help! 


Once you've joined Honeywell’s big ‘‘Put-Yourself- 
in-Hot-Water’’ Club, you'll receive by return mail a 
power-packed merchandising kit, designed to help 
you sell more and better water heaters. This kit 
includes: (1) a set of 10 selling tips on 3 x 5 cards 
that will help you merchandise and sell more water 
heaters; (2) a sample of a glamorous, 20-page, 4- 
color brochure that tells the housewife how a proper 
supply of hot water can lighten her work (additional 
quantities can be ordered with either a Honeywell 
message or a product message from your supplier 
imprinted within); and (3) a sample of stickers, to 
be personalized by yourself, that can be placed on 
water heaters when making service calls (these 
stickers list the trouble spots the consumer should 
watch). An order blank is included for additional 
quantities of any of the above. 


HONEYWELL’S ‘“NAME-THE-MERMAID'’ CONTEST 
P.O. BOX 431, CHICAGO 77, ILLINOIS 


Here’s my entry for the Honeywell ‘“‘Name-the-Mermaid™ Contest and my 
wholesaler salesman’s name, if he has helped me complete my entry. I agree 
to try and sell a new water heater on every call, or leave a reminder sticker 
where a new heater is not needed; to try and sell a unit of better quality to 
every water heater prospect; to use all merchandising aids supplied by my 
manufacturer and Honeywell. Already have Merchandising Kit. 


Need Kic. 





(Name for Mermaid) 





(Wholesaler’s Salesman’s Name) (Wholesaler Firm Name) 





(Wholesaler’s Address) 


Most of my water heaters are 


Signed 


(City) (Zone) (Stace) 








Address. 





City. 








TYPE F172 


FISHER SAF EVACLETS You 

WITHDRAW LIQUID CON- 

TENT OF TANK AT MINIMUM 
cost 


An entirely new locked 
type excess flow check 
valve. 

Plug can be removed— 
hand valve connected 
for liquid withdrawal — 
even with liquid in con- 
tainer. 


TYPE E102 


KEEPS VAPOR EQUALIZING 
RATE UP TO PAR WITH 
LIQUID FILLING CAPACITY 


Built to withstand sever- 
est service. 


Upper portion can be re- 
moved with tank under 
pressure, 


Seals gas-tight under all 
operating conditions. 


(mim 


FE 


TYPE C100 


VAPOR SERVICE LINE 
SHUT-OFF VALVE 


Packless type construc- 
tion for trouble-free 
service. 
Positive opening and 
closing. 





TYPE H235 
SAFETY RELIEF VALVE 


Protects against exces- 
sive pressure on con- 
tainer. 
Set and sealed at the 
factory. 


TYPE 
J411 
FIXED LIQUID LEVEL GAUGE 


Determines maximum 
filling capacity of con- 
tainer. 

Has instruction dial that 
indicates when to ‘Stop 
Filling’. 


TYPE D134 


INCREASE FILLING RATE... 

SAVE MONEY... DELIVER 

GREATER GALLONAGE PER 
TRUCK-MINUTE 


Fast filling with low pres- 
sure drop. 

Seals gas-tight under all 
operating conditions. 
Maximum free area and 
smooth contour for high 
sustained flow. 


IF IT FLOWS THROUGH PIPE ANYWHERE IN THE WORLD... CHANCES ARE IT'S CONTROLLED BY .. 





Finest Quality 


Dependable Delivery 


Guaranteed Performance 


Your Fisher representative is always on the job 


when you want fast service on LP-Gas equipment. 


Leading LPG operators from coast to coast in 


every section of the country have found that they 


are far ahead by specifying Fisher. Remember, 


there’s a Fisher representative near you. Depend 


on Fisher to give you top quality, fast service 


with a complete line of LPG fittings. 


Fisher controls available through qualified 
representatives everywhere 


DOMESTIC 


Atlanta 5, Georgia 
Odell Glass & Co. 
3680 Roswell Road, N. W. 
B . Ilinois (Chicago) 


Fine Products Co. 
6240 Ogden Avenue 


Dallas 2, Texas 
Squibb-Taylor, Inc. 
1213 South Akard St. 


Kansas City, Missouri 
Fisher Governor Co. 

LPG Division 

Box 7447 

Los Angeles 32, California 
Meeder Equipment Co. 
1745 North Eastern Avenue 


Memphis, Tennessee 
Squibb-Taylor, Inc. 
265 N. Front Street 


Minneapolis, Minnesota 
Jack M. Clark Co. 
6326 Thomas Ave., South 


Pittsburgh 33, Pennsylvania 
John Adams 
1500 N. Avenue, West 


Rochester 20, New York 
E. C. Underwood 
907 Monroe Ave. 


Westport, Connecticut 
Fisher Governor Co. 
LPG Division 

212 New Dickson Bidg. 
P. 0. Box 28 





FISHER GOVERNOR COMPANY Marshalitown, lowa 


16 


FOREIGN 


Buenos Aires, Argentina, S. A. 
Kenneth J. Langley y Cia 
Corrientes 1115 


Calgary, Alberta, Canada 
James Equipment, Ltd. 
70th Avenue and MacLeod Trail 


Edmonton, Alberta, 
James Equipment, Ltd. 
11244 116th Street 


Havana, Cuba 

Emilio Rodanes Ballina 
P. 0. Box 1531 

Pinera 257, Apto. 12 


Mexico 5, D. F., Mexico 
C. R. Hojel & Co., S. A. 
Tiber No. 94 


Duvernay, Quebec, 
James Equipment, Ltd. 
1920 Ivry Street 


North Vancouver, B. C., Canada 
James Equipment, Ltd. 
1646 Main Street 


Burlington, Ontario, Canada 
James Equipment, Ltd. 
1240 Plains Road E 

Regina, Saskatchewan, 
Canada 

James Equipment, Ltd, 
1233 Halifax Street 


 CISHER: 


SINCE 1880 
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Headquarters for L. P. gas 


Information Desk 


Cause of poor ignition, extinction of burners 
and flash-back . . . Repair service for auto- 
matic controls on gas appliances . . . Ac- 
cepted weight standards for propane. . . 
Cost increase causes for pump-down time, 
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Too much primary air 
may cause flash-back 


Kansas 


Recently we installed an Amer- 
ican Standard G6-11 steam boiler 
with an inlet rating of 1,300,000 
Btu. We have, from the very start 
of operation, encountered poor igni- 
tion and extinction of the burners 
and flash-back. 

The burners are of cast iron with 
stainless steel ribbon inserts. The 
air shutters are the round disk type 
that slip closer to, or farther away 
from the air manifold and lock in 
position by a single screw against 
the burner orifice. We have changed 
to different orifice sizes, larger and 
smaller, but to no avail. 

We have a manifold pressure of 
11 in. w.c. and are burning a mix- 
ture of 60 per cent butane and 40 
per cent propane, and are using a 
Mitchell No. 25 vaporizer. 

We are supplying the vaporizer 
burner, which is approximately 30 
ft away from the tank, from %-in. 
copper tubing at tank pressure. 

Liquid is being supplied to vapor- 
izer at tank pressure through 34-in. 
copper tubing, 30 ft. from the 
tank, also. 

Fuel coming from the vaporizer 
flows first through a high pressure 
regulator set at 15 lb., then to low 
pressure regulators (two 932-lb. 
Fisher regulators) manifold to- 
gether as per diagram, in a 1-in. 
copper tubing, buried at a mini- 
mum of 30 in. below ground. 

Coming off the low pressure regu- 
lators we have 1% in. black pipe, 
approximately 35 ft. In this line 
are installed six 90 deg. ells. 

We are maintaining 11 in. w.c. 
during burner operation at the 
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manifold test plug. Some of the 
burner ribbons have recently 
started to hump up and become dis- 
torted, which possibly is causing 
our trouble at present, but these 
were new burners at the start. 

Would it be advisable to go to 
straight propane instead of the mix. 
The boiler room is getting sufficient 
combustion air and we get this con- 
dition regardless of air adjustment 
at the burners. 

Would the two regulators being 
manifolded together be some of our 
trouble? It seems we are well in 
the capacity range of the regulators 
as each one is rated over 900,000 
Btu, two of them at 1,800,000 Btu. 


I hope the diagram and informa- 
tion will be helpful in determining 
the nature of the trouble we are 
encountering. 

E.J.H. 


We have checked the piping and 
regulator sizes and arrangement on 
the sketch which you sent with your 
letter and it seems to be satisfactory. 
The two Fisher 932-lb. regulators 
should work in parallel the way they 
are installed and meet the boiler de- 
mand without trouble. This appears to 
be so since you state in your letter 
that there is 11 in. we. pressure at 
the burner manifold when the burn- 
ers are operating at full capacity. 





1000 gal. storege tank 


liquid line 
7 


Mitchell No. 25 vaporizer 





a 


La vapor line supplying burner 
gas to vaporizer 


High pressure regulator set at 15 psi 
This portion of line is 30 in. 
below grade level 


i€—1 in, ID copper 


approximately 40 ft 








: 





o— Fisher 932 lb. 


13 in. dlack pipe 


3/4 in. black 
24 :. 50 + 
Ne 




















Boiler demand 1,300,000 Btu inlet 











The diagram pictured here shows a pip- 
ing layout for an American Standard 
steam boiler. Manifold pressure is II in. 
w.c.; @ mixture of 60 per cent butane 


and 40 per cent propane is burned; 
and a Mitchell No. 25 vaporizer is used. 
The trouble: poor ignition, burner ex- 
tinction and flash-back. 





You state that trouble is encounter- 
ed in obtaining satisfactory ignition 
as well as extinction problems. This 
indicates that there may be too much 
primary air in the mixture as well as 
other problems. Closing in on the air 
shutter should reduce the tendency 
for both flash back and poor ignition. 

Was this boiler built and labeled 
“approved for L. P. gas”? Or, was it 
converted sometime after it left the 
factory? If it was converted it may 
not have been done properly. 

The burners you describe are cast 
iron with a slot for the gas air mix- 
ture to come through. A stainless steel 
strip is placed in the slot to provide 
for proper port area and spacing. The 
strips may have been loose or other- 
wise damaged during transportation, 
handling or assembly, causing im- 
proper spacing in the slot and allow- 
ing flame to flash through. Also, some 
dirt may have lodged in the slot which 
caused enough heat transfer to ig- 
nite the mixture below the slot and 
strip of metal. The warping and 
buckling of the strip probably does 
add to the problem now. 

We believe that changing to 
straight propane would tend to in- 
crease the flashback problem _in- 
stead of helping. 

We suggest you contact the manu- 
facturers of your boiler and advise 
them of the trouble you are encounter- 
ing. Include the serial number of the 
boiler and other information on the 
nameplate as well as the information 
you sent us regarding the problem on 
the burner. We do not think your fuel 
and piping is a factor in this 
trouble.—Ed. 


Outline for appliance 
service venture 


Michigan 


I am very much interested in set- 
ting up a repair service for auto- 
matic controls for gas appliances, 
as I understand there is no service 
of this type in northern Michigan. 

Do you think a project of this 
kind would be practical? If so, 
would you be able to tell me how 
I should get started? 

L. H. 


It is difficult to advise anyone on 
the possible success of a project un- 
less all the facts regarding the person 
involved and the need for the service 
intended are known. I can only set 
down a few questions and suggestions 
that may help you. 

Here are some things to consider: 


Take careful stock of yourself. 
Are you capable of performing the 


service you plan to offer? Can you 
sell yourself and your service? Can 
you obtain the confidence of those 
whom you plan to serve in your 
ability to do the work? 

Are you prepared to start a busi- 
ness? Do you have the capital avail- 
able to invest in the tools and equip- 
ment that will be needed to attempt 
this venture? Or can you obtain the 
backing you need? You will need 
operating capital as well as invest- 
ment capital to pay for materials, 
rent, operating expenses, salaries, 
your own living expenses and other 
items until orders and collections 
with profit start coming through 
in sufficient quantity to pay for 
these needs. You cannot expect to 
open your shop today and show 
profits over expenses tomorrow. 

What is the need for the service 
you contemplate? How much work 
is there to be done? Will it really 
pay to repair the parts, or will it 
be more economical to replace 
them? Modern regulators and con- 
trols are relatively inexpensive and 
a little labor will soon offset the 
entire cost? (The above assumes 
you will repair the control devices. 
You may not go this far.) 

What is the concentration of po- 
tential repair work? Is it concen- 
trated in a relatively small area or 
is it scattered so you will have to 
spend considerable time traveling? 
How well do you know your po- 
tential clients? Will they require 
your services as much as you are 
led to believe now? 

Tools to do the work you plan 
include more than a_ box of 
wrenches, pliers, spare parts and 
similar devices. “Know how” and 
instruction manuals are a necessity. 
Like a doctor you must know the 
symptoms and cures. You cannot 
tinker and hope. Your customers 
will quickly spread the word 
whether you know your “stuff” or 
not. 

The American Gas Association 
has published several good service 
manuals for ranges, water heaters, 
clothes dryers, and other domestic 
appliances which they will sell at 
nominal prices. You can obtain a 
list of these manuals and their 
cost by writing to: American Gas 
Association; 420 Lexington Ave.; 
New York 17, N. Y. 

Remember that good work well 
done will bring your customers. 
You cannot “four flush” for long. 
Quality work by one who knows his 
business will bring the customers. 


I hope the above has not discour- 
aged you, but it is well to analyze 
carefully and prepare thoroughly, 


rather than rush into something and 
then discover what should have been 
done. Your chance for success will 
be much better.—Ed. 


Weight of commercial pro- 
pane not an exact standard 
Missouri 


Until yecently it seemed to be 
the consensus of the industry that 
the weight of propane at 60 deg. 
was approximately 4.23 or 4.24 lb. 
per gal. Now we understand that 
some companies are figuring it at 
a lighter weight. Have other prop- 
erties changed, too? 

We would much appreciate know- 
ing the present generally accepted 
standards for propane. 

B. F. H. 


The Handbook BUTANE - PRO- 
PANE Gases gives the weight of one 
gal. of propane measured at 60 deg. 
F. as 4.23 lb. The 1957 revision of the 
“Standard Table of Physical Con- 
stants for the Paraffin Hydrocar- 
bons,” published by the Natural Gas- 
oline Association of America lists the 
weight of propane at 4.224 !b. per gal. 
at 60 deg. F. However this weight is 
modified by a couple of notes concern- 
ing technical conditions. Possibly the 
4.23 in the Handbook was too. 

The chemist and physicist are al- 
ways striving towards the perfect an- 
swer. As new equipment and facilities 
are made available, more accurate 
measurements may be obtained. Even 
so, there may be differences in test 
results. The members of committees 
which select the figures published, 
study the methods and results care- 
fully before changing published data. 

The above figures are for chemi- 
cally pure propane. Commercial pro- 
pane may have as much as five per 
cent and even more of other hydro- 
carbons mixed with it. Some butane 
may be included with the propane and 
usually there is some ethane with it. 
Ethane and butane are next-door 
neighbors to propane. Butane is 
heavier than propane (3.11 lb./gal.). 
A mixture of 98 per cent propane and 
2 per cent ethane would weigh about 
4.202 lb. 

LPG comes from the ground as a 
small percentage of a mixture of 
natural gas, L. P. gases, and usually 
varying amounts of the hydrocarbons 
which comprise gasoline and the other 
light oils. In some areas the heavier 
oils predominate over the gases. In 
either case the components must be 
separated. 

The L. P. gases are usually separ- 
ated by a process of absorption, re- 
boiling and condensing under accurate 
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GO 


and go for LP” PROFITS! 


Your profits only begin when you sell a Brentwood 
Automatic Gas Water Heater, and they continue 
through years of increased LP Gas service. 


Your customers will benefit, too, with improved 
hot water service every time you install a Brent- 
wood. Automatic appliances and growing families 
keep the water heater going constantly to supply 
the daily demands for hot water. Get in on this 
double-market ... LP Gas and water heaters... 
now with Brentwood. 


Look at the complete line of Brentwood Water 
Heaters offered in a wide range of sizes and styles 
to meet every hot water need. Brentwood’s new 
manufacturing facilities permit in-plant produc- 
tion of water heater tanks, including Glass-Lining, 
Galvanizing or Stone Lining. More than 60 years 
of Brentwood experience and research in water 


NATIONAL APPLIANCES, INC. 
} Pittsburgh 35, Pa. 
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heater design, and Brentwood manufacturing 

methods provide the most advanced water heater 

features in a variety of products from one source 
. at realistic prices. 


The latest designs and exceptional quality give 
assurance of years of satisfactory service and 
trouble-free operation. 


Go Brentwood ... and go for LP* Profits. Put 
yourself in the profit picture by mailing this 
coupon today! 


National Appliances, Inc. 
Dept. BP-1, P.O. Box 10580 
Pittsburgh 35, Pa. 


Please send us further information on the Brentwood Line of 
Automatic Gas Water Heaters. 


Name 


ae 





Address......... 
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: control of pressure and temperature. 
Your One Supplier with everything in L. P. gas A balance between cost and purity of 


and Anhydrous Ammonia Equipment 


product must be hit upon to be com- 
mercially and financially successful. 
So commercial propane or butane will 
be produced with varying small per- 
centages of neighboring hydrocarbons 
with it. The purity of the product will 
be effected by the analysis of the raw 
gas or oil, the refining process and 
other factors. 

The suppliers will often publish 
sets of physical constants which are 
about average for the commercial 
products that they are marketing. If 
the propane is produced from a source 
composed primarily of natural gas it 
is likely there will be ethane in the 
propane and it will be lighter per 
gallon than pure propane.—Ed. 


Transfer equipment affects 
unloading problem 


a 7 : California 

ee 4 ee 4 I am interested in your bulletin 
PASLEY-DESIGNED Truck - a No. 3, “Fuel Transfer with Pumps 
Tanks (see above and right) he and Compressors,” regarding short- 
wana Rak 16 feature’ ofl | ening the unloading time of trans- 


= ——< port trucks and trailers. You say 
controls from one location. ff > é pump-down time is from two to 


ion i _——s " . four hours, and this appears to be 
All operation is from one | (7 ——— sit 


rather expensive. 
point—rear compartment. It appears that 1-in. vapor hoses 


are used, which are not very large 
for handling vapors. Further, the 
capacity of the compressors is not 
given proper treatment, at least 
full information is not given. 
BULK PLANTS Pasley LPG and If 1-in. hoses for this purpose 
Ammonia type installations — a are industry-wide in usage, there 


turnkey job or engineering for must be a reason. If no good rea- 


, A . son, it seems there is a chance for 
your own installation. Write, wire industry-wide improvement, by in- 


or call. creasing hose size and compressor 
capacities. 


Also a complete line of accessory H. P. 


equipment. L.P. gas has made rapid strides 
over the past few years in the matter 
of facilities for transporting and han- 
COLOR—The Modern Trend! dling L.P. gas. Labor and equipment 
1D) “ Bring your LPG Equipment up to costs have risen sharply and the 
Pastels By P asley rie Aniiilile in the following amount of product handled each year 
colors . . . (write for information) has increased at a steady and sub- 
stantial rate. In line with this the size 
Blush Peach Smoky Grey phe equipment has increased 
ome. 
Sunshine Yellow Seafoam Blue 


However, there are many small 
Mustard Lime Wedgewood Green dealers that do not need the high 


Eureka Orchid Rose Beige speed transfer from railroad tank car 

Lake Blue Desert Rose to storage. Although some transfer of 
fuel between trucks and storage is 
done by compressors, most of the 


{ transfer from and to trucks is by 
ay ' pump. 
e Most of the tank cars in service to- 
d e 10,000 to 12,000 gal. capacit 
The Pasley Mfg. & Dist. Co. | = gal. capacity 


and are fitted with excess flow valves 


that restrict the flow of liquid to 
about 130 gpm through two education 
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valves in the dome. The 1-in. hose and 
a medium size vapor compressor will 
often build up enough pressure differ- 
ential to exceed this rate. The valve 
sizes and rates of flow permitted are 
for safety reasons in case of accident 
and where established by the Bureau 
of Explosives for the I.C.C. 

In the past year new railroad L.P. 
gas tank cars of 30,000 gal. capacity 
have been placed in service. I do not 
know what 1ate of transfer can be 
accomplished in unloading them. 

Most of the transfer between truck 
transports and storage is by pumping 
the liquid and using the vapor hose 
for equalizing the pressure. 

L.P. gas pumps are now available 
which are capable of moving liquid 
LPG at rates of 250 gpm. Special 
arrangements must be made in both 
storage tanks, and transport connec- 
tions to permit this high rate of 
transfer while retaining excess flow 
or other internal closing devices in the 
transports to retain adequate protec- 
tion against the uncontrolled escape 
of liquid and/or vapor in case of ac- 
cident. 

L.P. gas pumps and compressors are 
expensive. Sizing the transfer equip- 
ment requires careful study and a 
thorough knowledge of the transport 
equipment it will serve, the amount 
of product that will be handled, and 
many other factors. 

It is best to consult an engineer or 
firm that is experienced in L.P. gas 
handling and equipment and let them 
advise you about fuel transfer after 
he has gathered all the facts involved. 
Much money can often be saved, or 
conditions included in the design that 
will allow the transfer equipment to 
be fully utilized.—Ed. 





In this LPG-heated trailer, General 
Telephone Co. of Florida (Sarasota) 
displays modern domestic and office 
telephone equipment. The 36-ft unit 
travels throughout Florida to state 
and county fairs and other public 
gatherings. LPG-fired panel ray heat- 
ers invite visitors in cold weather, 
and protect delicate electronic com- 
ponents from cold, fog or Florida 
“dew,” all of which cause sluggish 
action or no action at all. 
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Sell more “tough buyers” with Reznor 


 \ 
‘\ = 


NEW 
AUTOMATIC 
VENTER 


lets you install 
Reznor unit heaters 
almost anywhere! 


Now, with the Reznor Venter, you can install direct-fired 
Reznor heaters where you couldn’t before—in multi-story 
buildings or structures with hard-to-get-at chimneys! You'll 
save money for your “tough buyers,” and sell more unit 
heaters, too. 


The Venter, available exclusively with Reznor Heaters, is 
a motorized automatic vent exhauster that mounts directly 
on the heater. You simply install a 4-inch diameter vent 
pipe to carry burned gases to a sidewall—or down through 
the floor and out, if you choose. No more costly roof venting 
or big, expensive flues. Heaters operate more efficiently, too, 
especially if the room has an exhaust fan which creates a 
negative pressure. 
There’s a Venter for all Reznor Heaters up to 
300,000 Btuh capacity. Ask your distributor 
for Catalog SA-5900, with data on all Reznor 

Heaters and the new Venter. Or write Dept. 

4-G, Reznor Manufacturing Co., Mercer, Pa. 


USE THE REZNOR VENTER AND AVOID THESE PROBLEMS: 


ae fit 


Big, expensive flues |! Costly roof venting | Inaccessible venting | Negative pressures 


REZNOR HEATERS 


“WORLD'S LARGEST SELLING DIRECT-FIRED HEATERS” 


“~ 
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e 100% performance 


no call-backs for 


what 


EGO makes 


... makes profits for you! 


Where absolute dependability is of 
utmost importance, it’s always false 
economy to use any equipment but the 
finest. Just one service call-back can 
take profit out of an installation—even 
put you in the red. That’s just one rea- 
son why the few extra pennies RegO 
customers may occasionally pay for 
genuine RegO equipment is the best 
part of their investment, for it repre- 


tested... and 


no “spot” checks— 


defective controls 


with top quality 


® continuous design 


production research... 


for lowest prices 


consistent 


sents the extra quality that means com- 
plete satisfaction...that means a sound, 
profitable business! RegO equipment 
has never been equalled for year-after- 
year quality or honest value...in an in- 
dustry where service and safety are 
more important than first cost. That’s 
the RegO policy. That’s why RegO re- 
mains the world’s largest manufacturer 
of LP-Gas equipment. 


e finest 
materials... 


for greater satisfaction 
now—continued top 
performance for 


years to come! 


send today for your free copy of 
the RegO LPG catalog L-100 


BASTIAN- BLESSING" 


420! West Peterson Avenue, Chicago 46, Illinois 


Do you know 
it will pay you 
dividends 

to join! 


*T.M. Registered 
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REGULATOR OUTFITS 


Complete line includes fully 
automatic -control equip- 
ment—manual, tee-check 
and single cylinder out- 
fits also available. 


CHECK VALVES 
Optimum performance for 
every LPG industry 
requirement! 


CYLINDER VALVES 
Every type, wit 
packles: 


ROTOGAGES* 
Accurate measurement as- 
sured! Polished’ bind- 
proof shafts, dual 
Calibration and leak- 
proof packing. 
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MULTIVALVE* UNITS 
For ICC Cylinders, ASME 
ontainers. Many models 

and types available. 


EXCESS FLOW VALVES 
A wide variety, to meet 
every LPG industry 
need. 


SHUT-OFF VALVES 
the exclusive RegO 


ict 


available. 


GAUGES 
Includes Pressure, Fixed 
Liquid Level and Slip Tube 

types, Test Sets and the 
remarkable Service 
and Reserve 
Indicator. 


CHARGING MANIFOLDS 
Typical RegO Automatic 
Charging Manifold. Non- 
automatics and other 

styles also available. 


RECESSED TYPE RELIEF VALVES 
A new high in operating 
safety. On domestic sys- 
tems no additional 
housing needed. 


le in a range of sizes 
eet various load 
demands. 


MANIFOLDS 
RegO Tee Check, Manual, 
Automatic Throwover 
Manifolds—all designed 
for uninterrupted 
service. 


GLOBE AND ANGLE VALVES 
Both Screwed and Flanged 
«ductile iron bodies with 
Teflon V-ring pressure 
seal stem construction. 


NON-RECESSED RELIEF VALVES 
Sizes and styles to meet 
all applications. Exclusive 
RegO 4 Port Manifolds 
for tanks up to 30,000 
gallons also 
available. 


HIGH PRESSURE REGULATORS 
For first stage regulation in 
wo-stage system. Pro- 
de uniform delivery 
es regardless of 
tank pressure, 


MOTOR FUEL VALVES 
A complete line for both 
ICC and ASME container 
systems on LP-Gas 
fueled lift trucks, 
buses, trucks, 
etc. 





% When is a “guarantee” not a guarantee? 


Federal Trade Commission, warming up in its drive against deception in business, has made 
a frontal assault on often-abused guarantee claims. Agency has issued a seven-point advertis- 
ing guide to alert both consumers and business as to what is not permissible. Guide is not a 
law—but breaches may bring FTC action. Term “guaranteed” now isn’t enough; it must show 
what’s covered, whether retailer or maker backs it, how it will be honored, any limitations such 
as pro-ration. Guide is aimed at all guarantee advertising, promotion, and actual statements 
on products. 


% Railroads seek LPG rate control exemption 


L.P. gas shipments by rail would be exempt from federal rate control under legislation in- 
troduced in Congress by Rep. Oren Harris, D., Ark. Railroad officials, backing the proposal, 
say some two-thirds of all rail tonnage would be affected by removing all bulk shipments from 
regulation. Rep. Harris is chairman of the House Commerce Committee, to which the bill 
(H.R. 12109) was referred. But action this year is doubtful. 


% Housing picture gets brighter 


Homebuilding continues to show growing strength, and probably will come close to last year’s 
level. New housing starts in April hit 110,400. This was a gain of 13 per cent from March, 
but was still 22 per cent below April of 1959. However, new housing starts have recovered 
from lows this year of almost 40 per cent below last year. For the first four months of this 
year, the building rate was only 18 per cent below the 1959. 


% Mild upturn in economy foreseen 


Slowly rising economic activity with slight additional inflation is the outlook for the rest of 
the year. Top government economists say production will rise from the present $500-billion-a- 
year annual rate to about $510 billion by year-end. Sales and personal income will keep pace in 
the leisurely rise. Home building is due for a slow but steady rise through the summer. Even 
farm income may show a little more strength through the summer and fall. 


% Congress pads REA budget with extra $50 million 


Congress is considering boosting the Eisenhower Administration’s budget for the Rural Elec- 
trification Administration. Lawmakers, as ever tending to lean over backwards to support 
the program, are considering adding $50 million to the REA electric program as a “contin- 
gency fund” to make sure no power co-ops go hungry. (Details on page 75.) 


% Co-ops must answer to courts for monopolistic practices 


Cooperatives have been stripped of their old immunity from prosecution under the antitrust 
laws. The U.S. Supreme Court has now ruled that a co-op violates the law if it lessens com- 
petition by buying out another company, or if it attempts by itself through price-cutting or 
other devices to monopolize a market. (Details on page 75.) 


% Sunday blue laws face court test 


Legality of state Sunday blue laws will be settled by the U.S. Supreme Court. It has agreed to 
review constitutionality of these statutes in Maryland, Massachusetts, and Pennsylvania—but 
decision will affect all such Sunday-closing laws. Businessmen wanting to open seven days a 
week have challenged these laws, which date to colonial days, without much success. This will 
be the first Supreme Court review of blue laws since 1900. 
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ANOTHER FIRST FOR TULOMA 


AUTOMATIC BILLING: The first of its kind ever 
used . . . an automatic business machine com- 
bination that types 100 words per minute, adds, 
subtracts, keeps records, tabulates, and computes 
...all in one operation. Another first from Tuloma! 


This new machine will save Tuloma over 2,000 
man hours per year and will help us provide even 
better service. 


Machine accounting is another step in Tuloma’s 
all-out expansion . . . expansion in efficiency, 


progress, and service for the dynamic LP-Gas in- 
dustry. Take Tuloma... and Grow! 


DISTRICT OFFICES: Williamsburg, Virginia; Cas- 
per,Wyoming; Salt Lake City, Utah; Des Moines, 
lowa; Ulysses, Kansas; Houston, Texas; Midland, 
Texas; El Dorado, Arkansas; Montgomery, Alabama. 


TULOMA GAS PRODUCTS COMPANY 
4 AMERICAN BUILDING * PHONE LUther 2-3261 


ULSA, OKLAHOMA 
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Ciyoud the Vlaine 


By WILLIAM W. CLARK °* Editor 


Changing attitudes 


The tone of this year’s BPN Sales Roundtable 
(see pages 44-6) was one of optimistic determi- 
nation. There was no blind, naive optimism evi- 
dent, for dealers were in agreement that the 
easy days when you sat back and let the business 
come to you were over. Had been over for sev- 
eral years, in fact. There was realization that 
the difficult period which many individual deal- 
ers have gone through was really one of transi- 
tion into a new kind of business “climate” for 
our industry. 

“From now on,” said Tom Ennett, Rockford 
(Ill.) dealer, “it’s going to be pitch, pitch, pitch 
all year long!” 

The general agreement on this point could have 
been only lip service, but it didn’t appear to be. 
Everyone was too in earnest for that. 

If we interpreted the signs correctly, these 
are the attitudes of a good cross-section of deal- 
ers today: 

e They are refusing to blame the other fellow 
for their own troubles. The fact that the gas 
utilities are in the driver’s seat in most situa- 
tions is accepted with as good grace as possible 
under the circumstances. Unity is fine, but there 
is no use growing poor, as well as old, waiting 
for it to become a reality. 

e The talk is no longer of what the other fel- 
low should do, but of what “I” should do. 

¢ Dog-eat-dog price competition is yielding to 
more profitable methods of building gallonage. 
Carburetion is being recognized for the excellent 
load builder it is. Other types of load building 
are being given close scrutiny. 

e Appliance selling is almost a “must” if a 
dealer is to thrive. While there has been a trend 
toward dropping this activity, a counter-trend 
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has begun. Some of the largest companies who 
several years ago dropped appliances from their 
sales kit, and decided to become fuel peddlers, 
have now reversed themselves. They have rec- 
ognized that appliance selling is an inseparable 
part of this business. 


e They are really going to go out and knock 
on every door. They will not depend upon ad- 
vertising and promotion to carry the selling 
load. In their own words, they echoed this state- 
ment of R. E. Rasmuson in BPN’s January issue 
(page 72) when he said, “There is only one 
secret to promotions . . . follow-through. Pros- 
pects ... are not worth a dime unless someone 
takes after them with the old hard sell.” 


e The No. 1 enemy today is electric heating. 
To combat it, we must sell the public on the mod- 
ernity of gas. We haven’t romanced our fuel as 
the purveyors of electricity have done. 


(By way of postscript, we’d like to suggest 
that, as dealers gird for this big battle with the 
kilowatters, they begin collecting all the ammu- 
nition they can. They’ll find plenty of it in “The 
Facts About Gas & Electric Heat,”’ presented at 
the AGA Industrial and Commercial Sales Con- 
ference by J. R. Hammers of Northern Illinois 
Gas Co., Bellwood, Ill. It gives comparative data 
on a number of test installations, many of which 
were obtained by the AGA through its Commit- 
tee on the Comparison of Competitive Services. 
If you haven’t already begun collecting ammuni- 
tion, this paper is a good place to start. 

Let us know if you want a copy, and we'll 
send you one. But remember, this is only one 
weapon. You’ll need others. If you want help 
in locating them, too, let us know.) 








“Take it from me...what’s 
back of this new symbol 
is what builds business 
for Philgas Distributors!” 
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“I’ve been a Philgas Distributor for 15 years 
now and it’s always nice to know we have plenty 
of product on hand. (My customers like to 
know that, too.) 


‘‘And because Philgas has ample storage and 
the country’s best LP-Gas transportation, my 
business has been able to grow . . . to expand 
with our growing community. And that’s not all. 
I get valuable sales and advertising assistance 


PHILLIPS PETROLEUM COMPA 


... technical advice that helps me run my busi- 
ness better and help on individual business 
problems. I always say, it pays to do business 
with a reliable company.” 


Philgas* Distributors benefit from Phillips 
business-building program. It will pay you to 
be associated with the leader in the LP-Gas 
industry. Write or phone. Find out how you 
can become a branded Philgas Distributor. 


*Philgas is the Phillips Petroleum Company trademark for its high quality LP-Gas. 


NY, Bartlesville, Oklahoma 


SALES OFFICES: COLUMBUS, OHIO—395 E. Broad St. KANSAS CITY, MO.—201 E. Armour Blvd. SALT LAKE CITY, UTAH—68 South Main 
AMARILLO, TEX.—First Nef'l Boek Bido. DENVER, COLO.—1375 Kearney St. MAPLEWOOD, N. J.—2075 Millburn Ave. ST. LOUIS, MO.—4251 Lindell Blvd. 
ATLANTA GA.—1428 West Peachtree Street DES MOINES, |OWA—6th Floor, Hubbell Bidg. MINNEAPOLIS, MINN.—215 South II th St. TAMPA, FLA.—3737 Neptune St. 
CHICAGO ILl.—7 South Dearborn St HOUSTON, TEX.—6910 Fannin Street OMAHA, NEB.—3212 Dodge St. TULSA, OKLA.—1708 Utica Squore 
soa - INDIANAPOLIS, IND.—3839 Meadows Drive RALEIGH, N. C.—401 Oberlin Road WICHITA, KAN.—501 KFH Building 
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HERE'S WHERE IT ALL STARTED 


An emergency weeding job in the cotton fields of the High Plains Research Foundation near Plainview, Texas, necessitated 
a quick, inexpensive weeding job. The performance of propane-fired flaming equipment so impressed the researchers that a 


full-scale research program was begun. 


BIG PUSH IN FLAME 
CULTIVATION 


In West Texas, misfortune 
struck the L. P. gas dealers, 
the farmers, and a young 
research foundation. Out of 
their adversity has come 
a research program that 
promises to give new life to 
a giant that has slumbered 
too long. 


WILLIAM W. CLARK °¢ _— Editor 
year ago this month a hail- 
A storm in the Texas Panhandle 
knocked flat the cotton crop at High 
Plains Research Foundation. This 
low blow by Mother Nature set off 
a chain of events likely to culmi- 
nate in sharply reduced harvesting 
costs for farmers and new profits 
for the nation’s LPG dealers. 
High Plains Research Founda- 
tion is a privately endowed agricul- 
tural research organization head- 
quartered in an unimposing frame 
bungalow set a few yards off the 
highway at a “wide spot” known 
as Halfway, Texas. Halfway is 
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a few miles west of Plainview in 
the High Plains country, windswept 
and as flat as a sailor’s straw. 

The Foundation was set up to 
strengthen the agricultural econ- 
omy of the area. Its primary fields 
of study have been, and are, fer- 
tilization practices, cultural meth- 
ods, soil and water conservation, 
and development of improved va- 
rieties of crops. But now, as a 
result of the hailstorm, it is win- 
ning acclaim for the research it 
stumbled onto, almost by accident 
—flame cultivation. 

High Plains grows cotton (and 
other crops) in order to study it. 
But when the hailstorm hit, it 
threatened not only to destroy a 
valuable crop, but to set research 
back a full crop year. Before it 
could be harvested, it would have 
to be weeded. Hand labor was the 
only method available in Plainview 
at the time. The hoe bill faced by 
the Foundation threatened to 
throw its rather modest budget 
into chaos. 

Hearing of the 
plight, Bill Taylor, 


Foundation’s 
manager of 


Gene Bumpus Inc., Plainview LPG 
distributor, immediately began 
wondering if flaming could not be 
applied to do the weeding efficient- 
ly and at a lowcost. A dealer friend 
in Dallas had sent Taylor a clip- 
ping from the July 12 issue of the 
Dallas Morning News, describing 
how flaming was replacing hand la- 
bor on the McKamey farm near 
Plano. 

The event had stirred up a lot 
of interest in Dallas. Five radio 
stations and a television station 
had all covered it in a single day. 

Taylor got in touch with the 
manufacturer of the equipment, J. 
W. Gotcher of Gotcher Engineering 
and Manufacturing Co., Clarksdale, 
Miss. Would Gotcher be willing to 
bring out a rig and put it to work 
on the Foundation’s cotton patch? 

He would. Gotcher figured he 
would need about three days to do 
the job. So he registered at the 
Sands Motel in Plainview. Today, 
a year later, he’s still there. For 
what started out as an emergency 
job has since blossomed into a full- 
scale research project, one that 
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Flame cultivation . . . it all began with 





natural gas meters ... and a hailstorm 
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LPG DEALER 


Hundreds of natural gas meters like this one have snatched away the High Plains dealer's 
No. | load—irrigation pumping. One of the hardest hit has been Bill Taylor, who stands 
glumly beside one of the converted pump engines. 


has brought together a lot of loose 
ends in flame cultivation research 
and collated it into the biggest and 
most comprehensive study ever 
made on the subject. Before it is 
finished (this fall), Bill Taylor, 
3ill Gotcher, and the Foundation’s 
director, Dr. Tom Longnecker, hope 
to have proved the applicability of 
flame cultivation to dozens of crops 
— including vegetables — grown 
throughout the United States. 

What will this mean to the LPG 
dealer? A magnificent warm- 
weather load averaging 200—per- 
haps even 400—gal. per day! To 
the farmer with a quarter section 
of land, 100 acres of which is plant- 
ed in cotton and the remainder in 
other crops, it will mean, conserva- 
tively, an extra profit of $1000 or 
more! 

Progress frequently flows from 
adversity. Flame cultivation is not 
a new art, having gotten its start 
in the early 1930’s, but it has not 
progressed far since then. The 
farmer in many cases has not felt 
the need for it, hoe labor having 
been relatively cheap. The LPG 
dealer, in the easy days when de- 
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mand crowded his ability to sup- 
ply it, did not feel the need for 
bucking the sales resistance neces- 
sary to exploit this potential load. 
And manufacturers were distrib- 
uting the equipment through imple- 
ment dealers, who sold it over the 
counter, so to speak, with little in- 
terest in seeing that it was prop- 
erly utilized. 

But by last summer, adversity 
had struck both the Foundation, 
in the form of the hailstorm, and 
Bill Taylor. 

Taylor’s plight has a familiar 
ring. The dealers he supplies with 
the product have for the past four 
or five years been losing their best 
loads to natural gas. But the story 
has an unusual twist. Whereas in 
many areas—notably around Chi- 
cago—the utilities have grabbed 
off domestic customers, forcing 
dealers to turn to alternate loads, 
such as carburetion, in the High 
Plains it is the big carburetion 
load that the natural gas utility has 
taken away. 

For several years, irrigation 
pumping was the No. 1 load. In 
West Texas, everybody irrigates. 


The average dealer supplied by 
Gene Bumpus was servicing from 
100 to 150 wells. The domestic 
load at the farmhouse was inci- 
dental to the usage at the well. 

In the mid-1950’s, the sprawling 
West Texas gas utility, Pioneer 
Natural Gas Co., began taking note 
of this big-usage load. Despite the 
distances between wells, each pump 
is such a heavy user of fuel that it 
is economic to run mains far out 
into the country. 

The big push started in 1955. By 
1956, propane was losing ground 
to the cheaper natural gas in whole- 
sale lots. Dealers were losing 15 to 
20 irrigation customers with every 
new main, and mains were being 
laid down at a fast pace. Those 
who had been pumping two million 
gal. or more every year saw their 
deliveries dwindle to one-third of 
that amount. 

They did not stand still. Earlier, 
most dealers had already begun to 
build a tractor load, and they re- 
doubled their efforts. Urged by 
men like Bill Taylor, they cam- 
paigned so energetically for this 
business that ultimately about 90 
per cent of all the tractors in the 
area were running on LPG. 

But tractors are not pumps, and 
this business fell short of taking 
up the slack. There were simply 
too many dealers for the amount 
of business to be had. Some began 
cutting prices and pirating cus- 
tomers. Others consolidated or 
went out of business. 

All this hit Taylor hard. Gene 
Bumpus had prospered by pumping 
about 12 to 15 million gal. per year 
to 13 or 14 dealers within a 100- 
mile radius of Plainview. The peak 
occurred in July and August: some- 
times Taylor’s crews delivered as 
much as five million gal. in each 
of the two months. 

But by 1957, his annual gallon- 
age had plummeted to a low of six 
million—hardly more than one 
peak month two years before. 

All through this period, Bumpus 
trucks were ranging over an ever- 
widening circle looking for new 
dealers to service. They crossed 
the borders into New Mexico and 
Oklahoma. By 1959, the company 
had recouped its losses and more, 
and had hit a peak of 18 million 
gal. 

But it was taking 41 dealers to 
consume an amount only slightly 
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CLEAN SWEEPDOWN IN A POTATO FIELD 
Dr. Tom Longnecker, director of the High Plains Research Founda- 
tion, shows his assistant engineer, Dale Price, a young plant in a 
field only recently flamed free of weeds. RIGHT, a closeup of 


larger than what 13 or 14 were tak- 
ing previously. It took more man- 
power and a lot more vehicle miles. 

Then last year, a new specter 
cast its shadow over the LPG hori- 
zon—the “butane shortage.” (See 
BPN for January 1960, p. 34, and 
March 1960, p. 70.) 

Now in Texas, everybody calls 
LPG butane, even those who are 
using straight propane. It’s even 
part of most of the dealers’ busi- 
ness name, e.g., “Jones Butane Co.” 
So when the big butane shortage 
scare was stirred up last year, 
many tractor users thought the 
fuel they were using would go off 
the market. Diesel tractor sales- 
men did nothing to set the record 
straight. Many farmers were stam- 
peded into changing to diesels. 

The LPG dealers have worked 
hard to combat this half-truth, and 
the stampede has subsided. But it 
has hurt, and will continue to hurt; 
and with the accelerated efforts of 
diesel manufacturers to drive a 
broad wedge into LPG’s monopoly 
on tractor loads in sore areas, 
dealers who fail to build up alter- 
nate loads are certainly short- 
sighted. 

Taylor, for one, is not. When 
Gotcher had _ successfullly com- 
pleted the cotton flaming job at 
High Plains, the three men—Tay- 
lor, Gotcher, and Dr. Longnecker 
sat down together and started lay- 
ing the groundwork for what was 
to become a full-blown research 
project, one that was to cost Taylor 
himself more than $10,000. 

Dr. Longnecker had been frank- 
ly impressed with the flamer’s per- 
formance. But one job does not 
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make a research project. Why not 
stay on and extend the work 
through the growing season? 

All three men agreed that some- 
thing was needed to rescue the 
farmer from a difficult labor cost 
situation. Hand labor for hoeing 
in West Texas has been cheap in 
hourly wages but appallingly ex- 
pensive in terms of efficiency. Un- 
der government sponsorship, Mex- 
icans are imported each season to 
work in the fields. 

Wages have been small but 
are increasing rapidly. Certain 
fringe benefits go along with the 
contract. They must be furnished 
mattresses, foods, and barracks. If 
the weather is bad and they can- 
not work, these benefits continue. 
Bad weather can also upset sched- 
ules, so the men are not always 
available when wanted. Weeds 
won’t wait. If the job is not timed 
properly, the unwanted vegetation 
may have shot up, and the hoe bill 
along with it. 

Ordinarily, only the straw boss 
speaks English, so communication 
is difficult. The quality of the work 
often leaves something to be de- 
sired. 

300kkeeping is also a headache. 

In the end, the cost runs high. 
Says Taylor: “According to bank- 
ers in this area, a farmer can fig- 
ure to spend from $900 to $1500 
per quarter-section every year just 
for weed control.” 

As a result, only the most valu- 
able crops have been hoed. Cotton, 
chiefly. On the other hand, grain 
sorghum is another major crop, 
but it hasn’t been sufficiently profit- 
able to justify the cost of hand 


the potato plant, showing no ill effects from the recent pass by 
the flame cultivation equipment. Research to date strongly indi- 
cates that potato flaming can be done successfully. 


hoeing. (Other good crops in the 
area are wheat, soy beans, castor 
beans, potatoes, alfafa hay, onions, 
and vegetables. ) 

With cotton, because of the har- 
vesting methods, some form of 
weed eradication is a must. Valu- 
able bolls grow close to the ground 
as well as up higher on the stalk. 
When mechanical pickers are em- 
ployed—and the trend is toward 
their use, more and more—they 
must operate close to the ground. 
Weeds and a trashy conglomera- 
tion are harvested along with the 
cotton. The mess is expensive to 
separate, the weeds and trash dam- 
age the machinery, and further 
damage is done as it drags along 
the ground. Trash left in the cot- 
ton reduces its grade and price. 

So the High Plains area was ripe 
and ready for flame cultivation. 

So was Gotcher. He had been 
making flaming equipment ever 
since World War II and had ac- 
quired a vast knowledge of tech- 
niques and equipment engineering. 
But lack of acceptance had slowed 
progress. Independent research 
had been sporadic, desultory, and 
incomplete. Most of it had been 
done in the Mississippi Delta be- 
cause of the severe weed problem 
there; and it was there that 
Gotcher had concentrated most of 
his selling efforts. 

With the changing times, High 
Plains had now become ready, too 
Longnecker was impressed with 
the results of the work on cotton. 
But the quick pass through the 
damaged field was not “research.” 
He envisioned much more. If flam- 
ing could be proved to the satis- 
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Flame cultivation .. . at first, 





the No. | target was careless weed 





faction of the research expert, it 
would mean a great deal to the 
farmers in the area—High Plains’ 
sponsors—whose grants keep the 
Foundation going. 

There was no money in the 
budget for flaming research. So it 
was up to Bill Taylor and Gotcher. 
Gotcher agreed to stay on through 
the growing season; Taylor put up 
some money, and persuaded another 
dealer to supply a tank. 

So Gotcher settled down at the 
Sands. His lodgings were expanded 
to include two adjoining bedrooms, 
one of which became an “office.” 
Paperwork began to mount; it 
soon overflowed the small desk and 
began piling up on the bed. 

Gotcher didn’t have much time 
to work, since the growing season 
was already far along when he 
arrived. He decided to concentrate 
on cotton and grain sorghum, and 
his No. 1 target was careless weed, 
a type that is prevalent in West 
Texas. Other weeds which chal- 
lenged the equipment and the ap- 
plication techniques were Johnson 
grass, goatheads, and whiteweed. 

Despite his many years of ex- 
perience, Gotcher encountered a 
new set of conditions in the High 
Plains. For one thing, he found 
that the unwanted vegetation was 
less tolerant to burner heat than 
it was in some other areas. He con- 
cluded that a well-prepared seed 
bed, loose soil texture, ample mois- 
ture and plant food (all conditions 
encountered in West Texas) cause 
vegetation to grow faster. Thus the 
cell structure is more tender and 
more easily ruptured. 

(As Dr. Longnecker explains it, 
the purpose of flaming is not to 
completely consume the weed, as is 
done in ditch bank burning, but to 
explode the cells. After a pass 
with the flamer, the vegetation 
turns deep green as the chlorophy] 
escapes from the cells and runs 
into the tissue. Within about two 
hours, it begins to wilt down, and 
within 24 hours susceptible weeds 
will have wilted down completely.) 

To test his belief that the faster 
growing vegetation was more eas- 
ily killed back, Gotcher applied 
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equal amounts of heat to careless 
weeds approximately 31% in. high, 
some growing in a cultivated drill 
area of a cotton field and some in 
a non-irrigated, non-cultivated, 
non-fertilized field He obtained a 
more complete kill in the cultivated 
field with the same amount of heat. 

He also discovered that low hu- 
midity causes faster evaporation, 
therefore a faster kill. 

The smaller and more tender a 
plant, the more easily it can be 
killed. Thus it was found that a 
single application of flame at 40 
psi regulator pressure, with the 
equipment moving at 3 mph, was 
very effective with careless weeds 
up to a height of 3 in. But with 
larger weeds, up to 4 in. high, the 
tractor had to be slowed down to 
2-to-24% mph, while with small 
weeds, up to 2% in high, it would 
be speeded up to 4 mph. 

Small goatheads, he found, re- 
sponded after a single flaming 
while the larger plants required 
two passes. 

Whiteweed up to a height of 2 
in. was killed back with no trouble, 
but grew back from the root. 


MAN AT WORK 


J. W. Gotcher still works at the "temporary" 
headquarters he set up a year ago. . 
sometimes far into the night. 


Plants taller than 2 in. withstood 
the heat with no apparent damage. 
This weed, he decided, would need 
more study. 

Johnson grass, which grows rank 
in East Texas but is not so com- 
mon in the High Plains, was an- 
other tough problem. Gotcher is 
satisfied that he can kill seedling 
Johnson grass in a single opera- 
tion, if it is no more than 4 in. 
high. But old Johnson grass is 
more persistent. According to 
Longnecker, it can’t be killed— 
only -slowed down in its growth. 
But the seedlings are vulnerable, 
and over a period of a few years, 
by concentrating on them, you can 
eventually eliminate the weed. 

Gotcher’s preliminary work indi- 
cated to him that by a severe burn- 
ing of the tops of the Johnson 
grass, the sugar stored in the root 
system is withdrawn to heal the 
burnt area. But if the procedure 
is repeated each time the plant is 
about to recover, the sugar con- 
tent of the root will rot away and 
destroy the entire plant. 

“IT want to work on determining 
the effects of the timing of the 
burnings and other factors on 
Johnson grass,” said Gotcher at 
the end of his experiments. 

Gotcher also experimented with 
“voluntary” barley, which came up 
in fields planted to cotton and 
grain sorghum after a barley crop 
had been harvested from the same 
field. He found that flaming in ~ 
the early stages merely cut the 
barley off at the ground level, and 
that it would come back. But, if 
flamed after the terminal bud was 
above ground, it was killed. 

He modified his equipment as 
he went along to suit it to the 
local conditions. One such modifi- 
cation was a tool bar mounting to 
suit local cultivating methods. An- 
other was a quick-hitch coupling, 
which could be hooked up and un- 
hooked faster than a bolted type. 

He found too, that because of 
high moisture content in weed 
stalks which is characteristic of 
weeds growing in the area, heat 
must be driven into the plant at 
higher velocity, although with same 
Btu output. The higher power also 
offset the effects of winds. 

He also made a number of con- 
clusions as to the ability of the 
crops to withstand the heat, as 
will be explained next month. 
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HOW HIG 


onions are counted again to determine if any have been lost. 


At the end of last season’s study, 
Gotcher concluded in his report to 
Dr. Longnecker that ‘“‘to use flame 
cultivation to the greatest advan- 
tage, it is desirable to continue the 
field research for one complete crop 
year.” 

Some studies he proposed for 
1960: 


Cotton: 
1. Pre-emergence flaming of 
the drill area before cotton 
emerges. 
2. Determination of effective- 
ness of equipment designed to 
flame very young cotton. 
3. Determination of the re- 
sults of the use of flaming 
with several numbers of ap- 
plications, from two up per 
season. 
4. Methods of speeding up 
operations (e.g., more burn- 
ners). 
5. Best setting of burners un- 
der varying conditions. 
6. Yields from each plant. 
7. Methods of flaming “mid- 
dles” of rows should the prac- 
tice be desirable. 
8. Determination of size and 
type of vegetation that can 
be controlled by flame in one 
or more operations. 


Grain sorghum: 
same program as with cotton, plus 
1. Flaming of the plant when 
it is quite small, along with 
early weeds, to determine if 
the crop will come back with- 
out the weed population, as is 


Practically the 
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Later the 
the plant 


sometimes the case with corn. 

He also wanted to broaden his 
research to cover corn, castor 
beans, soy beans, sesame, and veg- 
etables. Said he in his report: 
“The recent development of the 
new, small burner that can be 
used in the flaming of small cot- 
ton opens a new avenue of study 
in vegetable crops.” (This is a 
4-in. “midget” flamer, the opera- 
tion of which will be explained in 
next month’s article on techniques 
of flaming of the various crops.) 

There were two weeds that flam- 
ing wouldn’t touch in last year’s 
research—white weed (also called 
purple nightshade), which has a 
very thick leaf, and bindweed, a 
tough perennial. But Gotcher’s 
report concluded, “Preliminary 
studies indicate the possibility of 
the eradication of the bindweed. 
It’s very promising.” 

At the end of the season, Long- 
necker was more enthusiastic than 
ever, but he backed Gotcher in 
the contention that another full 
season’s research was needed. He 
wanted to find out if, by putting 
on twice as many burners, the job 
could be speeded up. He wanted 
to find the effects on crop yield. 
He discovered that after flaming, 
the bolls on the bottom four inches 
of the plant do not develop, but 
felt that this would stimulate de- 
velopment of bolls higher up on 
the plants, which would actually 
be an improvement, since they 
could be more easily picked. The 
mechanical picker could be set 
higher, with less possibility of 


H PLAINS IS RESEARCHING ONION FLAMING 
To prove that young onions will "come back" after a flaming, but 
that weeds will not, Dale Price stakes out small squares in a drill 
area to be flamed and counts every plant within it. 


RIGHT, in a field of more mature onions, a plant subjected to 
flame (foreground) and one not flamed are compared. The only 
difference: a slight temporary withering of the upper portion of 


damage from dragging along the 
ground. 

Dr. Longnecker also wanted to 
experiment with pre-emergence 
flaming, hitting small weeds be- 
fore the plants began to show. He 
wanted to experiment with sev- 
eral planting patterns. 

Producers had been watching 
the experiments with interest. 
LPG sales manager Dick Mueller- 
leile of Cities Service foresaw a 
good potential in corn flaming. 
Warren Petroleum flew a three- 
man team to Plainview in mid- 
winter to learn more about the 
work. These men in turn held 
briefing sessions for another 30 
to 40 of their field men, who be- 
gan spreading the news among 
Warren dealers. Warren agreed 
to furnish another 15,000 gal. of 
gas to the Foundation to keep 
the work going through 1960. 

Dr. Longnecker set up a special 
budget for the 1960 season of $22,- 
120. Included were an assistant 
engineer and an assistant, plus 
equipment and supplies, and an 
allocation for 20,000 miles travel 
expense. He hoped (and still does) 
to be able to extend the work to 
other states, e.g., Colorado, to test 
the validity of the findings under 
different sets of conditions. 

On February 1, he hired his as- 
sistant engineer, a graduate econ- 
omist by the name of Dale Price, 
to handle the work. 

But he still needed more funds, 
because the flaming budget was 
kept separate from the general 
Foundation budget, and nothing 
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\ cA... 
HE STARTED IT ALL 


Bill Taylor, in a contemplative mood, sits 
in his High Plains office planning his next 
move—a concerted drive among the deal- 
ers he serves to make flaming a major load 
in the High Ploins. 


was to be allocated to it from gen- 
eral funds. Taylor put up $7500, 
which helped the year’s work get 
under way. 

By May, the work of the Foun- 
dation had become national!y 
known. Muellerleile and a team 
of Cities Service men flew down 
from Chicago to investigate the 
program more fully. Says Mueller- 
leile vonfidently: “Flame cultiva- 
tion will be a tremendous load in 
the future!” 

At the LPGA convention in Chi- 
cago, Gotcher circulated among 
producers, lining up more funds 
and moral support for the work. 
Tuloma and Pure Oil expressed 
interest. Pure asked him to con- 
duct some work in Wyoming. 

Later in May, he conducted a 
gigantic “school” in the Rio 
Grande Valley, attended by a num- 
ber of LPG men. Dealers came 
from as far as Chicago to see the 
demonstrations. 

Meanwhile, dealers in the High 
Plains area have already begun 
to make their moves into the mar- 
ket. Plain Gas in Lubbock, has 
been using a demonstration ma- 
chine, with which it offers to flame 
five acres free, guaranteeing to 
the farmer that crop yield will be 
at least as good as any other 5- 
acre plot in his field. Wharton 
Butane Gas Co., Wharton, Texas, 
obtained rights to flame five 4- 
acre plots planted to cotton and 
grain sorghum, and guaranteed 
production on them. 


Another Texas dealer, Watson 
Bros. in Spring Lake, rented ten 
acres right at its back door, plant- 
ed them to cotton and grain, and 
used them as a flaming demonstra- 
tion ground for potential custom- 
ers who would drop by the office. 

“Before we're through here, 
we'll have 100 dealers selling 
flaming,” Gotcher predicts. 

Because of the concentration of 
dealers in West Texas, such a fig- 
ure does not sound unreasonable. 
Within a 50 mile radius of Plain- 
view, there are, says Taylor, some 
86 dealers. Practically every gas- 
oline consignee of major oil com- 
panies is now in the LPG busi- 
ness, he says. 

“Without flaming (now that we 
have lost a good share of the ir- 
rigation pumping load), there is 
not enough business to keep them 
all going profitably. There is still 
pirating. Price is not stable. 

“Flaming can mean a great deal 
to all the dealers here. For every 
quarter section (160 acres), an 
average of 100 acres is in row 
crops (mainly cotton). So, in every 
quarter section, there’s a poten- 
tial of 100 acres to be flamed. 

“The average dealer can pick 
himself up about 150 to 200 quar- 
ter sections to serve. Each should 
use about 2400 gal. per year for 
this one application. 

“T expect to increase my gallon- 
age by 50 per cent if all my deal- 
ers take on this load as I think 
they will.” 

And Taylor is ready to “put his 
money where his mouth is.” In 
April he executed purchase order 
for 300 flame cultivation units, de- 
livery to be taken 30 at a time, 
starting 60 days thereafter. 

“By October or November, we’ll 
be pretty well stocked with them,” 
he says. “By that time, we’ll have 
enough data on all types of crops 
from the station experiments to 
let us go ahead and promote them 
on a big scale. 

“But we want to start building 
an inventory first. This also will 
help Gotcher schedule his manu- 
facturing so he’ll be able to sup- 
ply all our needs without diffi- 
culty.” 

Taylor will finance the machines 


to his dealers through banks. Says 
he, “Bankers will finance the ma- 
chines for two years, up to 75 per 
cent of the total price.” (Obvi- 
ously, they are sold on them as an 
answer to the farmers’ labor prob- 
lems!) 

Things have already begun to 
pop for Gotcher. Spend a day 
with him, and your time will be 
constantly interrupted by emer- 
gency phone calls asking for flam- 
ing equipment. He’s learned to 
take it in stride—and go slow. 

“We’re holding back, purposely,” 
he says. “We want to have it 
proved for each crop before we 
start selling machines, to be used 
in that crop. We also will work 
only through L. P. gas dealers. 

“We want someone who will be 
really interested in the machinery. 
Dealers will be selling the gas it 
burns. They will maintain inter- 
est in seeing that it gives good 
service.” 

Gotcher also wants to work 
through producers, since they will 
be able to co-ordinate the promo- 
tion of the individual dealers they 
supply. 

As of May, this year’s program 
was well along. Gotcher had 
broadened the scope of the work 
to include onions and potatoes. 
Dr. Longnecker agrees that the 
feasibility of flaming these crops 
has now been proved. Gotcher 
feels that flaming of cotton, grain 
sorghum, corn, sugar cane, soy 
beans, peppers, beans, and peas 
has also been proved. 

Dr. Longnecker, who as a re- 
searcher must always maintain a 
conservative attitude, is more con- 
fident with each passing day. 
“Right now, if a farmer follows 
instructions, I’ll guarantee he can 
flame cotton and grain sorghum 
and with research to show the 
way, I believe all row crops can be 
flamed successfully,” he says. 

He also thinks it will be a great 
thing for farmers and LPG deal- 
ers. “The most important result 
for them will be that crops which 
have never before been weeded, 
because of the expense involved, 
will now be flamed because it is so 
much cheaper,” he declares. & 


Next month: J. W. Gotcher will discuss some flaming techniques as applied to 
specific crops. Cotton, corn, soy and grain sorghum will be covered. 
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A challenge to your records 


How records help you 


analyze your way to profit 


HE first article in this series 

had as its objective an appreci- 
ation of the necessity of good rec- 
ords. These “good records” were to 
supply historical data concerning 
operations and also to serve as a 
basis for determining what “should 
be” in terms of incomes, expenses, 
and various measures of operating 
efficiency. 

One fact that must be recognized 
is that the Internal Revenue Ser- 
vice requires records. Thus, these 
required records should be organ- 
ized in a way to make them useful 
management tools. The following 
suggestions are simple and inex- 
pensive modifications of the exist- 
ing records system. 

Once the firm has decided that 
adequate performance records are 
desirable, it must then ask: “What 
performance records?” This is not 
an easy question to answer in either 


*E. R. BOLLINGER, JR. 


a general or a specific way. This 
much is clear—there are certain 
areas of functional activity in 
which all LPG firms become con- 
cerned. This may then be a clear 
starting point. 

3efore starting at this point, it 
may be well to remember that “ac- 
counting type records” are for use. 
It is a mistake to set up more of 
an accounting system than will be 
used. This suggests a second pos- 
sible starting point. This point is 
determined by the analysis that is 
anticipated from such records. 

In order to avoid confusion at 
this point, let us look at a hypo- 
thetical situation. Let’s assume 
that a very complete and detailed 
analysis of all phases of this com- 
pany’s operations is considered im- 
portant. Extensive accounting-type 
records are wanted and can be 
effectively employed. Cost of ob- 


taining them is of no great con- 
cern. 

Having almost carte blanche, we 
should start viewing the various 
functional aspects of the company 
to decide how the records should 
be set up and what is needed. 

Fig. I suggests that there are 
several operating functions or di- 
visions of each LPG operation. This 
division of functions seems a logi- 
cal starting point for the organi- 
zation of accounting records. It 
permits us to set standards for 
each division. 

These standards are simply a 
subdivision of the overall standards 


* Mr. Bollinger is an assistant professor 
of Industrial Management at the Georgia 
Institute of Technology and is on a 
“leave of absence” working toward a 
Doctor of Business Administration degree 
at Indiana University. The subject of his 
dissertation will be a study of L. P. gas 
accounting systems and management pol- 
icies, which he is now undertaking. 





Let's establish standards for profit-making: Part 2 


In setting up a records system, you should ask yourself, "What do | want to get from them?" They may be 
simple or complex, but they should be such that they will enable you to judge performance against pre- 
established standards. In this installment, Mr. Bollinger advises that income, expense, assets and liabilities 
be allocated proportionately to the departments of the business, and that standards be set up to measure 


the performance of each. 
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Records ..the first step is to divide 


the company into functional divisions 


set for the entire operation. Thus, 
if it is the policy of the -specific 
management organization to pro- 
vide “free service” and to include 
in the price of L.P. gas a pro- 
vision for service, then it is essen- 
tial to know just what the overall 
net cost of this free service is to 
the entire operation. Or if the 
policy is to break even on the appli- 
ance division in order to promote 
a larger volume of gas sales, then 
records must help establish this 
break-even point. 

This then suggests that the as- 
sets be divided divisionally, so 
we can establish the return on in- 
vested assets for each of the divi- 
sions. However, in the determina- 
tion of “return,” it is essential that 
a net income determination for 
each division also be made. Thus, 


the various incomes and expenses 
must also be classified divisionally. 


aH 


Table I has been set up as a pos- 
sible subdivision of the accounts to 
be maintained. For each division 
(appliances, L.P. gas, installa- 
tions), appropriate asset, income 
and expense accounts would be 
designated. This makes it possible 
to ascertain the “return on invest- 
ment” for each division. 
Income—Expense Return 
= on Asset 

Investment 





Assets 


Return on Asset Investment 


If in the pre-planning we have 
ascertained the “Return” expecta- 
tions, by comparison with this plan 
we may draw some general con- 
clusions about the relative efficiency 
of each of the divisional operations. 
Again this step presumes that some 
definite expectations have been pre- 
established and that these expecta- 
tions fit into our overall plan of 
return on capital investment. 

The amount or rate of return 
expected will depend largely on the 
philosophy of the particular man- 
agement group. Some firms may 
want to set policies that will pro- 
vide a profit for each of the di- 
visional operations. Some may 
theorize that it is best to just 
break even on certain divisional 
operations in order to enhance the 
profit potential of others. I don’t 
intend to imply that either way is 
universally the right way. 

The management of a particular 
firm may, in fact, decide that losses 
of a certain amount are consistent 


Figure |: Functional divisions of L. P. gas companies 
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with certain divisional operations. 
In this case, the company may be- 
gin investigation when losses ex- 
ceed those planned. However, a 
firm should not decide to discon- 
tinue a division product or service 
on the basis of this one considera- 
tion. Before decisions of this kind 
may be intelligently made, it is im- 
portant to relate the impact of one 
line of sales on another. A com- 
pany must consider many factors 
and relationships before either 
dropping or adding an operating 
division. 

Please understand that Table I 
and the accounts listed are simply 
intended to be of an illustrative 
nature. Some firms may feel that 
further subdivision of certain of 
these items is needed, while others 
may conclude that some of these 
items should be consolidated. These 
facts do not in themselves invali- 
date in any way the concept that is 
suggested for consideration. 

Some problems concerning the 
suggestions on Table I have not 
yet been dealt with. What about 
those costs or incomes or assets 
that cannot be directly attributable 
to one division or the other? For 


these, it may be necessary to esti- 
mate the amounts appropriate to 
each of the divisions. Such an item 


might be insurance. There is a 
similar question that arises con- 
cerning the “non-operating” di- 
visions such as Finance and Man- 
agement. 

In Table I, most of the expenses 
are divided among the three oper- 
ating functional divisions. For 
some items this division can be 
accomplished directly; for instance, 
it is quite possible to maintain rec- 
ords on wage accumulation, equip- 
ment use (including depreciation), 
etc., separately, for each division. 
However, certain expenses cannot 
be directly charged to one division 
or another—e.g., insurance, officers’ 
salaries, rent, advertising, tele- 
phone, etc. Each of these items 
must be apportioned on a “reason- 
able” basis among the five di- 
visions. 

A reasonable basis would allocate 
costs proportionately to benefits. 
Thus, if insurance is based upon 
property values, it would be allo- 
cated to each of the five divisions 
on the basis of proportionate prop- 
erty values. Telephone expense 
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TABLE I 
SUGGESTED GROUPING OF ACCOUNTS INTO FUNCTIONAL SUBDIVISIONS 





Name of Account 


Operating Functional Divisions 


General 


Non-Oper. 





Appliance 


ASSETS 
Cash 
Acct's. Receivable 
Inventories 
Supplies 
Prepaid expenses 
Notes Receivable 
Investments 


Equipment 
Trucks 
Tanks 
Tools 
Cars 
Furniture 
Buildings 
Land 


** eK KK 


LIABILITIES 
Current payables 
Long term payables 


Equity 


INCOME 
Sales 
Fees 
Interest income 


* 


Salaries-officers 

Salaries-management 

Wages 

Insurance 

Rent 

Advertising 

Truck & car expense 

Depreciation 

Telephone 

Postage 

Heat, lights ,power 
and water 

License & taxes 

Accounting & legal 

Travel expense 

Supplies 

Subscriptions & dues 

Interest expenses 


eee HEE EK 


x** ke KH 





L.P. gas Install. 


eee HE HE * os 


*_* eK Ke 


Division 


Won-Oper. 


Management 





Finance 








would be apportioned by estimating 
the amount of time each division 
used the telephone, and dividing it 
up proportionately. 

After allocating each of the as- 
sets, liabilities, income, and ex- 
pense items to the five divisions, 
the company can allocate the totals 
in the two non-operating divisions 
(Finance and Management) to the 
three operating divisions. 


You might want to simply ana- 
lyze results for these two divisions 
by making allowance for the 
amount of net costs you are willing 
to tolerate for each and comparing 


results with it. Or you might want 
to go ahead on the assumption that 
these divisions exist specifically for 
the support of the operating di- 
visions, and allocate total costs to 
the three divisions on some rational 
basis. 

If you do the latter, be sure you 
consider carefully the contribution 
made to the particular operating 
division. For example, the portion 
of management time and effort 
that is devoted (on the average) 
to each of the operating divisions 
becomes the basis for an apportion- 
ment of “management costs.” 

In addition to the accounts that 
would become integral parts of the 
ledger, there are supplementary 
records that are important in the 
analysis of various activities with- 
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TABLE 2 
HYPOTHETICAL SPREAD SHEET 








Account Appliances L.P. gas Installations 


General 


Finance Management 








Cash 
Accounts Receivable (net) 
Inventories (begin) 

Appliances 

L.P. gas 
Supplies: 

Appliances 

L.P. gas 

Installations 
Prepaid expenses 
Notes Receivable 
Miscellaneous invest. 
Bulk plant (net) 
Trucks & cars (net) 

Appliances 

L.P. gas 

Installations 
Tanks: 

Appliances 

L.P. gas 
Furniture: 

Appliances 

L.P. gas 

General Management 
Buildings: 

Appliances 

L.P. gas 

Installations 

General management 
Land: 

Appliances 

L.P. gas 

Installations 

General management 
Current payables 
Long term liabilities 
Equity (begin.) 


$ 2,413 
43,476 


$19,621 
37,780 
70,166 





TOTAL $18,776 $56,276 $ 2,897 


Account Appliances L.P. gas Installations 


$127,563 $59,773 
General 


Finance Management 





Appliance sales 
LPG sales 
Installation fees 
Interest income 
Appliances purchased 
LPG purchases 
Installation purchased 
*Appliance management salaries 
*LPG management salaries 
*Installation management salaries 
*General management salaries 
Appliance wages 
LPG wages 
Installation wages 
*Appliance insurance 400 
*LPG insurance 
#Installation insurance 
*General management insurance 
*Appliance rent 
*#LPG rent 
#Installation rent 
*General management rent 
*Appliance advertising 
*LPG advertising 
*Installation advertising 
Appl. truck & car expense 
LPG truck & car expense 
Installation truck & car expense 
Gen. mgmt. truck & car expense 
Appliance - depreciation 
LPG - depreciation 
Installation - depreciation 
General management-depreciation 
#Appliances - telephone 
#*#LPG telephone 
*Installation telephone 
#*Management telephone 
*Appliance postage 
#LPG postage 
*Installation postage 
#Management postage 


$ 51,77 
$186,702 


41,396 
109,437 

1,000 
1,000 


S$, 322 
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Records .. compare the spread sheet 
to a set of pre-established standards 





Account Appliances Installations Finance 
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*Appliances-Heat, Light, 
Power & Water $ 50 
*LPG - Heat, Light, Power 
& Water 
*Installation - Heat, Light, 
Power & Water 
#Management-Heat, light, 
power & water 
#License & tax - appliances § 700 
*License & tax - LPG 
#*License & tax - Installation 
*License & tax - Management 
*Appliances - accounting & legal 59 
#*LPG - accounting & legal 
*Installation - accounting & legal 
#Management - accounting & legal 
*Travel - appliances 20 
*Travel - PG 
*Travel - Installation 
*Travel - Management 
Supplies for Appliances 
Supplies for LPG 
Supplies for Installation 
Supplies for Management 
*Appliances-Dues & Subscriptions 40 
*LPG - Dues & Subscriptions 
*Installation-Dues & Subscriptions 
*Management-Dues & Subscriptions 
$ 3,584 


Interest expense 





* Denotes accounts which will very likely have to be apportioned on an estimated basis. 








in the several following functions: 


L.P. gas: 

Gallons sold each month— 
domestic 

Gallons sold each month— 
industrial 


Appliances: 

Sales of various classes of 
appliances each month 

Types of appliances at each 
installation sold 


Tanks: 

Customer-owned—capacity— 
rate of LPG use 

Company-owned—capacity— 
rate of LPG use 


Trucks: For each truck a daily 

record including: 

1—Miles traveled 

2—Number of stops made 

3—Gallons delivered 

4—Special instances (repairs, 
etc.) 

5—Number of refills at bulk 
plant 


Route record for each salesman 

(truck driver): 

1—Customers—in order of 
calls 
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2—Types of appliances in each 
customer’s system 

3—Types of appliances needed 
by each customer (potential 
sales ) 

4—System capacity 

5—Rate of use (fall, winter, 
spring, and summer) 

6—Frequency of route calls 
(seasonally ) 

7—COD or credit (including 
and credit limits, etc.) 


Inventories: These may be sub- 

sidiary records to the Inven- 

tory Control Accounts in the 

ledger. 

Appliances by type and kind, 
location and cost. 

Supplies by type and kind, lo- 
cation and cost. 

Tanks by type and kind, loca- 
tion and cost. 


Again let me emphasize that this 
list of accounts is intended to be 
simply an illustration, and that the 
management of each firm must de- 


c.de exactly what it wants from its 
record system. However, if such a 
system is used, the results of oper- 
ations. might be analyzed in the 
manner illustrated in Table 2. 

After the “spread sheets” shown 
in Table 2 are completed, they may 
be summarized and formalized into 
a divisionalized profit and loss 
statement such as is shown in 
Table 3. 

Once again, please bear in mind 
that the breakdowns in Table 2 by 
themselves have no meaning at all. 
Unless a comparison can be made 
to some “pre-established standard,” 
little has been accomplished. 

If wever, if our standards sug- 
gesc we should have a return on 
assets employed in the Appliance 
Division of 11.8 per cent; in the 
L.P. gas division of 41.4 per cent; 
and a maximum loss to be tolerated 
in the Installations Division of 
$8000, Tables 2 and 3 show that we 
have met our standards reasonably 
well. 

If we have veered sharply from 
the standard, we should inquire in- 
to the specific area in which the 
failure occurred. 

Let me emphasize that a per- 
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this 
one feature alone 
can treble your 


reputation as a 


HEATING-COMFORT 
SPECIALIST 








suburban 





In Single or Dual Wall 


—with the new one-piece front 


suburban 


Built-ins 


Wall Heaters + Floor Furnaces—Ranges 


Whenever you have a customer who wants the besé in heat- 
ing comfort, naturally you think of forced-air as the finest 
heating any wall heater can provide. Now, at no more cost 
than competitive forced-air heaters, you can install the 
exclusive new Counter-Flo by Suburban—the most ad- 


vanced design of any wall heater on the market today. 


Counter-Flo engineers have thought of everything it takes 
to provide maximum trouble-free comfort. The fan is lo- 
cated in the top so as to draw cold air in at that level and 
force warm air down and out at floor level for proper room 
circulation. The fan motor is permanently sealed. Auto- 
matic controls are factory installed with precision-set 
alignment. The combustion chambers in every Suburban 


Counter-Flo wall heater are guaranteed for 20 years! 


L P Dealerships Open 


L P dealers who installed Suburban Counter-Flo wall 
heaters last year found that it really paid off in customer 
satisfaction during this past winter. Their reputation as 
quality comfort-heating specialists spread—and as a result, 
more and more jobs are coming their way. It’s like money 
in the bank to be a Suburban dealer—you have a full line 
of forced-air and gravity wall heaters from 18,000 to 50,000 
BTU—plus gas-fired fully automatic floor furnaces at the 
right price and a complete package of free displays and 
merchandising aids. Get the full story from your Suburban 
distributor. Mail the coupon today. 


Samuel Stamping & Enameling Co. 
Dept. BPN—Chattanooga, Tenn. 


Yes, | would like more facts on Suburban wall heaters and 
floor furnaces. At no obligation: 


() Please send representative 
(] Please send literature 


Name__ 


Address 


2 eT ahr tt Oe 


ee 








TABLE 3 


PROFIT AND LOSS STATEMENTS, BY DIVISIONS, FCR "X" COMPANY 











Profit & Loss Statement - Finance Division 





Income: 
Interest $ 1,200 This amount to be charged to the other 
Expense: divisions on the basis of "Assets." 
Interest 3,584 
Net Expense $ 2,3 


Thus: Appliances L.P. gas Installations Management Total 





Assets $18,776 $56,276 $2,897 $59,773 $137,722 


Basi 19 56 3 60 
_— ne sem 138 138 


Apportioned 
to - $326 $968 $52 $1,036 $ 2,36) 


Profit & Loss Statement - Management Division 





Income: 0 


Expenses: 
Salaries $ 9,655 
Insurance 256 
Rent 300 
Truck and Car expenses 153 
Depreciation 503 
Telephone 
Postage 
Heat, lights, power 

& water 

Licenses and tax 

Accounting and legal 

Travel 

Supplies 

Dues and subscriptions 

Finance division 

Net Expense $12,642 


This amount is to be charged to the 
"operating divisions" on the basis 
of management duties. 


Appliances L.P. gas Installations 
Basis 1/3 1/2 1/6 








Apportioned to: $4,21h $6, 321 $2,107 


Profit & Loss Statement - Operating Division 





Appliances L.P. gas Installations 
Sales $ 51,477 $186,702 $ 5,000 


Cost of sales: 
Inventor y( begin) 10,000 5,000 
Purchases 41,396 109,437 
Available $ 51, 396 $111,437 
Inventory (end) 17,000 6,000 


Total $ 3h, 396 $108,137 


Gross profit 17,081 78, 265 


Operating expenses: 
Management salaries 1,000 
Wages 53 23,000 
Insurance 4,100 
Rent 1,000 
Advertising 900 
Transportation 3,500 
Depreciation 9,000 
Telephone 1,000 
Postage 263 
Heat, light, power & water 622 
License & taxes 
Accounting & legal 
Travel 
Supplies used 
Dues & subscription 


Total $ 10,320 $ 47,685 $ 6,196 


Net income before 
apportionment 6,761 30,580 (5,196) 


Apportionments: 
Finance 328 968 52 
Management 4,21 6,321 2,107 
Total $ 4,542 $ 7,289 $ 2,159 
Net Income (loss) $ 2,219 $ 23,291 $(7, 355) 








Grand Total Net Income $18,155 








How records help... 


formance evaluation may be made 
both in terms of total divisional 
performance and (if standards 
have been set regarding the sub- 
divisions of each division) in terms 
of each item within the division. 

This system does nothing, in it- 
self, to correct an undesirable situ- 
ation. It simply is a deviee to call 
the fact to the attention of man- 
agement! It then becomes the re- 
sponsibility of the person or per- 
sons in charge to take remedial 
action. 


Summary 

After looking through the above 
suggestions, it is a normal re- 
action for the reader to evaluate his 
business and his place in it. In 
this evaluation you may come, in- 
itially, to either one of two con- 
clusions: 

1. There are no business prob- 

lems in my firm that this kind 
of analytic system would help 
to identify. 
I have problems that an analy- 
sis (periodically) of this kind 
would help to locate. It might 
even indicate the areas of 
action to be taken. 

If you are in the latter of these 
two groups, then it will likely be 
worth your time to talk to your ac- 
countant or CPA firm and seek help 
in a “systems analysis.” 

If you think you are in the first 
of these two groups, then you are 
either: 1. Extremely fortunate, and 
might make more money in the 
LPG management consultant area 
than you are presently making as a 
dealer manager, for you have some 
answers that others need badly; or 
2. You have closed your eyes to the 
“facts of life,” and it may take a 
severe jolt to awaken you. Don’t 
be surprised when that jolt comes 
—because it will! 2 


Next month: How companies 
can cooperate in establishing 
standards for profit-making. 


BUTANE-?PROPANE News 


























Adding new heating customers is mighty profitable. That’s 
why Skelgas is backing up its dealers with a hard-hitting 
new heating promotion that includes big full-color ads in 


national magazines. 
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Do You Get Extra Heating Sales Help 
Like This From Your Gas Supplier? 


Read How Skelgas Uses Big 
Pre-Season Sales Push To Attract 
New Heating Customers For Its Dealers 


To take the lag out of summer sales this year, Skelgas 
is giving potential heating customers good reason to 
order early—with the biggest heating promotion in Skel- 
gas history! Skelgas dealers will cash in big by selling 
extra heating equipment and adding vital new bulk gas 
customers. 


Exciting full-color, double-page ads in Saturday Eve- 
ning Post and Farm Journal will offer special “Bonus 
Gifts,” plus pre-season savings to folks who buy their 
heating needs before Sept. 30. More than 3 million copies 
of these ads will go into homes in Skelgasland. 


But that is only the kick-off. Farm papers and 
magazines will repeat the offer millions of times 
more during this hard-selling 10-week promotion. 


Each participating Skelgas dealer also gets a complete 
kit of local promotion aids to “bring the business home.” 
This kit is available through the Skelgas Cooperative 
Advertising Plan. 


Aggressive consumer promotions like this really work. 
Nobody knows that better than Skelgas dealers who par- 
ticipate often in these special sales-building promotions. 


If you aren't getting this kind of effective sales 
help from your gas supplier, it will pay you to look 
into a Skelgas franchise right away. You'll see why 
it can be so much more profitable to sell the big 
seller. 
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Here are just a few of the advantages that help Skelgas 
dealers make more money: a protected franchise .. . a 
full line of full-profit, private-label home appliances . . . 
the best accepted brand name in the business . . . expert 
technical and financial assistance from the world’s most 
experienced LP-Gas supplier. 


Decide now to find out more about why “You're 
Better Off With A Skelgas Franchise.” Just send for 
the Free Booklet (below). Mail your coupon today! 


You're better off with a 


SKELGAS 
FRANCHISE 


te 2 
Li em 
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Dependable Products 


SKELGAS MARKETING 
SKELLY OIL COMPANY 

P. O. BOX 436 

KANSAS CITY 41, MISSOURI 


Please rush me your new fact-packed 
free booklet that tells how a Skelgas 
franchise can help me make more 
sales and profits. 


Name sine 





Address 





Era of hard selling 


forecast by dealers 


at BPN Roundtable 


Moderator for BPN's Ninth Sales Round- 
table at the Lake Shore Club in Chicago 
was editor William W. Clark. At right, 


Richard Meisenbach, J. 
Shreveport, La. 


genuine concern with the need 

for more active selling was 
evident at the Ninth BUTANE- 
PROPANE News Roundtable, held 
at the Lake Shore Club in Chicago 
the day before the opening of the 
LPGA convention in May. 

Gone was the feeling of resent- 
ment against gas utilities that has 
so frequently been expressed at 
past Roundtables. Fred Lundin of 
Dri-Gas (Hinsdale, Ill.) summed up 
today’s more enlightened reaction 
to the “inevitable” when he said: 

“As far as I’m concerned, it’s 
just good business on the part of 
the utilities (to take our business 
from us when they are in a posi- 
tion to), and I only wish that I 
were in their position. 

“To try to offset this, we are 
going more heavily into carbure- 
tion, especially in fork lift trucks. 
As for commercial and industrial 
applications, we still have a pretty 
good market in our Indiana area 
(Dri-Gas operates in Illinois and 
Indiana) and we are going into 


B. Beaird Co., 


shopping centers. Of course, in an 
installation such as this you have 
the investment in equipment, and 
we have put it in on a five-year 
contract. If they are later going to 
get natural gas in there, well and 
good, but we’ve got to protect our- 
selves with this five-year contract.” 

Gaylen Frey, Modern Equipment 
Inc., Michigan City, Ind., echoed 
Lundin’s thoughts on offsetting 
losses to gas utilities: 

“We've been going into the lift 
truck business. Lift trucks are so 
successful that it is no problem 
whatsoever. The drivers like it, 
just everybody likes it. It is very, 
very successful for us. Profit-wise 
we have replaced half of the 20 
per cent load that we lost (to the 
gas utility). It’s a good year- 
around load, trouble-free, and pos- 
sibly heavier in the summer than 
in the winter.” 

Nor was there bitterness among 
those dealers to whom business was 
not coming as easily as it had in 
the past. Said Tom Ennett of Rock- 
ford (Ill.) Propane Co.: 

“T personally feel that in the next 
ten years we are going to have 
what we had 20 years ago. We’re 
going to have to have a half dozen 
salesmen out working every day, 


where today we have none... . I 
think from 1950 to 1960 we had a 
pretty good ten years. But from 
here on in it is going to be pitch, 
pitch, pitch all year long.” 

It was generally agreed among 


The North appears to be getting some 
words of wisdom from the South as Ralph 
Sieben, Chicago, bends an ear to catch 
o remark of B. M. Reeves, North Texas 
Tank, Denton. 
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Lee Brand of Empire Stove (center) has an 
attentive audience in (left) Hugh Childs, 
Gainesville, Ga.; Robert Littell, Franklin, 
N. J.; and T. E. Ennett, Rockford, Ill. 


the roundtable participants that 
dealers who had taken their eyes off 
appliance sales to concentrate on 
gallonage were now going back into 
the appliance business in a big way. 

Another subject that got a good 
going over was the threat of elec- 
tric heating. Lee Brand, vice presi- 
dent of Empire Stove Co., Belle- 
ville, Ill., warned that the electric 
industry’s goal by 1978 is 20 mil- 
lion electrically heated homes. 


“This year they have appropri- 
ated some $20 million to promote 


A couple of appliance sales experts who 
compared notes before the session were: 
R. H. Freiermuth, Phillips Petroleum, Bar- 
tlesville, and Gene McDonald, Elizabeth- 
town, Ky. 
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The ladies were charmingly represented by 
Gussie Spears of Bakern Liquid Gas, Bakers- 
field, Calif., and Beverly Spatz, wife of 
Michael Spatz, Spatz Paints, St. Louis. 


electric heat. They are taking a 
little different approach than they 
have in the past. For a number of 
years they have promoted electric 
cooking and electric water heating. 
You will not see any ads this year 
on either one. You’ll see all of the 
ads on electric heating. 

“They feel that if they can cap- 
ture the heating market from you 
gas men, then the water heating 
and other loads would just naturally 
fall into place... . 

“I think we have forgotten to 


Whatever it was, it must have been amus- 
ing, judging from the expressions of Bill 
Clark (left) and R. H. Norris. Mr. Norris 
is president of Dearborn Stove Co. in 
Dallas. 





Interrupted by the BPN cameraman in the 
middle of a serious discussion were E. R. 
Kleinmann, Dearborn Stove [left); William 
Smyth, and Frank Chapman of BPN. 


advertise and promote the modern- 
ity of gas. Now the electric people 
are promoting modernity, and just 
as strange as it may seem, people 
will pay more for something they 
think is new and modern than for 
something they think is old-fash- 
ioned.” 

Wally Schuette of Hausgas, 
Washington, Mo., went into details 
on how he is combating electric 
heat by working through the local 
heating contractors. He is continu- 
ing his “Hausgas Heating Insti- 


Jim Perryman of Tuloma, Tulsa (right) 
gives Frank Chapman (left) and BPN's 
research director, Jack Kofron, a quick run- 
down of the situation in LPG supply and 
30,000-gal. tank cars. 











tute,” started several years ago (see 
BPN, July 1955, page 35). Origi- 
nally he was fighting oil heat. But 
now he has electricity to battle, and 
he has found that the heating con- 
tractor has more reason than ever 
to support gas heat: 

“Now we find he is interested in 
us because many times when you 
go to electric heat the heating con- 
tractor is bypassed. The electrician 
is getting to be a formidable com- 
petitor.” 

Other subjects that enjoyed par- 
ticularly good response were adver- 
tising campaigns; the role of the 
supplier’s salesman in helping the 
LPG dealer market his product; the 
search for new markets (Lauren 
Nichols of Ascot Hot Water Heat- 
ers made a pitch for the service 
station load, and _ Bill Gotcher 
stirred up interest with his re- 
marks about the flame cultivation 
program described elsewhere in this 
issue); the advent of add-on air 
conditioning units; and the prob- 
lem faced by dealers who are by- 
passed by manufacturers on new 
construction projects. 

In essence, the emphasis of the 
Roundtable was on problem solving 
rather than the statement of prob- 
lems themselves. 

Forty-two persons attended, in- 
cluding appliance and equipment 
manufacturers, dealers, and fuel 
suppliers. Hugh Childs came all the 
way from Gainesville, Ga.; Gussie 
Spears from Bakersfield, Calif.; 
Robert Littell from Franklin, N. J.; 
and Frank Hughes and Bruce Barze 
from Montgomery, Ala. 

(Comments of a number of the 
participants will appear in more 
detail in the Management Port- 
folio section of this and subsequent 
issues of BPN.) 


PHOTOS 


Top to bottom 


Edging his way into a family picture, BPN's 
eastern editor, Bill Harper (left) poses 
with Mr. and Mrs. Michael Spatz of St. 
Louis. 


Gaylen Frey (left), Bill Clark, Gussie 
Spears, and J. R. Montgomery of the Cole- 
man Co. (right) all appear to be vying 
for the floor at the same time. 


Champion gas range salesman Felix Dodd 
(left) wears an award-winning grin as he 
trades anecdotes with Bill Harper of BPN. 


Who attended BPN's roundtable 





Bruce E. Barze, Suburban Gas Co., Mont- 
gomery, Ala. 

Lee A. Brand, Empire Stove Co., Belleville, 
Hl. 

Hugh Childs, Childs Gas Service, Gaines- 
ville, Ga. 

M. G. Cook, Rockwell Manufacturing Co., 
Pittsburgh, Pa. 

Felix Dodd, Emporia (Va.) Gas Co. 

T. E. Ennett, Rockford (Ill.) Propane Co. 

D. E. Freeman, Metrogas Inc., Chicago, III. 

R. H. Freiermuth, Phillips Petroleum Co., 
Bartlesville, Okla. 

Gaylin Frey, Modern Equipment Inc., Michi- 
gan City, Ind. 

J. W. Gotcher, Gotcher Engineering & 
Manufacturing Co., Clarksdale, Miss. 

Frank Hughes, Suburban Gas Co., Mont- 
gomery, Ala. 

Robert N. Jones, J & S Carburetor Co., 
Dallas, Texas 

E. R. Kleinmann, 
Dallas, Texas 

Charles W. Link, Lin-Gas, Evansville, Ind. 

Robert E. Littell, Littell Gas Service, Frank- 
hn, NJ. 

Fred Lundin, Dri-Gas Co., Hinsdale, III. 

R. M. Marberry, Whirlpool Corp., St. 
Joseph, Mich. 

T. F. McCormick, Dri-Gas Co., Hinsdale, 


Stove Co. 


Dearborn 


Ht. 

Gene McDonald, E-Town Gas Co., Eliza- 
bethtown, Ky. 

George H. McFadden, Ohio Foundry & 
Manufacturing Co., Steubenville, Ohio 

Richard Meisenbach, J. 8. Beaird Co. 
Shreveport, La. 

J. R. Montgomery, The Coleman Co., Inc. 
Schiller Park, Ill. 

Lauren H. Nichols, Ascot Water Heater 
Co., Inc., Milwaukee, Wisc. 

R. H. Norris, Dearborn Stove Co., Dallas. 

James Perryman, Tuloma Gas Products 
Tulsa, Okla. 

R. E. Rasmuson, Uregas, Rolla, Mo. 

B. M. Reeves, North Texas Tank, Denton. 

W. A. Schuette, Hausgas, Washington, Mo. 

Ralph L. Sieben, Metrogas Inc., Chicago. 

Beverly B. Spatz, Spatz Paint Industries, St. 
Louis. 

Michael E. Spatz, Spatz Paint Industries. 

Gussie G. Spears, Bakern Liquid Gas Co., 
Bakersfield, Calif. 

O. J. Wissing, Kengas, Owensboro, Ky. 


BPN representatives 





Howard J. Baird, Cleveland 
Gilbert Bowman, Los Angeles 
Frank M. Chapman, Los Angeles 
William W. Clark, Los Angeles 
Richard L. DeMuesy, Chicago 
Richard A. Duffy, New York 
William T. Harper, Philadelphia 
John H. Kofron, Philadelphia 
William J. Smyth, Dallas 
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NEW DUO-VENT 
THRU-THE-WALL HEATER 


Available in 2 models, with 25,000 and 
35,000 BTU input. Saves up to 70% on 
installation. Vents outside, draws com- 
bustion air from outside. No flues or 
chimneys required. 


Leads 


~ High Fidelity Heat 





To completeness of line and Continental Console Styling, 
Martin now adds a third dimension for volume sales — High- 
Fidelity Heat. High-Fidelity Heat means more economical, 
more effective heat — heat that blankets a given area with 
welcomed warmth. It is the result of 55 years of Martin 
engineering and experimentation in the field of gas 
combustion. It gives you a sales plus that will move more 
Martin Gas Heaters now...and bring back more customers 
in the months to come. 


For more details on Martin Gas Heaters and High-Fidelity 
Heat, ask your Martin distributor or write direct. 


mem BER 


STAMPING & STOVE COMPANY 
HUNTSVILLE, ALABAMA 


AMERICA’S MOST COMPLETE HEATING LINE 
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HOW TO EXPAND 


Using other people's money 





ROBERT SHERIDAN «° President, Nationwide Leasing Co. 


Last year, LPG dealers leased $1 million worth of equipment. 
Theoretical addition to profits: $300,000! 


ORE equipment is now being 

leased by L. P. gas dealers 
—and the gas industry as a whole 
—than ever before. Last year the 
gas industry leased about $3.6 mil- 
lion worth of equipment, a gain 
of 34 per cent over 1958. Of this 
amount, L. P. gas dealers ac- 
counted for almost $1 million. 
Equipment being leased by deal- 
ers includes cylinders, tanks, me- 
ters, office machines, air condi- 
tioning units, materials handling 
equipment, and more. This volume 
does not include cars, trucks, or 
real estate, although many dealers 
lease their trucks. 

Is this modest upsurge in leas- 
ing by L. P. gas dealers the result 
of a “gimmick?” Are sober small 
businessmen falling for a fad that 
will fade as quickly as it boomed? 

Not in the gas industry and not 
in any other industry. Equipment 
leasing by smaller business—com- 
panies with assets of less than 
$500,000—has tripled in the past 
two years and now accounts for 
21 per cent of the $307 million 
worth of equipment on long-term 
lease throughout American indus- 
try. Smaller firms have quickly 
caught on that what’s good for big 
business is good for them. 
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L. P. gas dealers and distribu- 
tors have turned to leasing 
because it has offered them the 
oportunity to expand without in- 
creasing their capital investment. 
In an industry expanding as 
rapidly as this one, working cap- 
ital is strained to the utmost to 
enable the dealer - distributor to 
handle increased inventory, 
greater material costs, increased 
labor costs, and other aspects of 
doing business. Thus dealers, 
faced with a need to expand while 
demands on their working capital 
are actually increasing, have 
turned to leasing to help the sit- 
uation. Leasing equipment per- 
mits them to obtain this equip- 
ment needed for growth without 
draining their working capital. 

This is in line with the ex- 
perience of other businessmen, 
who usually cite one or several of 
eight reasons why they lease 
equipment: 


1. Working capital is pre- 
served. 

2. Normal bank lines remain 
undisturbed. 

3. Equipment leasing offers 
virtually 100 per cent fi- 
nancing, as against a maxi- 


mum of 75 per cent or 80 
per cent through other 
methods. 

. Equipment is paid for out 
of before-tax earnings 
rather than after-tax prof- 
its. 

. Cost-cutting equipment can 
be installed immediately to 
strengthen competitive po- 
sitions. 

. Tax-timing advantages 
may result. 

. Leasing provides a hedge 
against inflation and rapid 
obsolescence of equipment. 

. Long-term financing is ob- 
tained without diluting 
ownership or control. 


Preservation of liquid working 
capital, so that it can be used to 
earn profits rather than be frozen 
in equipment, is the major reason 
why L. P. gas dealers and distri- 
butors decide to lease. 

The example of a midwest dis- 
tributor reveals the importance of 
this reason clearly. In its last 
fiscal year, the company showed 
an increase in sales of 40 per 
cent. Its latest balance sheet 
shows current assets of $91,000 
and current debt of $70,920, or a 
current ratio of 1.27:1. 

This dealer recently opened 
new outlets for which he needed 
new equipment. After careful ex- 
amination of alternatives, the 
company decided to lease about 
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Sy ANOTHER DIAMOND JUBILEE SELLING IDEA FROM HONEYWELL 


— The great 
overlooked prolit 
opportunity 


Homeowners all over the country have started a movement that can lead 
to greater dollar profits for you! They are adding new family rooms, extra 
bedrooms, bathrooms and recreation rooms to their existing homes. . . 
and, they are building great numbers of hunting and fishing cabins and 
lake cottages—all of which require heat. As a result of this expansion, a 
whole new market for gas room heating appliances has developed. With 
just the least effort, you can pocket extra profits by increasing your 
emphasis on the sale of these room, wall and floor heaters. 


But these new additions are only part of the picture. Add to them the 
unlimited potential for replacement heaters and you have an impressive 
profit-picture indeed! 


The market for room heating appliance sales is growing steadily— 
probably a lot faster than you ever thought possible! In 1958, 1,893,900 
heaters were sold and in 1959 it was 2,013,900.* By 1964, further estimates 
indicate that the market for room heating appliances will be nearly three 
million! What’s more, the replacement potential of the nearly 30,000,000 
units in use as of January 1, 1959** may be equal to 3,000,000 units in 
itself! Remember that these estimates encompass only the normal demand 
for heaters. Overlooked is the unlimited source of profits to be derived 
from the aggressive sale of these heaters! 


On the following pages, your manufacturer and Honeywell present all 
the facts, figures and sales assistance you’ll need to help solve your 
customers’ heating problems and cash in on a virtually untapped source 
of profits. Don’t pass up this GREAT OVERLOOKED PROFIT 
OPPORTUNITY! 


*Source: Gas Appliance Manufacturers Association **Source: “Gas Heat”’ 
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i n 1 960, the normal market for room heaters 
will be almost 1,500,000! Basement recreation 
rooms alone have created a new and sizable 
market for room heaters. Then add the total 
potential of bathrooms, kitchens, guest rooms! 
Let this unlimited market be your opportunity 
to pocket plus profits. 





I n z 960, the normal market for wall heaters 
will be 452,600! Adding an extra bedroom often 
creates the need for additional heating comfort 
thus many homeowners are “in the market”’ for 
wall heaters or through-the-wall heaters. They 
will buy your brand if you’re prepared to exert a 
little more selling effort. 


I n 1 960, the normal market for floor furnaces 
will be 86,000! An extra family room often creates 
the need for the extra warmth a floor furnace 
provides. Take advantage of this big new market 
today and cash in on extra profits! 








Banner. Here's a colorful, attractive, window 
or wall banner that helps put customers in a 
buying mood, an eye-stopper with a selling 
message. Put it to work for you today! 


Sales Tips. 3 x 5 cards list various key selling 

. strategies for the heater market. Provides you 

Retailers ! Take advantage of the sales assistance pro- and your salesmen with a ready-made sales 
vided by Honeywell and your manufacturer. The sales aids = 

you see at the right (or their equivalent) are offered to you Consumer Stuffer. This informative sales 

by the leading manufacturers listed on page four of this ad. aid tells the story of the need for and the uses 

Stimulate your own sales by capitalizing on the tremendous pid Alain Peat etentn eapaae 


. ‘ 3 automatic control features and provides a sales 
potential this ready-made market provides! message on your manufacturer's product. 
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protit opportunity 


You'll pocket extra gas heater profits | nesiieitiieianiiaans 


when you cash in on... | WHERE YOU NEED IT 


~~ a: oa ~ with a modern convenient 
[ "OOM HEATING APPLIANCE___ 


att 








¢ the existing potential for replacement units ~ 


¢ the big new market in add-on rooms 
¢ the current boom in cabins and cottages 


Homeowners in all income brackets—from Maine to California, from 
Florida to Washington—use gas heaters in their homes. In fact, an 
estimated 2,013,900 room heating appliances were sold in ’59—but, 
there were also better than 30,000,000 in use! Now, how many of these 
30,000,000 are old and worn out... obsolete... ready for replace- 
ment? It’s anybody’s guess. But let’s chance a conservative estimate 
and say 10%. This means the annual replacement potential could be 
3,000,000 units! Add to this replacement potential the number of units 
that might have been sold for extra rooms and new construction through 
aggressive selling and merchandising and this figure becomes mighty 
impressive! 

With just a /ittle effort, you can cash in on this extra potential for 
extra profits! 


The boom tn cabins and cottages! Don’t forget the big boom in cabins and 
cottages. Americans in ever-increasing numbers are flocking to the 
lakes and woods for their recreation, and many are building their own 
accommodations. The results add up to even greater profit potential 
for room heating appliance sales! 


Beat the cost-price squeeze! An extra profit opportunity like this could be 
your answer to the cost-price squeeze ...a source of unlimited po- 
tential that could help ease the pressures of rising costs . . . a field wide 
open, waiting to be actively promoted, aggressively sold! 


A steadily growing market! The chart on the right is your assurance that 
the market is growing steadily. But once again, this represents only 
normal growth and not the tremendous potential that awaits the 
aggressive merchandiser. But don’t wait! Don’t let the market pass 
you by! Start promoting your heaters today! GAS ROOM HEATING APPLIANCES 
Automatic control means bigger profits and greater customer satisfaction! 
To really pocket extra profits, push the advantages of automatic heat- Sales and Sales Estimates 
ing! You’ll find that Honeywell automatic controls give your heating 
appliances more comfort appeal too. Room Wall Floor 


The Honeywell Adatrol. With the basic C596 Adatrol installed on your Heaters | Furnaces | Furnaces} Totals 
units, you have complete flexibility with a minimum inventory. A 
variety of add-on thermostats lets you offer a full range of control: 1,407,400 389,000 97,500 | *1,893,900 
from a simple bulb-type thermostat to the famous Honeywell Round. 
The Adatrol is ideal for all kinds of room heating appliances—room 1,467,100 | 449,500 97,300 | *2,013,900 
heaters, wall heaters, and floor furnaces. 


hala 9 tog | Junior — For the a ——- —_ —- 
unior Line offers a complete range of control. Provides all the contro 6 
functions of the Adatrol line, but particularly adapted to the smaller psinessond —— ental Wasi 
capacity room heating appliances. 1.930.000 450,000 85,000 | *#9.465.000 
Whatever the control need you’re ahead in both profits and prestige aoe ; it 
with Honeywell controls and the control name your customers will 2,100,000 | 550,000 82,000 | **2,732,000 
recognize. It’ll pay off in customer comfort and satisfaction too. : 




















1,482,800 452,600 86,000 | *2,021,400 
































Manufacturers are tying in. The manufacturers listed on page four of *Source: GAMA **Source: Honeywell Market Planning Dept. 
this ad are tying in with Honeywell on this program to help stimulate 

your sales. So, send in the coupon requesting your merchandising aids, 

and specify which is your manufacturer. We’ll see that you get his 

sample custom-tailored sales aids! 
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The great 
overlooked pro 
opportunity 


Room Heating Appliances for room additions 
and replacement installations are a great untapped market 
which these reliable manufacturers are ready to help you 


share, Mr. Retailer ! 


Adams Bros Mfg. Co., Inc. 
Pittsburgh 33, Pa. 
Adams Cheerfulators 


Advance Furnace Co. 
Wichita, Kansas 
Cozy Floor Furnaces, Wall Heaters 


Albion Div., McGraw Edison Company 
Albion, Michigan 
Tropic-Aire Vented Gas Heaters 


Arkla Air Conditioning Corp. 
Little Rock, Arkansas 
Arkla-Humphrey Gas Heaters 


Armstrong Products Corporation 
Huntington, West Virginia 
Armstrong Room Heaters 


Auto Stove Works 
New Athens, Ill. 
Autocrat Space Heaters 


Birmingham Stove & Range Co. 
Birmingham, Alabama 
Thermolaire Gas Space Heater 


Chattanooga Royal Co. 
Chattanooga, Tenn. 
Royal—Space Heaters & Wali Heaters 


Coleman Company Inc. 

Wichita 1, Kansas 

Decorama Space Heaters, Wall 
Heaters, Floor Furnaces 


Custom-Aire Products Division, 
Pacific Industries Inc. 

San Francisco, California 

Custom-Aire Wal! Heaters 


Day & Night 
La Puente, California 
Day & Night Panelray 


Dearborn Stove Co. 
Dallas 22, Texas 
Dearborn Gas Area Heating Equipment 


Empire Stove Co. 

Belleville, Illinois 

Empire 

Gaffers & Sattler 

Los Angeles, California 

Sunaire Wall Heaters 

H. C. Little Burner Co. 

San Rafael, California 

SAFTI-VENT Wall Heaters 

Heil-Quaker Corp. 

Nashville 4, Tennessee 

Heil Wall Heaters, Quaker Space 
Heater & Wall Heaters 
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Henry Vann Industries 
Clinton, North Carolina 
Vann-Starline Gas Space Heaters 


Holly-General Co., Div. of Siegler Corp. 


Pasadena, California 
NarroWall Heaters, Stubby 
Floor Furnaces 


Independence Stove & Mfg. Co. 

Independence, Md. 

Independence, Challenger, Gypsy, 
Triumph Heaters 


Jacobs Heater Corp. 
Athens, Alabama 
Glowboy Room Heaters 


Jungers Stove & Range Co. 
Grafton, Wisconsin 
Jungers Gas Space Heaters 


King Stove & Range Co. 

Sheffield, Alabama 

King Room Heater—Floor Furnaces— 
Wall Heaters 


Kleer Kleen Manufacturing Co. 
Hayward, California 
Kleer Kleen Floor Furnaces 


Locke Stove Co. 
Kansas City 5, Missouri 
Warm Morning & Moore's Heaters 


Martin Stamping & Stove Co. 

Huntsville, Alabama 

Martin-Room Heater—Floor Furnaces— 
Wall Heaters 


Monogram Industries, Inc. 

Quincy, Illinois 

Monogram Space Heaters, 
Wall Heaters 

Motor Wheel Corp. 

Lansing 3, Michigan 

Duo-Therm 

Oakland Foundry Co. 

Belleville, Il. 

Oakland Space Heaters 


Peerless Mfg. Div. of Dover Corp. 
1400 W. Ormsby Ave., Louisville, Ky. 
Wall Heaters—Room Heaters 


Perfection Division—Hupp Corp. 
Cleveland, Ohio; Waynesboro, Georgia 
Perfection Gas Wall Furnaces 


Pioneer Furnace Company 
Los Angeles 65, California 
Pioneer 


Honeywell 
iH Fit oa Contiol 


mr | SINCE 1865 





DIAMOND JUBILEE SELLING IDEA FROM HONEYWELL 








Premier Stove Co. 
Belleville, Il. 
Premier Space Heaters 


Preway Inc. 
Wisconsin Rapids, Wisconsin 
Preway Gas Space Heaters 


Queen Products Division, 
King-Seeley Corp. 

Albert Lea, Minnesota 

Superflame Space Heaters 


Samuel Stamping & Enameling Co. 


Chattanooga, Tenn. 
Suburban—Wall Heaters—Samco 
Floor Furnace & Space Heaters 


Siegler Heater Co. 
Centralia, Illinois 
Siegler Gas Home Heaters 


Southwest Mfg. Co. 
Aurora, Md. 
Heatwave Wall & Floor Furnace 


Stewart-Warner Corp. Heating & 
Air Conditioning Division 
Lebanon, Indiana 
Saf-Aire “Safety Sealed”’ 
Wall Heaters 


Stiglitz Corporation 
Louisville, Kentucky 
Warm-Aire Space Heaters 


Suburban Appliance Co. 

Norristown, N. J 

Suburban Novent, Dynavent & 
Constant Comfort Window, Wall 
& Space Heaters 














Temco, Inc. 

Nashville 9, Tennessee 

Temco Space Heaters, Floor 
Furnaces, Wall Heaters 


The A. F. Thompson Manufacturing 
Company 

Tyler, Texas 

Thompson Room Heaters 


The Atlanta Stove Works, Inc. 
Atlanta, Ga. 
Vented and Unvented Space Heaters 


The Ohio Foundry & Mfg. Co. 
Steubenville, Ohio 
Brilliant Fire 


The Payne Company 
La Puente, California 
Payne Panelaire 


U. S. Stove Co. 

South Pittsburg, Tenn. 

Lawson—Room Heaters & 
Wall Heaters 


Vega Industries, Inc. 

Chattanooga, Tenn. 

Comforteer, Comfort—Zone 
Space Heaters 


Williams Furnace Company 

Buena Park, California 

Westwood, Forsaire & Debonair 
Wall Heaters 


Wonder Warm Company 

P.O. Box 1184, Nashville 9, Tennessee 

Magic Chef Wonder Warm Space 
Heaters, Wall and Floor Furnaces 


Pocket extra profit by upgrading to automatic controé 


MINNEAPOLIS-HONEYWELL 
Dept. HF-7-130 
Minneapolis 8, Minnesota 


PLEASE rush me free sample gas room heating appliance merchandising aids 


My manufacturer is:__. SE 


(Address) 





(Name of Company) 





Signed: 





(Address) 





__(City) (State) 








$10,000 worth of equipment. 

The overriding reason for the 
decision to lease was that pur- 
chase would reduce available liq- 
uid working capital. In its last 
published statement the company 
showed that it had net working 
capital of about $20,000. Profits 
earned by using this net working 
capital on services were at about 
the industry average — slightly 
under 15 per cent after taxes, or 
approximately 30 per cent profit 
on net working capital before 
taxes. 

In other words, this dealer 
realized that every dollar he took 
away from his net liquid working 
capital to spend on equipment 
would cost 30 cents in before-tax 
profits that this net working capi- 
tal could earn, if used to build 
services. In effect, then, the com- 
pany would have sacrificed $3,000 
in before-tax profits if it had pur- 
chased this $10,000 worth of 
equipment. And this is in the first 
year alone! 

The Cost of Cash. This freeing 
of working capital for more prof- 
itable use is the nub of the special 
advantage offered by leasing. 

When a dealer acquires a piece 
of equipment, or several pieces 
totaling $10,000 or any multiple 
thereof, the purchase cash must 
come from somewhere. If it comes 
from the company’s own deprecia- 
tion reserves plus an addition 
from working capital, that cash 
costs the company something. 

It is true that many firms do not 
regard this use of their own cash 
as costing them anything. This 
may be true if a company is sit- 
ting on surplus idle cash which it 
cannot employ profitably in the 
business. This is rare. Most com- 
panies suffer from the contrary 
disease: not enough cash _ to 
stretch over all the obligations. 
When a gas dealer takes part of 
his cash (from whatever fund it 
may be) and freezes that in fixed 
assets, that cash is removed from 
liquid working capital. Since prof- 
its are earned on liquid working 
capital, multiplied by annual turn- 
over, any time a company cuts 
into its liquid cash, it cuts into 
its profit-making ability. 

There is no mystery about this; 
it is elementary accounting. What 
all this boils down to is this: when 
a company takes liquid cash out 
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Mr. Sheridan is president of 
Nationwide Leasing Co., Chicago. 


of its current funds and ties that 
up in fixed assets, the company 
pays exactly the before-tax profit 
as the cost of employing that 
money to acquire equipment.* 

Since, in essence, leasing is just 
another method of borrowing 
(fixed) capital for comparatively 
long term, a gas dealer has only 
to figure out (1) what it costs for 
company cash to be frozen in 
equipment, as against (2) whether 
it is cheaper to pay the leasing 
company to use its capital to ac- 
quire the equipment. 

This is admittedly an oversim- 
plification, but it is nonetheless 
accurate. For companies that don’t 
have spare cash to sink into equip- 
ment, use of the leasing com- 
pany’s cash proves a great boon. 

Rapid Write-Off. Another ad- 
vantage cited for leasing is the 
rapid write-off of equipment costs. 
Take, for example, equipment that 
has a depreciable life of 10 years 
under Schedule F. If it is leased 
for a five-year period, the lease 
cost will be written off in that 
five-year period. 

There is nothing underhanded 
about that procedure, or hazard- 
ous. If the lease is a genuine 
lease, unencumbered by unrealis- 
tic purchase options, the tax law 
and the Internal Revenue regula- 
tions permit the taxpayer to de- 
duct in full all lease payments 
which are “ordinary and neces- 
sary” to the operation of the trade 
or business. No ruling has ever 


*A complete study on the costs of 
equipment leasing, containing full cost 
charts, has been published by the Founda- 
tion for Management Research, entitled 
“The Pros and Cons of Leasing.” Single 
copies are available free to executives by 
writing to the Foundation at 121 West 
Adams Street, Chicago 3, Ill. 


contravened that point. 

Which means that equipment 
can be written off in the lease 
period instead of the much longer 
time required by the government. 
This same advantage is not avail- 
able if the equipment is being 
purchased either for cash or on 
installment. This is an acquisition 
of an asset, and in those cases, 
the government depreciation sche- 
dules hold. 

This fast write-off means more 
cash flow from day to day, which 
is another advantage of leasing. 
It is for that reason that so many 
major companies have taken to 
using leased equipment in the 
postwar period. And it is for the 
same reason that smaller com- 
panies are now beginning to fol- 
low along the same path. 

A Way to Generate Working 
Capital. How all this works might 
be illustrated from another case 
in Nationwide Leasing Co.’s files. 
One firm is headed by an able and 
aggressive management and has 
managed to expand its services 
and increase its sales very rapidly. 
At the same time, the company 
expanded by purchasing a dealer- 
ship in a neighboring territory. 

As with any other gas dealer, 
short-term bank credit plays a 
vital role for this company, which 
depends on its short-term bank 
lines to support fairly large ac- 
counts receivable, considerable 
material costs, and labor costs. 

In expanding in its new terri- 
tory, the company was faced with 
two problems, resulting from this 
expansion of its operations: (1) if 
it took cash from its working cap- 
ital to equip the new branch, it 
would have to curtail profitable 
services, and (2) if it used its 
normal bank lines to finance 
equipment purchases, this would 
reduce the amount of short-term 
borrowing it could do to handle 
the company’s normal needs. In 
addition, handling the new busi- 
ness would actually create a need 
for still greater amounts of work- 
ing capital to carry on the daily 
operations of a larger volume. 

The company turned to leasing 
to answer its needs, but only in 
a modest way. It leased tanks and 
meters for new customers. Then 
it added other equipment to the 
original master lease, which 
equipment was used in other oper- 
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How to expand ... leasing has 
some disadvantages advantages, too 


ations. When this phase was com- 
pleted, some $15,000 worth of 
equipment was covered by a single 
lease and paid for by a single 
monthly payment. The company’s 
bank lines were not affected, 
since only the lease payments for 
the current 12 months are carried 
on the balance sheet as liabilities 
(with the remainder footnoted). 

The next, and final step this 
company took was to negotiate a 
sale-leaseback agreement involv- 
ing $30,000 worth of equipment 
that it already owned. Nationwide 
Leasing Co. purchased this equip- 
ment and immediately leased it 
back to the company. As a result, 
this company today has the bene- 
fit of $45,000 worth of equipment, 
it enjoys the increased income 
yielded by this equipment, and it 
has not impaired its short-term 
bank credit—all without the out- 
lay of a dollar of liquid working 
capital. In fact, as a result of its 
sale-leaseback agreement, it has 
improved its position in this re- 
spect. 

Hedge Against Inflation. An- 
other important advantage offered 
to businesses by leasing is that it 
provides a hedge against inflation, 
by permitting acquisition of cost- 
cutting equipment immediately 
and paying for it in depreciated 
dollars (thus also avoiding future 
increases in the cost of equip- 
ment). 

For some businessmen, the con- 
trols on management imposed by 
banks and institutional lenders 
are often not only onerous, but 
may result in defeating the pur- 
pose of the loan. One chicken 
processor in Arkansas, for ex- 
ample, recently sought to finance 
the purchase of some $60,000 
worth of equipment, which was 
needed to modernize and expand 
production. The financing institu- 
tion, however, sought to restrict 
expansion of operations until the 
new equipment was paid for, 
which would have defeated the 
purpose of the loan. This company 
thereupon leased the equipment 
and was able to put it to work 
immediately to pay for itself out 
of earnings. 
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However, it should be said at 
this point that equipment leasing 
is not all beer and skittles. It is 
not the sovereign balm or cure-all 
for ailments of business. There is 
one major factor cited as the main 
disadvantage of leasing: at the 
end of the lease term a company 
does not own the equipment. It 
remains the property of the leas- 
ing company. 

That the user company does not 
own the equipment at the end of 
the lease term is a fact. That this 
factor adds to the total number of 
dollars changing hands between 
the lessee and the leasing com- 
pany is also a fact. It is also 
sometimes a disadvantage; but 
sometimes it is an advantage for 
the user company. This is because 
the purpose of leasing is to free 
working capital to be put to work 
to earn profits for a company. The 
test is: how much additional prof- 
its are produced for a company by 
leasing, rather than owning, 
equipment? 

Not owning the equipment at 
the end of the lease term is a dis- 
advantage only under one possi- 
bility—if the used equipment at 
the end of the lease term is worth 
more than the additional profits 
earned as a result of leasing. This 
is a simple test and the figures 
can generally be calculated with- 
out too much difficulty. Normally, 
because of the rate of obsolescence 
of equipment, this is not so. 

Thus, if we examine equipment 
used by L. P. gas dealers, we must 
first ask how much this equipment 
will be worth after, say, 10 years. 
If the industry’s equipment holds 
to averages for other industries, 
we can assume that on the aver- 
age this equipment will be worth 
about 10 per cent of its original 
purchase price after 10 years. 
What a company must then do is 
simple: it must calculate the addi- 
tional net profits it will earn over 
this 10-year period by freeing its 
working capital through leasing. 
If we assume the 30 per cent be- 
fore-tax rate of profit on net 
working capital (the industry 
average), then we will find that 
these additional profits will 


amount from 30 to 50 per cent of 
the original price of the equipment 
after 10 years of leasing, depend- 
ing on alternative methods of pur- 
chase. 

Thus, not owning the equipment 
at the end of the lease term is 
sometimes a disadvantage, but 
only for companies whose rate of 
profit on net working capital is 
so low that they probably would 
not be approved for a lease in the 
first place. 

There are three types of com- 
panies which will not find leasing 
advantageous. 

1. The company which has all 
the working capital it 
needs and which does not 
require any newer equip- 
ment. For such a company 
it would be foolish to pay a 
leasing company for use of 
capital (in the form of 
equipment) if neither the 
capital nor the equipment 
is needed. 

. Companies which earn less 
than 10 per cent on work- 
ing capital, before taxes, 
should not lease. Incident- 
ally, this is not 10 per cent 
on total investment. This is 
10 per cent on working 
capital before taxes, or less 
than 4.8 per cent after 
taxes. It doesn’t pay for 
such a company to pay a 
leasing company for use of 
outside capital. 

. Marginal companies. No 
leasing company will lease 
equipment to any company 
if the value of the equip- 
ment is greater than (at 
most) 50 per cent of the 
company’s net worth. This 
is a rule of thumb, but 
fairly accurate. 

Within these limits, leasing has 
blossomed all over the map and 
has helped a number of business- 
men, including gas dealers, solve 
problems that are becoming more 
and more typical in our changing 
economy. As with any tool, leas- 
ing fits certain situations. Where 
it fits can be determined only by 
examination of a company’s liq- 
uid working capital position, its 
rate of profit on net working capi- 
tal, its need for equipment, and 
the net cost of the several methods 
of financing available to the 
company. e 
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ESIGNED DELIVERY UNITS — 


Anchen Shanty Fett 





The words “dealer designed’ mean just that. For after 24 years of 
working with you, solving your design problems, and making improved — 
units, we now have standardized twins and singles with every feature 
you want — at the price you want. We build these units to suit you. 
We know we're on the right track because you've told us so—in 
repeat orders and by your answers to our sales research questions. 
On your next delivery unit — contact Trinity First! Because we use the 
“assembly line" technique — sound engineering the best mate- 
rials and keep strict quality control — You'll be Getting the Best for 
Less — with a Trinity unit. Six models, from 1500 to 3000 W.G. 


———, 


STEEL COMPANY, INC Wu 


4001 IRVING BLVD., DALLAS 12, TEXAS — FRANCESVILLE, IND. © When in Mexico City, visit Tanques de Acero Trinity S.A. 
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A driver in one of the Schuyler Propane cars transmits his location to Mrs. Emil 
Smolik at the Schuyler base station. Note inconspicuous size, clean lines of 


transistorized units. 


Transistorized units increase reliability and savings 


EMIL SMOLIK « President, Schuyler Propane Co. 


WO-WAY radio has been a big 

help to Schuyler Propane Co. 
for the last eight years. Now, since 
we switched to the new transis- 
torized mobile units several months 
ago, we have been getting several 
added benefits. 

Our system consists of the head- 
quarters base station in Schuyler, 
Neb. (which is 60 miles west of 
Omaha), and four other base sta- 
tions fanning out to the west and 
south from Schuyler. Exactly half 
of our 34 vehicles are 
equipped. 

Early last fall, we replaced the 
original mobile equipment with 
Motorola ‘Motrac” transistorized 
units. The results have been ex- 
cellent: better reliability with 
lower radio maintenance costs, plus 
additional savings on fuel, bat- 
teries, and vehicle maintenance. 

Radio maintenance costs are re- 
duced because with the new type 
units there are far fewer failures. 
The reason is that transistors, 
which are non-moving, solid-state, 
low-temperature components, have 
replaced tubes and vibrators, the 
components most apt to fail in non- 
transistor radios. Before we made 
the change, tube outages were com- 
mon. And, of course, loss of com- 
munication between dispatcher and 
driver is a nuisance at best, a seri- 
ous matter at worst. 

secause the transistorized units 


radio- 
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take very little current from the 
battery—only two amps on stand- 
by—our drivers can keep them 
turned on while the vehicle is 
parked. Frequently, this may be 
for a long period; but they can 
still hear messages meant for them. 

Leaving conventional radios on 
for extended periods usually meant 
dead batteries. To prevent this, 
we had to idle the engine, sending 
up fuel costs, and increasing en- 
gine wear and maintenance, in- 
cluding overhauls. Since we can 
monitor our Motrac units without 
idling the engine, all these unfa- 
vorable factors disappear. 

Our previous radios drew 12 
amps, so we had to use alternators, 
another expense now eliminated. 
Incidentally, as a test we recently 
left one of the new units on for 48 
hours. The vehicle started right 
up to the end of the experiment. 

Because we cover a wide area of 
Nebraska (our base stations are 
as much as 80 miles apart) we 
must get good range from our sys- 
tem. Since we installed the new 
units, we have had no problems in 
reaching mobile units. In addition, 
the audio quality is better than 
before. 

The growth of our radio system 
has nearly paralleled that of our 
company. In 1951, the then-two- 
year-old business was moved from 
nearby Humphrey to Schuyler. We 


put in our first three mobile radios 
the following year. 

Our five base stations are at 
Schuyler, Seward, Albion, Crete, 
and Spalding. Antennas at each 
range from 100 ft to nearly 300 ft. 
The Schuyler antenna is mounted 
on a 20-ft pole on top of a 260-ft 
grain elevator. 

Dispatching points were estab- 
lished at all cities with base sta- 
tions. Each point is a _ separate 
operation, handling all requests 
and bookkeeping. Coordination is 
achieved at the main dispatch 
point, Schuyler. 

The radio-equipped vehicles were 
placed according to service require- 
ments. They are allocated this 
way: Schuyler, two delivery trucks, 
one pickup, and one car; Albion, 
two deliveries, one pickup, and one 
car; Spalding, one delivery and one 
pickup; Crete, one delivery and one 
pickup; Seward, two deliveries 
and two pickups. 

In the future, our radio system 
will expand with our company. 
Our next move will be to the north. 
We already have a license for a 
base station in the town of Wayne 
and the equipment has_ been 
ordered. 

Mobile radio has been an inte- 
gral part of our operation for 
years. Now, transistors have made 
the arrangement even more satis- 
factory. = 
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BURROUGHS ACCOUNTING MACHINE 
ECONOMICALLY AND EFFICIENTLY ABSORBS 
1,000 NEW ACCOUNTS 


The scene: Parker Appliance Co., Flint, Michigan, L. P. Gas dealership. 
The jobs: All of Parker’s accounting, including its postcard billing. The results, 
according to partner R. G. Parker: ‘‘Although we’ve acquired 
1,000 new accounts (and no additional personnel), our 
Burroughs Accounting Machine continues to give us up-to- 
the-minute figures on all transactions, including positive con- 
trol over accounts receivable with the result that we receive 
payments more promptly. We have also been able to maintain 
economical routing of deliveries.” Burroughs—TM 


Parker Appliance is one of many gas dealerships 


helped to new accounting efficiency by Burroughs ee Burroughs 


office automation equipment. For details, action— Burroughs 
and results—call our nearby branch now. Or write 


o 
Burroughs Corporation, Detroit 32, Michigan. * Corporation 


“NEW DIMENSIONS {| in electronics and data processing systems” 
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This Lord & Burnham five-section "Orlyt '10'" is a typical hobbyist's which is 14 x 18 ft. Also available are lean-to and glass-to-ground 


grecnhouse. However, at 10 by 12 ft, it is smaller than the average, models. 


There's “folding green’ in greenhouses! 


WILLIAM T. HARPER « Eastern Editor 


Quick, easy, inexpensive installation is one of the pluses of a through-the-wall vented hot 
air heater. 


58 





O the LPG dealer, a green- 
house may have more green 
than meets the eye. When the sun 
isn’t shining, greenhouses need 
heat. Heaters need fuel and that 
is where the LPG man comes in. 
Let’s look at the field through 
the eyes of one leading green- 
house manufacturer. The Lord & 
Burnham division of Burnham 
Corp., located at Irvington-on-Hud- 
son, N. Y., has made greenhouses 
for over 100 years. It sells them 
nationally, but predominantly in 
the Northeast, Middle West, and 
South. Naturally, the colder cli- 
mates demand more heating. Yet, 
the company reports that even 
greenhouses in Florida are heater- 
equipped. 
The company manufactures a 
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How much is "Obselitis" costing you 


Right now is a good time to take stock, to consider how obsolete equipment 
may have cut into your net profits during the last rush season. The true 
picture lies in dollars-and-cents answers to these questions: How much 
could you have made if your transports could carry 2,000 water gallons 
more per trip... if your deliveries could haul /,000 water gallons more... 
if your down-time were practically nil? 

Figure what you might have made with new type equipment, then 
investigate the payload capacities and quality manufacture of Mississippi 
Tank units. There’s a model in the Mississippi Tank line that'll increase 
your profits ! 


T-1 TRANSPORTS 


You get extra payload at no increase in gross weight 
with Mississippi Tank transports because the high 
tensile strength of T-1 Steel permits the use of 
thinner shell plates and its weldability results in better 
constructed, stronger units. Exclusive design assures 
perfect weight distribution and maximum loading. 
Available in 7,600 to 11,000 water gallon capacities 
custom built for your area of operation. 


SINGLE BARREL DELIVERY UNITS 


Three different models, all quality built and precisely 
balanced for maximum payload, trouble-free service: 
TITAN, JR. (illustrated) has 2,600 water gallon 
capacity and weighs less than 23,000 Ibs. loaded; T-1 
TITAN has capacity of 3,075 water gallons on a 
single 18,000-lb. axle; ATLAS is available in capaci- 
ties from 2,000 to 2,400 water gallons. All models 
have a wide range of options enabling you to have 
your units tailored for your operation. 


TWIN BARREL DELIVERY UNITS 


Streamlined and beautiful, Mississippi Tank Twins 
are engineered to deliver your products at less cost. 
These rugged models perform equally well on back 
roads or in the city. Available in 1,200 to 2,300 
water gallon capacities with many low-cost options 
for high-profit operation. 


Take the first step now toward increasing your profits next year — 


Pett cesses se ee ee eeee eeeeeeeeeeeeeeeeeee29 


MAIL THE COUPON TODAY !: BPN-7 


MISSISSIPP! TANK COMPANY, Inc. 
Hattiesburg, Miss. 


RS 
Yo 
MISSISSIPPI 
TANK COMPANY 


INCORPORATED 
Hattiesburg, Miss., JUniper 3-0262 





Without obligation, RUSH literature on: 
[] T-! Transports C] Delivery Units 





Name: 
Company: 
Address: 

City and State: 


e 
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"Size of greenhouse, local weather conditions, and night 
temperature desired determine amount of heat needed.” 


wide range of greenhouses extend- 
ing from its 6-ft by 8-ft model to 
those which cover acres of ground. 
For horticultural instruction, re- 
search, and experimentation, these 
large installations require heating 
units which can supply anywhere 
from 250,000 to 3.5 million Btu per 
hour. 

The smaller houses helped the 
company boost its sales last year, 
jJespite the recession. The boom 
in greenhouses has been caused by 
the growing interests of the horti- 
cultural hobbyist, the orchid “bug,” 
the guy with the “green thumb” 
who just likes to putter around in 
the dirt. 

The average home-owner’s 
greenhouse is about 14 x 18 ft in 
size, according to A. J. Raskopf of 
Lord & Burnham. 


The amount of heat needed is 
based on (1) size of the green- 
house; (2) night temperature de- 
sired for the kind of plants being 
grown, and (3) local weather con- 
ditions. Raskopf estimates it takes 
from 50,000 to 75,000 Btu per hour 
to heat an average house. 

“We used to sell and recommend 
wet base heating until about two 
years ago,” recalls Raskopf. ‘Then 
we found some of our customers 
were providing warm-air heat with 
good results, using bottled or natu- 
ral gas.” 

Roskopf reports heaters meeting 
with much approval among hob- 
byists include Suburban Appli- 
ance’s “NoVent” and Locke Stove 
units. Also used are larger gas- 
fired warm air furnaces which the 
Burnham Corp. manufactures in 


Here’s how you can determine the amount of heat required for any ORLYT Greenhouse: 


1. Use Table | to determine the heat load in 
B.T.U.s per hour, for the ORLYT you are con- 
sidering. Table | shows the amount of heat 
required, in B.T.U.s per hour, to maintain a 


45° to 50° temperature inside an ORLYT. 


Table | 





B.1.U.s per Hour for ORLYT 
With ONE Glass End 





ORLYT ORLYT ORLYT lean-to 
Sections es ad “10" ORLYTs* 





16,500 12,500 10,500 
20,500 15,500 12,000 
24,000 18,500 14,000 
27,500 21,500 16,000 
31,000 24,500 18,000 
35,000 27,500 20,000 
38,500 30,500 22,000 
42,000 33,500 24,000 





Add for 2nd 


3,800 
Glass Ends 6,000 3400 




















*When connected to an unheoted building, odd 25% to Lean-to 
BTUs before using Conversion Tables 


For th 


e Gloss to G nd ORLYT 
edd 20% to BTU 


Sroun on poge 14 of the Cotclog. 

figures above 

2. If you are going to operate your greenhouse at 
other thon 45°-50°, convert to your desired 
temperature by multiplying the B.T.U.s in Table 
|, by the correct Greenhouse Temperature Con- 


version Factor from Table Ii. 





Table If Greenhouse Temperature Conversion Factor 





Greenhouse 


65°-70°] 55°-60°] 45°-50°] 35°-40 
Temperature 





Conversion 
Factor 


1.45 1.25 1.00 80 























3. If your local “design temperature” is other 
than Zero, adjust for this by multiplying the 
figure obtained in Step 2 by the Outside Tem- 


perature Conversion Factor in Table Ill. 


Table Ill 


Outside Temp.] 65°-70° | 55°-60° | 45°-50° 





Outside Temperature 
Conversion Factor 








+40 51 40 
+35 60 50 
+30 69 60 
+25" 77 70 
+-20° 86 80 
+15° 86 82 
86 84 
+ § 93 92 
O° WO Tor oll temper 


s 1.08 for all temperatures 











10 1.16 for all temperatures 
18° 1.24 for all temperatures 
20° 1.32 for oll temperatures 














25° 1.40 for oll temperatures 





ORLYT B.T.U. figures ore based on a 0° outside 
temperature at night. Many areas have a differ- 
ent, local “design temperature”: that is, the 
average lowest outside winter temperature which 
may be expected. If your local “design tempera- 
ture” is above Zero, as in the South — you will 
require less heat than the B.T.U. Table shows. If 
your “design temperature” is below Zero, you 
will require more heat. Your local oil supplier or 
utility company can advise about your actual 
“design temperature”. If it is other than 0°, use 
the correct Outside Temperature Conversion Fac- 
tor from Table Ill above, to adjust your estimated 
greenhouse heat load to your local climate. 


Manufacturers are only too happy to supply information on how to figure the size of heater 
needed for various sizes and models. This page from the Lord & Burnham catalog may be 
used to approximate heating requirements of any greenhouse by finding the closest Orlyt 
model. (In Table |, the first column indicates length in 2!/2 ft sections; the second and third 
columns indicate the two widths available, 14 and 10 ft.) 
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its Berger Furnace division. 

Raskopf feels the NoVent is 
“ideal” for greenhouse heating be- 
cause its combustion chamber is 
entirely sealed off, outside the wall. 
This eliminates the need for and 
the cost of a stack. It also posi- 
tively prevents combustion fumes 
from entering the greenhouse. In 
addition, no greenhouse air is used 
to support combustion. NoVent 
comes in 3 models, with outputs of 
15,000, 26,000, and 33,000 Btu per 
hour. The company states that it 
is often cheaper to install two or 
more of these heaters instead of 
one large furnace, because No- 
Vent’s installation is quick, easy, 
and inexpensive. 

“Most heater buyers,” according 
to Raskopf, “are already L. P. gas 
users or they live in an area where 
it is common. Fuel supply is strict- 
ly up to the local dealers, who also 
service the heaters. The average 
size hobby greenhouse uses any- 
where from $75 to $150 of fuel 
each year.” 

Regardless of the type of heater 
used, Lord & Burnham suggests 
customers purchase one that is 
slightly over-sized. The reasons 
given are: (1) to facilitate enlarg- 
ing the greenhouse; (2) to enable 
the owner to grow plants which 
require higher temperatures; and 
(3) to maintain the all-important 
safety margin which is desirable. 
The third reason is especially im- 
portant if the greenhouse is in an 
extremely exposed, windy location. 

Raskopf offered some other fig- 
ures to help the LPG dealer con- 
vince a greenhouse owner or pros- 
pect. Using the average hobbyist’s 
greenhouse, he estimated that it 
costs about $700 for wet base (base 
board hot water) heating equip- 
ment, plus installation. LPG (or 
natural gas) heating equipment is 
available for less than half that 
initial price, $250-$300, and its 
installation is usually cheaper. 

Lord & Burnham sees the green- 
house market continuing to ex- 
pand. There’s a big opportunity 
for the L. P. Gas dealer to pick up 
some of that green, the folding 
green. ® 
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United SPEEDLOADER Trucks 


break delivery 


records, 


cut service costs 


The Striptdown Speedloader has, as 
standard or optional equipment: 

Customer tank Unloading Assembly, 

including: 

a. 1” x 12% ft. hose assembly with 1” 
Globe valve and adapter for empty- 
ing customer tanks. 

b. Extra connection on pump inlet 
with check valve and 1” Globe valve. 

c. Bypass valve and 11%” sight flow 
indicator on bypass line. 

This truck pumps LP-Gas at high de- 
livery rates: up to 50 gallons per minute, 
thru the 114” liquid hose furnished with 
the truck. This provides welcome cost 
savings in terms of shortened delivery 
time per stop. 


E COMPRESSED GAS 


The SPEEDLOADER 2200, above, brings you doz- 
ens of time-saving, cost-cutting features that gas 
marketers have told us they want. Fastest-ever 
pumping and delivery rate . . . quick-operating 
valves... trouble-free operation . . . notable ease 
of handling. Available with rear- or side-mounted 
service cabinets. Get the full story —compare be- 
fore you buy! 


fea 


NEW! “STRIPTDOWN” MODEL 1700 g.w.c. SPEED- 
LOADER, shown above, is about 1000 lbs. lighter in 
weight than conventional models. This means lower 
operating cost per gallon of payload, easier handling 
where the going is tough. 


United’s HITCH-HIKER, the Super Trailer, 
will reduce your systems-delivery time 
and cost. Built to /Jast—frame is heavy- 
duty 4” pipe. Handles any size tank up to 
51” I.D. x 18’ with its own muscles: built- 
in, worm-drive winch with oil-encased 
gears, easy to operate, can’t kick back. 
The Hitch-Hiker disassembles for ship- 
ment (to save you money). Write for de- 
tails and prices. 


UNITED PETROLEUM GAS COMPANY 


4820 Excelsior Blvd., Minneapolis 16, Minn. @ WA. 7-9981 
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Is the supplier's salesman giving 
the dealer the help he needs? 


“Hello, Tom. How are you? Let’s 
go out and get a cup of coffee. Do 
you need anything ?”’ 

That, says Tom Ennett of Rock- 
ford (Ill.) Propane Gas, is the typi- 
cal “pitch” he gets from a manu- 
facturer’s field representative. Is it 
enough? Is the salesman doing his 
job if he takes orders, or should he 
be doing more to help the dealer 
make sales himself? Isn’t it pos- 
sible that the manufacturer’s field 
man is in the very best position to 
stimulate the dealer to do a better 
selling job? 

When these questions were posed 
at the BPN Sales Roundable in 
Chicago April 30, they stimulated 
some spirited discussion. The most 
articulate of those in attendance 
were Erwin Kleinmann, vice presi- 
dent of Dearborn Stove Co., and 
Ennett. Let’s hear first from Klein- 
mann: 


I think too 
many of our 
salesmen get in- 
to a rut. They 
don’t think for 
themselves. 
They’ve been doing things the same 
way for years, and they don’t try 
to come up with anything new. 

The question has been raised as 
to what suppliers’ salesmen can do 
to be of the greatest help to the 
people they call upon. I suggest 
that the key is interest. They must 
find interest in new ways of being 
helpful. I suggest this same kind 
of thing, a roundtable, where the 
supplier’s salesman—not the sales 


BPN SALES 
ROUND TABLE 
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ROUNDTABLE FOR SUPPLIER SALESMEN. 
E. R. Kleinmann suggested dealer-salesman 
roundtables as a means of stimulating 
more aggressive retail selling. (At Klein- 
mann's left are Charles Link of Evansville, 
Ind., and Owen Wissing of Owensboro, Ky. 


manager, not the regional sales 
manager, not the fellow from the 
front office, but the salesman him- 
self who is running into these deal- 
ers—get together with them to dis- 
cuss the things they see going on 
and to find out how they can be of 
greater help. 

I think that if the salesmen got 
together and had a chance to chat, 
and see what the other fellow is 
doing, all of them would come away 
with a fresh slant and most im- 
portantly a completely fresh inter- 
est in being helpful and effective in 
making that dealer money. 

I think that the salesman, to 
achieve that, has to think in terms 
of the dealer’s interest. He has to 
get the dollar signs out of his own 
eyes. He has to approach the dealer 
with the thought in the forefront 


of his mind: ‘How can I help this 
guy?” 

Then, when he gets that kind of 
interest in the dealer’s problem, he 
is going to open up his own mind, 
too. He is going to realize that all 
of these experiences he runs into 
every day could be useful. 

Tom Ennett gave the dealer’s re- 
action. He said: 


1 read an article in the Wall 
Street Journal that I thought was 
interesting. It was telling about 
the automotive industry in Detroit. 
The article said that it was quite 
well accepted by the industry that 
Kaiser-Frazier went down the drain 
because it tried to sell to the public, 
whereas it is well understood in the 
industry that you have got to sell 
your product to the dealer. I think 
that further emphasizes what Mr. 
Kleinmann said. 

I personally remember back 15 
years ago in our industry when all 
the peddlers had a pretty good 
pitch. And, they in turn taught the 
marketer and the marketer sales- 
men how in turn to go out and pitch 
and close a sale. 

Even though I have a small com- 
pany and we don’t have a sales 
force, and the pitches we give are 
the ones I go out and give myself, 
competitors that I have admired for 
having retail salesmen have one by 
one let them go so that they are 
in the same position. 

We have gone through a phase in 
the last 10 to 15 years when the 
public became accustomed to going 
into a store and buying what they 
wanted. During the war, and im- 
mediately after the war, the public 
was not receptive to someone com- 
ing and knocking on their door. 

But now times have changed. 
Everyone here today who gets up 
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ORE DEPENDABLE THAN THE SUN 


John Deere LP-Gas Dryers bring farm customers your way 


More and more farmers are warming up to the 
idea of ‘‘ push-button sunshine.’”’ With a depend- 
able John Deere LP-Gas Dryer, they can profit 
more by early harvest, while field losses are low. 

Alert LPG distributors welcome the opportunity 
to encourage this trend. It helps balance annual 
load, builds up off-season volume, and introduces 
LP-Gas for other farm uses. 


Set New Standards 

You can recommend John Deere Dryers with 
confidence. They set new standards of easier, 
safer, er dependable operate. Their top-grade Besides the 458 Grain Dryer (top picture) and 
plumbing, automatic electronic safeguard system, the 88 Portable Crop Dryer (above), John Deere 
and full thermostatic control help win the confi- also makes tractors, combines, cotton pickers, and 
dence of farm customers in the use of LP-Gas. irrigation engines with LP-Gas option. 

The batch-type 458 Grain Dryer has a unique 
blending system and high-capacity fan for fast, 


uniform drying; indicator lights to guide oper- 
ation; improved long-life conveyors. The 88 Port- Jo J Oo H Ni D E E > 4 E 
able Crop Dryer has the same fan, burner, and Jouwouen’/ 3300 RIVER DRIVE « MOLINE « ILLINOIS 


controls, plus three protective air filters. 
Why not write us for complete information? 
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and talks about this promotion or 
that promotion has to have sales- 
men behind every one of them. 

I agree with Mr. Kleinmann when 
he says that we have to get the 
salesmen to have the enthusiasm to 
go out and sell the job. Most of the 
men just come in and say, “Hello, 
Tom. How are you? Let’s go out 
and get a cup of coffee? Do you 
need anything?” Then they are on 
their way. There is no longer any 
pitch, and there is no longer any 
training. In our state we are get- 
ting some service training, and 
some safety training, but nobody 
is going out and getting any sales 
training. 


“PITCH, PITCH, PITCH." That's what 
dealers are going to have to do in the 
Golden Sixties, declared Tom Ennett. In 
the background are Dick Freiermuth (I.) 
of Bartlesville, Okla., and Fred Lundin (r.) 
of Hinsdale, Ill. 


I personally feel that in the next 
ten years we are going to have to 
have what we had 20 years ago. 
We're going to have to have a half 
dozen salesmen out working every 
day where today we have none. 

I heard a very good economist 
give a talk in which he proved with 
facts and charts that the washing 
machine industry had gone through 
a ten-year period in which they had 
sales and profits that they had 
never had before and have never 
had since. The automobile industry 
had a similar period. 

Now the question is, have we 
gone through our ten years? I 
think the years from 1950 to 1960 
were pretty good ones. But from 
here on in it is going to be pitch, 
pitch, pitch all year long. 


64 


How sale-and-lease-back can free 
working capital, reduce taxes 


Elsewhere in this issue, Robert Sheridan discusses the pro's and con's of 
equipment leasing, as seen through the eyes of a leasing company president. 
One of the principal considerations in any leasing scheme is its effect on 
your tax bill. Here, BPN's tax expert, E. H. Mitchell, works out hypothetical 
tax savings under a special kind of lease arrangement—sale and lease-back. 


In last month’s tax 
article we discussed 
the “useful life” fac- 
tor involved in de- 
preciation deductions. 
Now we will assume 
that the long useful lives imposed 
by the Internal Revenue Service 
have so slowed up your deprecia- 
tion reserves that they fall far 
short of providing necessary work- 
ing capital. Let’s say, too, that re- 
placement costs have doubled or 
tripled. 

The somewhat popular “sale-and- 
lease-back” transaction may be 
worth considering. There are situa- 
tions where it has furnished both 
business and tax advantages. These 
consisted of (1) raising needed 
working capital and (2) affording 
steady rental deductions more 
favorable than depreciation. 

These advantages exist particu- 
larly where the cost basis of busi- 
ness property is decidedly below 
today’s market value, maintenance 
costs are high, and depreciation 
deductions are low. Equipment 
may have been acquired when the 
buying power of the dollar was 
high, so depreciation was measured 
on the basis of low initial cost, and 
replacement costs are far in excess 
of expected depreciation. 

A sale-and-lease-back by such a 
business should result in these 
benefits : 

1. Even after payment of the 
low capital gain tax, the purchase 
price immediately received at the 
current high market value would 
increase working capital without 
necessitating borrowing or issuing 
stock; and 

2. The substituted annual rental 
deduction would be much higher 
than the depreciation deduction. 
The company may be willing to pay 
this increase for the mere freeing 
of working capital. 

For example: The A Co. owns a 


COUNSEL 
AT YOUR 
ELBOW 


small plant and equipment which, 
today, is worth $350,000. The 
present adjusted basis totals only 
$52,500. Of the latter total amount, 
$17,500 represents depreciable 
buildings and equipment, while the 
balance, $35,000, represents land. 
The depreciation deduction, based 
on a remaining useful life of 20 
years, is $875 a year. 

The company sells the land and 
equipment for $350,000, its fair 
market value, and rents it from the 
buyer for a term of 20 years at a 
rental of $29,250 per year. 

On the sale it realizes a capital 
gain of $297,500 ($350,000 minus 
the basis of $52,500), upon which 
it must pay the 25 per cent capital 
gain tax of $74,375. This leaves 
A Co. with $275,625 of additional 
working capital. 

From this point on, the company 
must pay the annual rental of 
$29,250. Such payments, of course, 
are 100 per cent deductible. Hence, 
assuming a 50 per cent tax rate, 
the actual net, annual rent is but 
half of $29,250, or $14,625. 

Suppose now that we had a 
situation where today’s fair mar- 
ket value of the plant and equip- 
ment is far less (instead of far 
more) than its present, adjusted 
tax basis. In such event its sale 
could result in a fully deductible 
(business property) loss, with 
carry-back and carry-over, plus 
some increase in working capital; 
and the lease back would produce 
100 per cent deductible rentals. 

For example: We now assume 
the same facts as in the foregoing 
example, except that the present 
basis is $525,000, instead of $52,- 
500. The sale for $350,000 would 
result in a loss of $175,000, fully 
deductible from ordinary income. 
This loss, at the 50 per cent tax 
rate, would create a tax saving of 
$87,500. The cash increase in work- 
ing capital would be $350,000 (the 
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ANNOUNCING 


an exciting new product. 


""" for the LP-Gas Industry! 


Now You Can Cut, Braze, Heat and Weld Metal 
with a “BIG S98LP” Outfit ... Using LP-Gas! 


Smith Welding Equipment Corporation of Min- 
neapolis has developed a new packaged outfit 
which makes it possible for every farm, repair 
shop, craftsman or hobbyist to be equipped with 
a ‘cutting, heating, and braze welding outfit. 


a ar ATING AND WELDING, 
—$ Fa 
= 
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“BIG 98LP” is built to be used with LP-Gas, the 
most available, least expensive fuel gas in the 
country. (More BIG 98’s, for acetylene, are al- 
ready in use than any other packaged outfit). 
Both outfits carry a suggested list of $98. 


Specially designed for the LP-market, it is com- 
plete and ready to be used with any size LP 
bottle and an oxygen cylinder, 


Cuts metal up to 4 inches with the tip included 
... fusion welds to 14 gauge .. . and brazes any 
thickness. Heating-soldering tip included can be 
used with LP-Gas and air, 


There is no comparable product on the market 
today, and you'll hear “BIG 98LP” again and 
again in the future . . . advertising and mer- 


chandising are already under way. 


All SMITH Products are sold 
through distributors, and since 
“BIG 98LP” is designed for use 
with LP-Gas, additional distribu- 
weeinins tion is being planned within the 
od LP industry. 





Gp BIG os” 


If you would like more information about “BIG 98LP” 
or if you are interested in our distributor program, 
write: P. E. Taylor, Sales Manager 


SMITH WELDING EQUIPMENT CORPORATION 
2633 S. E. 4th Street @ Minneapolis 14, Minnesota 
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sale proceeds) plus such tax sav- 
ing, or a total working capital of 
$437,500. The annual rent would 
still be 100 per cent deductible and, 
at the 50 per cent tax rate, the 
net rental would still be only $14,- 
625 a year. 

The above transactions pre- 
suppose your ability to find an 
investor willing to lease’ the 
properties back to you. Note that 
such an investor would recoup his 
or its outlay with interest (from 
rent) and receive back the prop- 
erties (at their then value) at the 
end of the lease term—a really 
safe and profitable deal from the 
investor’s standpoint. 

In the gain example you must 
first be certain that the rent de- 
ductions will be allowed by the 


service. The transaction must be at 
arm’s length and between “non- 
related” taxpayers. The same is 
also true of the loss example. Be 
sure, however, that there will be 
no restriction on the deductibility 
of the loss. 

The above is but a surface out- 
line of a very broad and many 
faceted subject. Before a sale-and- 
lease back is tackled, real advan- 
tages to your own business must be 
found. Many tangible and intan- 
gible factors must be considered, 
alternative steps compared, and 
possible pitfalls avoided. It is a 
problem of industrial financing 
that necessarily entails important 
tax considerations. The step should 
not be taken unless and until 
thoroughly reviewed by your ac- 
countants, your tax attorneys, and 
a business consultant, if possible. 


Ten reasons why businesses fail 


In last month’s 
issue, we pre- 
sented “Six Rea- 
sons Why Busi- 
nesses Fail,’’ 
adapted from a 
government study of management 
mistakes. The adaptation is con- 
cluded here with a listing of ten 
additional reasons, all of which are 
directly applicable to the L.P. gas 
business. 

1) Lack of product diversification 
—Nine out of ten successful busi- 
nesses have product diversifica- 
tion. This means either one of two 
things: having more than one bal! 
up in the air at the same time, or 
having additional balls ready to 
throw up if you presently have 
just one in the air. To the LPG 
dealer, this primarily means one 
thing: handling both gas and a 
broad line of gas-using appliances 
and equipment. 

2) Lack of marketing research— 
A sure ticket to a short-lived busi- 
ness is starting up or heavily ex- 
panding without sufficient infor- 
mation on the market you intend 
to serve. Blind confidence is no 
substitute for market facts. The 
amount of preliminary research 
needed depends on various fac- 
tors, including: the size of the 
market, the size of your venture, 
the market’s familiarity with the 
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product, etc. One thing is certain: 
you cannot intelligently enter a 
market unless you know exactly 
what that market is. 

3) Lack of data on own custom- 
ers — Surprisingly enough, many 
businessmen know very little about 
their customers, particularly when 
it comes to their credit rating and 
payment record. Delinquent ac- 
counts are an open invitation to 
bankruptcy, but even worse are 
delinquent accounts that are not 
known to exist, and this is not 
infrequent! 

4) Continuing the policies of an 
unsuccessful predecessor—A new 
hand at the helm means nothing 
unless it takes a new tack. Fol- 
lowing the policies of a bankrupt 
or otherwise unsuccessful prede- 
cessor can only lead to another 
failure. 

5) Legal problems — Early ac- 
tion-—with competent professional 
counsel—can prevent little legal 
matters from becoming business- 
wrecking legal problems. Trying 
to save money with cheap legal 
advice is as dangerous as trying 
to save it with a cheap accounting 
system. 

6) Family favoritism — In one 
study of bankruptcies, 30 per cent 
of the businesses went under be- 
cause of family favoritism. In the 
typical case, company assets are 


depleted to carry partially or en- 
tirely useless relatives on the pay 
roll. In some cases, however, inept 
relatives make themselves so use- 
ful that the business fails! 

7) Lack of administrative coordi- 
nation — Some businesses don’t 
have to get very big before the 
left hand ceases to know what 
the right hand is doing. The only 
way to achieve success from this 
aspect is close coordination: be- 
tween members of top manage- 
ment, between departments, be- 
tween individuals in the same de- 
partment. It’s up to management 
to see that this is done by keep- 
ing the overall picture in mind 
and not getting bogged down in 
details. 

8) One-man management — No 
matter how good the man, one-man 
management is a bad thing. To 
show one extreme, one man’s ge- 
nius can carry a business to suc- 
cess that could not be duplicated 
by even a very sound management 
team because it didn’t quite have 
the knack. The opposite extreme 
is the man who manages to get 
along, but has things in such a 
confused, complicated state that 
only he could possibly figure out 
what was going on. In either case 
and in many of the cases between 
the two extremes, the business dies 
with the man. 

9) Absentee management—When 
the boss is away, cobwebs may 
grow on the proper procedures. 
Many hours on the golf course 
may lower management’s_ golf 
handicap, but it will also lower 
overall efficiency of the business 
and may lower profits enough to 
lower the boom on the business. 
10) Internal conflict—Perhaps the 
saddest words that can be uttered 
about a business failure are: “If 
the partners had devoted the time 
to running their firm that they 
devoted to trying to outwit each 
other, the business would not have 
failed.” 

Of course, the best way to avoid 
these mistakes is through a posi- 
tive program: management must 
manage. Management must plan, 
organize, coordinate, and control 
for the benefit of the entire op- 
eration, not for just one function 
or department. Management must 
also think ahead to alleviate po- 
tential troubles before it is too 
late. 
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.+-VET IT'S A COMPLETE LP-GAS METERING SYSTEM IN ONE SPACE-SAVING UNIT — 





The Neptune LP-gas truck meter is the only meter with all accessories built-in so 
compactly . . . a complete, accurate system that requires only three connections 
to install, takes space a little larger than this magazine. 

In one assembly you get the most reliable meter built, vapor release, strainer, 
pressure relief valve, inlet check valve, differential valve, and vent line check 
valve. Plus a ticket-printer. All units are designed to work together as one inte- 
grated and compact package. Always easy on your pumps. 

Most important, all elements are designed, built, assembled, and calibrated 
as one unit by Neptune. 

Add to this Neptune’s fine reputation for sustained accuracy and low main- 
tenance, and you have the LP-gas man’s most sought-after business friend. 

All sizes. Backed by nation-wide network of Neptune-operated service centers. 
Your Neptune jobber or tank truck builder will be glad to supply details. 








NEPTUNE METER COMPANY 


47-25 34th St., Long Island City 1, N. Y. LIQUID METER DIVISION 
measure Of. profit Branches and Jobbers in All Principal Cities 
in Canada: Neptune Meters, Ltd., Toronto, Ontario 





* Highlights of three papers from the NGAA Convention * 


Propane by pipeline 


F. B. NEPTUNE © Phillips Pipe Line Co. 


MILLARD K. NEPTUNE * 


LPG pipelines are currently 
the hottest news in the in- 
dustry, as most BPN read- 
ers are probably aware by 
now. Here is a condensed, 
but comprehensive, sum- 
mary of the pipeline picture 
by two well-known pipeline 
authorities, M. K. and F. B. 
Neptune. 


ODAY, at least 22 companies 

handle some LPG by pipeline. 
Nine batch it with conventional 
products and 13 transport it with 
natural gasoline as a mixed stream 
or as a mixture with crude oil. 
Only two undertake any regular, 
high volume, long distance pipeline 
transport of specification propane, 
Phillips Pipe Line Co. and Texas 
Eastern Transmission Co. 

The Phillips system runs from 
Borger, Texas, to Kankakee, III., 
and has been handling propane 
since 1947. First batches were 
small because of relatively small 
storage. A giant stride was taken 
in 1952 when Phillips constructed 
a 260,000-bb] mined underground 
cavern for propane at Kankakee. 
During the past several years, one 
8-in. line has been in straight pro- 
pane service throughout the entire 
winter season. In the winter of 
1958-59, one single slug of over 3 
million bbl of LPG was pumped. 

Texas Eastern’s Little Big Inch 
runs from Mont Belvieu, Texas, 
(near Houston) to Todhunter, 
Ohio (near Cincinnati). It was 
converted from natural gas service 
to the transporting of gasoline, 
kerosene, and light fuel oils in 
1958, but the company always in- 
tended to handle LPG as well. The 
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Texas Eastern Transmission Co. 


start was relatively timid: the 20- 
in. line from Lebanon, Ohio, to 
Moundsville, Ohio, was not being 
used, so it was decided to use it as 
a giant 300,000-bbl propane stor- 
age bottle. This meant building 
a refractionating plant to take out 
the residue, and surface tankage, 
a dehydrator, and truck loading 
facilities. Even before this equip- 
ment went into action in Decem- 
ber 1958, it was decided to take 
the next step and dig storage 
caverns. The good propane busi- 
ness that winter, encouraged Texas 
Eastern to go all out for propane, 
so it increased the number of 
caverns at Todhunter to five, de- 
veloped a storage terminal at Mont 
Belvieu, and reduced LPG tariffs. 

Currently Texas Eastern has $10 
million invested or committed to 
propane handling. At Mont Bel- 
vieu 70 acres of salt area give room 
for at least 13 storage wells. The 
first well went into service last 
October. Its current volume is 
400,000 bbl, but this will go up to 
1 million bbl this summer. A sec- 
ond well now being washed will 
have a similar capacity when put 
into service this summer. A third 
well with a capacity of 2 million 
bbl is being drilled and will be 
ready for the 1960-61 season. 

Todhunter has five caverns with 
a total capacity of 1 million bbl. 
Two have been sold to utilities for 
peak-shaving, space in two others 
is leased to LPG shippers, and the 
fifth holds off-specification product 
for refractionating. Daily capaci- 
ties of other facilities at Todhunter 
are: dehydrator, 40,000 bbl; rail 
loading facilities, 15,000 bbl; truck 
loading racks, 12,000 bbl. 

Little Big Inch tariff is 66 cents 
a bbl from Mont Belvieu to Tod- 


hunter, including accumulation 
storage at Mont Belvieu and re- 
fractionating at Todhunter. As 
with other products, the shipper 
must furnish his storage at the 
end of the line, constructing his 
own, or leasing existing storage 
from Texas Eastern. There is an 
additional eight cents per bbl 
charge for dehydration and load- 
ing. 

One of the Little Big Inch’s big 
customers is Phillips, which uses 
the line as a balancing factor, ship- 
ping product directly from the re- 
finery. This pipeline enables Phil- 
lips to reach several new markets 
and save some _ transportation 
costs over rail transport to destina- 
tions within trucking distance of 
Todhunter. Beyond trucking dis- 
tance, it is cheaper to transport all 
the way by rail. Transportation 
saving, however, is relatively small 
justification for using pipelines. 
The real benefit is the underground 
storage near the consumer area. 
In the 1958-59 winter, stored pro- 
pane at Todhunter was also a big 
help in taking care of customers 
outside the area, even at a trans- 
portation disadvantage. 

The high combination (pipeline 
plus rail) rates to eastern states 
are the fault of the railroads, 
which have made rates beyond Tod- 
hunter proportionately higher. The 
rail rate from Houston to Elmira, 
N. Y., for example, is 161% cents 
per 100 bbl/miles, but the rate 
from Todhunter to Elmira is 27%4 
cents per 100 bbl/miles. To quote 
another example, the total cost to 
ship a barrel of LPG by pipeline 
and rail from Houston to Presque 
Isle, Maine is $3.21, but the pipe- 
line gets only 74 cents and provides 
storage, refractionating, and load- 
ing in addition to transportation. 
If the rail rate from Todhunter to 
Presque Isle were reduced to 16% 
cents per 100 bbl/miles, the saving 
would be more than one cent per 
gal. Texas Eastern has taken this 


*The 39th annual Natural Gasoline As- 
sociation of America convention was in 
Houston, April 27-29. 
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For top profits check Lubbock Machine's 


“Higher Payload” Engineering today | 


Examples of Lubbock Machine engineer- 
ing which have increased payloads with- 
out added cost are shown above in the 
11,000 gallon semi-trailer; and below in 


the 11,800 gallon bodyload and pup unit. 


The secret is Lubbock Machine’s atten- 
tion to little things which add up to a big 


difference in payloads. 


There is no excess weight in Lubbock 


units — the lightest weight material is used 


in every case where performance is equal. 


Let Lubbock Machine show you how en- 


Low Mileage Cost 


OCK MACH & SUPPLY 


gineered transport tanks can solve your 
payload problem. Write, wire, or phone, 


today. 


OP; )sLOXAzG| MACHINE & SUPPLY CO., Inc. 


P. O. DRAWER 1589 PO 2-5261 LUBBOCK, TEXAS 


JULY, 1960 





Texaco LP-Gas Distributors get dependable, on-time deliveries. And im- 
portant, too—they know Texaco is ‘‘jobber-minded”—works shoulder-to- 
shoulder with them. Proof: 928 Distributors have been with Texaco over 
20 years; some over 45 years. If you’re in the LP-Gas business and want 
a solid future, here’s real opportunity! Sell the best... sell TEXACO 
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5 reasons why it 
pays to bea 


Texaco LP-Gas 
Distributor 


1. A product of highest quality—mois- 
ture-free. 
2. Dependable and efficient delivery, 
in a new fleet of tank cars, from 31 
strategically located production areas. 
3. Immediate acceptance. Texaco 
LP-Gas is sold under the nationally 
famous trademark, the Texaco red 
star with the green “T”. 
4. One of the largest producers of 
LP-Gas, Texaco is the only petroleum 
company to build up successful distri- 
bution of its products nationwide. 
5. Profitable and proved sales policies. 
Texaco does not compete with its inde- 
pendent distributors of LP-Gas. 
TEAM YOUR NAME with Texaco and 
profit. Let us tell you about the oppor- 
tunities for a sound and profitable 
business with Texaco LP-Gas. Send 
coupon today: Texaco Inc., LPG Sales 
Division, P. O. Box 2420, Philtower 
Bldg., Tulsa, Okla. ; 3350 Wilshire Blvd., 
Los Angeles, Cal.; Texex, 237 Seventh 
Ave., West, Calgary, Alberta, Canada. 


° 
eke LP GA 


| would like complete information about the pos- 
sibility of becoming a Texaco LP-Gas Distributor 


NAME 





STREET 





CITY 





STATE 
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up with the railroads, but has made 
no headway. Recent court cases, 
however, are encouraging. 

Failing to get satisfactory rail 
rates out of Todhunter, the best 
solution is to extend the pipeline 
eastward, a project which has al- 
ways been given high priority. 
Soon, possibly late this summer, 
the line will be extended 90 miles 
to Lima, Ohio to join the Buckeye 
pipeline system and serve Toledo 
and Detroit. Later, the company 
expects to deliver to Cleveland, only 
250 miles from the great salt area 
around E!mira, a logical target. 
Some of the large salt deposits 
near Cleveland should lend them- 
selves to large-scale storage, so it 
is quite likely that within a few 
months the company will develop 
underground storage—either near 
Cleveland or Elmira—as the first 
step in long-range plans to develop 
a pipeline to New England. 

The most ambitious LPG trans- 
portation project of recent times is 
the Mid-America Pipeline, running 
from Eunice, N. M. to St. Paul and 
Madison, Wis. (See progress re- 
port on this line in Highlights— 
Ed.) Obviously, the railroads serv- 
ing the area along the pipeline will 
do what they can to protect their 
present traffic. 

It is a foregone conclusion that 
natural gas liquids from the Al- 
berta fields in Canada will in some 
manner find their way to consum- 
ers, but just how or when is still 
obscure. A proposed Alberta-to- 
Chicago pipeline is deferred for at 
least a few years by the Mid- 


America line. Canadian LPG will 
probably be handled by makeshift 
arrangements for some time, part 
being shipped by tank car, part be- 
ing re-injected into producing res- 
ervoirs, and part being shipped in 
crude streams to Vancouver and 
Toronto. When the volume to 
Toronto is large enough, Trans- 
Mountain Pipe Line (a crude line 
which runs from Edmonton, Alta. 
to Seattle, Wash.) will probably 
make modifications to enable it to 
batch LPG. Eventually, the vol- 
ume may be enough to justify some 
courageous group building a 
straight LPG pipeline. Alberta 
LPG will, in time, become a signifi- 
cant factor in the upper Midwest 
and the East. 

Importing LPG by tanker from 
the Persian Gulf, Venezuela, North 
Africa, and elsewhere is a definite 
possibility. It is not difficult to 
visualize U.S. demand outstripping 
domestic supply. But first, more 
LPG can be recovered from our 
own fields. A number of plants on 
the drawing boards are on the 
fringe edges of becoming economi- 
cally feasible and a slight increase 
in the net-back at the plants would 
bring them to reality. Three trends 
should help improve the net-back: 
1) Increased low-cost underground 
storage will minimize, if not elimi- 
nate, summer distress sales; 2) 
Increased use by utilities of sum- 
mer-purchased propane for peak 
shaving will help maintain the 
summer price; and 3) Increased 
underground storage will make it 
possible to sell a higher percentage 
of total sales to higher priced 
domestic markets. 2 








In-transit oil contamination 


C. W. MULLINS © Skelly Oil Co. 


One of the most popular 
articles in BPN last year 
was “Getting Rid of Oil and 
Gum Deposits” by Harry 
W. Black, chief chemist at 
Lone Star Gas Co. (May, p. 
121). Now, another author- 
ity has publicly pinned down 
the same culprit. 


VER since LPG was introduced 

as engine fuel back in the 
1930’s, the industry has been 
hounded by the problem of impuri- 
ties in the product. This con- 
tamination, in practically all 
cases, has been an oily residue that 
collects in the fuel heat exchanger 
(or converter) and_ regulators, 
principally in the secondary regu- 
lator. The results are sluggish 
operation, loss of power, poor 
idling, and fuel waste. 
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In August, 1958, an Oklahoma 
industrial firm was experiencing 
excessive down time on a large sta- 
tionary engine, due to oil accumu- 
lations in the intake manifold and 
regulators. After considerable 
study, it was surmised that the oil 
was being extracted from a 1000- 
ft, 44-in. hose supplying fuel to the 
engine. 

A 100-ft. section of the hose was 
brought to the plant for research. 
After only 210 gal. of fuel had 
passed through it, and had been 
allowed to evaporate, enough oil 
had accumulated to allow a sample 
to be collected. This degree of im- 
purity was surprising, considering 
the hose had been in operation 24 
hours a day for five months. 

As soon as these tests were com- 
pleted, orders were placed with five 
major rubber hose manufacturers. 
Each hose was tested by passing 
100 gal. of propane through it. The 
results were amazing. Every hose 


leached a large amount of oil, some 
as much as one pint. 

Each manufacturer was given 
data from the tests on his hose. 
None was surprised that the hose 
was leaching, but all were con- 
cerned that the degree was suf- 
ficient to produce inoperative con- 
ditions in carburetion systems. 

Most hose manufacturers use an 
oil-impregnated neoprene compound 
to mold the inner-liner. Where an 
oil-resistant hose is desired, the 
neoprene is soaked in oil before 
molding to absorb sufficient oil to 
prevent swelling when placed in 
contact with oil products. Thus, 
“oil-resistant” hose should never 
be used for LPG if a serviceable 
substitute can be used. 

All five manufacturers immedi- 
ately set up research programs and 
two have so far submitted test 
lengths. One is not ideal, but is 
much improved. The other is now 
under test. The manufacturers are 
now very close to the production 
of a hose that will substantially re- 
duce contamination. a 


Planning for mined storage 


S. E. SCISSON « Fenix & Scisson 


Like pipelines, underground 
storage is becoming a more 
important part of the dis- 
tribution pattern every year. 
Where salt cavities, the type 
of formation in which stor- 
age can be obtained most 
cheaply, are not available, 
mined caverns are becoming 
more numerous. S. E. Scis- 
son’s firm excavated the first 
such cavern, and has con- 
structed 26 of the 29 now in 
existence. 


er tee has found that mined 
underground storage caverns 
are extremely useful in the produc- 
tion, transportation, marketing, 
and utilization of LPG. How satis- 
factory and how useful they have 
been is indicated by the fact that 
there are now 29 mined caverns, 
either completed or under construc- 
tion, with a total capacity of nearly 
five million barrels. 
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This new type of storage in only 
ten years has proven to be so eco- 
nomical, safe, and practical that it 
is now considered by the petroleum 
industry and regulatory authorities 
to be a conventional means of stor- 
age. 

The rock in which LPG is 
stored must be impervious, massive 
enough to allow the excavation of 
a cavity, structurally sound, and 
inert in the presence of the prod- 
uct. 

Extremely sensitive and reliable 
methods of testing formations 
through pressure tests at core holes 
have been developed. Proper in- 
terpretation of these tests, along 
with laboratory tests and visual 
examination of the cores, results 
in reasonable evaluation of the suit- 
ability of the rock for storage. 

Generally, a pressure in excess 
of one lb per ft of depth is re- 
quired to fracture a rock forma- 
tion. Therefore, a minimum depth 
of one ft per lb of anticipated op- 
erating was established as the in- 
dustry standard. Generally, caverns 
operate at less than 150 psi, but a 


minimum depth of 200 ft has been 
adhered to. 

Nature seldom leaves perfect 
rock, and pressure grouting to 
make a satisfactory seal in rock 
fractures is both difficult and ex- 
pensive. Therefore, it is common 
practice to locate caverns at suf- 
ficient depth (300 ft) below the 
water table to cause a hydrostatic 
pressure that will be greater than 
the pressure of the product. Thus, 
any leaking would be into—rather 
than out of—the cavern. 

Broad areas are tentatively clas- 
sified as favorable for mining 
caverns. Although there are two 
large unfavorable areas (in the 
South, and in the Southwest and 
West) all but two states (Louisi- 
ana and Florida) are believed to 
have at least some suitable area. 

Costs depend upon labor rates, 
plant facilities available, size of the 
cavern, geologic conditions en- 
countered, and many other factors. 
(Plant facilities include terminal 
installations, dehydrators, fraction- 
ators, loading racks, land, etc.) 
Most of these items vary consider- 
ably from place to place, but the 
cost of the cavern, excluding land 
and plant, can be approximated. 


Some of the costs are indepen- 
dent of cavern capacity. On the 
average, they total up to approxi- 
mately $350,000: $25,000 for 
geologic studies and testing; $100,- 
000 for mine shaft, including seal- 
ing; $100,000 for auxiliary drilled 
holes, piping, etc.; $75,000 for 
pumps, valves, gauges, and similar 
equipment; and $50,000 for mine 
development. 

Excavation costs depend largely 
upon labor costs in the area. For 
illustrative purposes, we can as- 
sume that they’ll be $3 per bbl. 
Thus, for a 100,000 bbl capacity 
cavern, excavation costs would be 
$300,000. Adding this to the fixed 
costs of $350,000, we get a total 
of $650,000 or $6.50 per bbl. For a 
200,000 bbl cavern, the total would 
be $950,000 or $4.75 per bbl. For a 
400,000 bbl cavern, the figures 
would be $1,550,000 or $3.88 per 
bbl. 

An average 200,000 bbl cavern 
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Three NGAA papers (cont) 

will require about 19 months from) 
start of preliminary studies to —_ 
pletion. 

Operating losses generally are) 
negligible. The usual procedure is | 
to remove only the liquid, leaving 
a permanent vapor inventory. Dur- 
ing the first filling operation, there 
is a waste of less than one-half per| 
cent in purging the cavern. After} 
this, the cavern should normally be) 
filled and emptied with losses about | 
identical to those for comparable | 
aboveground storage, again one-| 
half per cent. 

Most underground storage is lo-| 
cated near producing plants since | 
salt cavities that can be washed out) 
cheaply are frequently close at | 
hand. Other plants, located where} 
salt is not available, have found| 
mined storage desirable. Such| 
storage smooths out peaks and val-| 
leys of demand against more or| 
less constant production, and also | 
aids in economically scheduling 
transportation facilities. Many| 
companies have found that storage | 
equal to 30 to 60 days production 
can satisfactorily smooth out the! 
entire year’s operation. 

Each refinery is a separate prob-| 
lem, but generally underground | 
storage—primarily for butane—is| 
profitable when equal to three}! 
times the daily crude oil capacity. 

Distribution terminals now have} 
sufficient storage to take care of | 
most summer surplus LPG. Now} 
the goal is to provide sufficient | 
storage to assure customers that} 
the product will always be avail- 
able and to give flexibility and bet- 
ter utilization of company shipping | 
facilities. Mined storage is a natu- 
ral, since suitable locations can be 
found in most parts of the country. 
Many of these terminals, in addi- 
tion to serving a local market, also 
provide in-transit storage. 

Barge and ship terminals will| 
probably require several under- 
ground caverns in the next few 
years, since they have proved suit- 
able for storing water-transported 
product. Ss 
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AVAILABLE ON 
CONVENIENT LEASE 
TERMS 


...to help you 
expand your 
service for 
bigger and better 
LPG business 
opportunities. 

. ». Count on 
Weatherhead for 

“‘cylinder-a-bility”’ 

- ». count on leasing 
to make it 
work for you 
right now! 





THE WEATHERHEAD COMPANY 
LP-Gas Equipment Division 
Cleveland 8, Ohio 


WARRANTY 
PROTECTION ON 
ALL WEATHERHEAD 
LP-GAS PRODUCTS 


SINCE 1919...WEATHERHEAD OW) The Mark of Quality 








SWI predicts LPG will power 
diesel locomotives 


Tests conducted (but not yet 
completed) by the Southwest Re- 
search Institute indicate that the 
“use of LPG in combination with 
a dual injection system to power 
diesel locomotives is economically 
desirable and technically feasi- 
ble.” 

The announcement by' the San 
Antonio (Texas) institute admit- 
ted that there were still some de- 
sign problems to be overcome in 
the mechanical development of the 
injection system. 

Southern Pacific Co. is sponsor- 
ing tests as a part of its over-all 
fuel research program to find al- 
ternate fuels. Both natural gaso- 
line and propane have been inves- 
tigated, but the price of the former 
is too high, according to the insti- 
tute. 

SWI reported its most success- 
ful results were obtained by using 
a dual fuel system in which liquid 
propane was injected and ignited 
by a pilot charge of diesel fuel. 
Special pistons were installed to 
lower the compression ratio from 
16:1 to 15:1. Injection equipment 
was mounted on the cylinder, and 
special injection pumps for each 
cylinder were mounted and oper- 
ated by a cam driven from the end 
of the crankshaft. 

To start the runs, a tank pres- 
sure of 200 psig was used for de- 
livering propane to the injection 
pumps. The propane tanks were 
pressurized as required by bleed- 
ing in high-pressure nitrogen. 


Method developed for 
odorizing vapor in tank 


A new method of vapor odori- 
zation in LPG cylinders or tanks 
was the subject of a paper by 
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Propane-filled cylinders, manufactured by Lee Cylinders Division of Golay & 
Co. Inc., are being loaded onto this Dodero Steamship Lines vessel for delivery 
in Argentina. The foreign customer is Gas del Estado ENDE, Buenos Aires. 
Lee Cylinders will manufacture a total of 40,000 100-lb cylinders for the com- 
pany. Liquilux Gas Services, Houston, filled the cylinders and delivered them 
to the Port of Houston for deck loading, and Shell Oil Co. supplied the 


propane. 


Jose Baraquiel Calva, president 
of J. B. Calva & Co., Minneapolis, 
at the June meeting of the Inter- 
national Congress of Instituto 
Mexicano de Ingenieros Quimicos 
and the American Institute of 
Chemical Engineers, in Mexico 
City. 

“From the point of view of 
thermodynamics, the odorization 
of a vapor as such is the only cer- 
tain way of insuring the presence 
of a predetermined amount of 
odorant in the mixture,” declared 
Mr. Calva. “In other words, the 
odorizing agent should be mixed 
with the gas rather than with the 
liquid.” 

The process consists of the use 


of high molecular weight odor- 
ants having a_ suitable vapor 
pressure. The odorant is used in 
conjunction with a cartridge hav- 
ing a capillary structure, which 
acts as a reservoir for the odor- 
ant. The cartridge is small and 
designed to be inserted into a 
suitable fitting in the gas line be- 
tween the cylinder and the pres- 
sure reducing valve. The gas line 
has one or more holes through 
which the gas released from the 
cylinder flows. In passing through 
these holes, the propane vapor 
picks up the odorant’s vapor. The 
amount picked up is controlled by 
the vapor pressure of the odorant 
and the design of the cartridge. 
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REA budget may get 
$50 million boost this year 


The Rural Electrification Ad- 
ministration may get a $50 million 
present for its 25th anniversary 
this year. 

Congress, dominated by pro- 
REA lawmakers, is about to boost 
President Eisenhower’s budget for 
the agency by adding a $50 million 
“contingency” fund to the electric 
power program to make sure any 
co-op which might possibly need 
money gets it. 

This would be on top of $110 
million in new money asked by the 
President and another $110 in 
funds appropriated for the current 
year but unspent. The REA thus 
would have some $270 million to 
lend in the new fiscal year start- 
ing July 1. The agency was able 
to lend only $245 million in the 
current fiscal year. 

Justification for adding the $50 
million (the lawmakers would give 
the telephone program a similar 
bonus appropriation) is that REA 
will have some $235 million in loan 
applications pending, and receive 
another $217 million during the 12 
months. Because of time lag, deni- 
als, partial approvals, and amended 
applications, REA officials don’t 
believe they’ll be able to pass out 
all that Congress would provide. 

The huge dollar volume of REA 
power loan applications —at two 
per cent interest—points up again 
the need for changes in the pro- 
gram. At present, some 97 per 
cent of all farms are electrified, 
and about 80 per cent of all the 
new power capacity put in place 
is for urban or industrial, rather 
than farm, applications. 


Supreme Court rules co-ops 
covered by anti-trust law 


Cooperatives are now subject to 
the same anti-trust prohibitions 
against monopoly actions that reg- 
ulate private firms. 

The U. S. Supreme Court 
stripped the old cloak of anti-trust 
immunity from the co-ops by rul- 
ing that a co-op violates the law if 
it lessens competition by buying 
up another firm, or if by itself 
through other actions attempts to 
monopolize a market. 

Involved was the purchase of a 
milk distributing firm by a dairy 
farmers’ co-op. Congress has twice 
passed laws specifically permitting 
farmers to band together to sell 
their goods or buy supplies 
through co-ops (which can be ex- 
tended to combines of non-farmers 
now). 
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When you buy from PURE, your own 
brand name is backed up with what 
we call the “sure’’ in PURE. Here’s 
why it will help your business: 


@ You buy direct from PURE, producer of its own 
LP-Gas. And our production is increasing! 


@ You buy a product with rigidly controlled quality. 


@ You’re assured of a constant source of supply from 
PURE’s huge underground storage facilities. 


@ You get dependable, on-time delivery by PURE’s own 
tank car fleet, and by transport trucks. 


@ You sell these product-supply features and services 
under your own brand name, without 
competition from PURE. 


For all the facts about why you can be sure with PURE 
LP-Gas, just call or write the Pure Oil office nearest you. 





The Pure Oil Company, 35 E. 
Wacker Drive, Chicago 1, IIli- 
nois ¢ Worland, Wyoming, Box 
38 ¢ Minneapolis, Minnesota, 
825 Thornton Street, SE ¢ Fort 
Worth, Texas, Fair Building, 
Box 2107. 





But the high court ruled that 
the right to band together, which 
is denied small businesses in simi- 
lar circumstances, does not “im- 
munize cooperatives engaged in 
competition-stifling practices from 
prosecution.” 

The government had charged the 
dairy co-op with attempting to in- 
terfere with truck shipments of 
non-members, boycotting non-mem- 
bers to compel membership, and 
compelling a dairy to buy only 
from the marketing co-op. The 
purchase of a retail dairy concern 
was a separate offense, the high 
court ruled. 


Viking LP-Gas Pump 


SAVE YOU MONEY 


INCREASES CAPACITY 


The antitrust exemption oper- 
ates only when a co-op is carrying 
out its legitimate aims. Attempt- 
ing to force prices up, gain a mo- 
nopoly, or destroy competition 
aren’t included in that aim, the 
court said. 


Air conditioned school 
experiment in Florida 


Can an air-conditioned school be 
built for the same cost as a non- 
air-conditioned school? It can cost 
less, according to first indications 
from an experiment now in prog- 
ress in Florida. 


You are assured of full, maximum pump capacity when 
you use a return-to-tank valve-equipped Viking, installed 
with full size piping and excess flow check valve. 


PROLONGS PUMP LIFE 


For still longer life, all Viking 200 series LP-Gas pumps 
are equipped with *automatic positive pressure lubrication 


feature on the idler gear bearing. 
*Patent Pending 


CUTS MAINTENANCE 


All Viking LP-Gas Pumps are built with the famous Viking 
““gear-within-a-gear” principle, O-ring seals and mechani- 


cal seal. 


This means less maintenance all the way. 


For complete information, send for Catalog HB 





VIKING PUMP COMPANY 


Cedar Falls, lowa, U.S.A. 
In Canada It’s “ROTO-KING” Pumps 
See Our File in Butane-Propane Catalog 
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For your safety—ail pumps carry 
this Underwriters marker 





The Pinellas County School 
Board is building two junior high 
schools which are virtually identi- 
cal in size, materials, and other 
respects. The one big difference is 
that one is designed specifically 
for air conditioning while the 
other will take advantage of pre- 
vailing breezes with help from ex- 
haust fans and a spread-out floor 
plan. Different architects were 
used for two schools, but the same 
consulting engineering firm was 
employed for both and every effort 
was made to insure a fair test. 

Although the base bid for the 
air-conditioned Oak Grove school 
was made five months later than 
for the non-air-conditioned Pinel- 
las Park school and construction 
costs had definitely increased in 
the interim, the bid for the air- 
conditioned school was $1849 less. 

Considerably greater savings are 
expected within one year when 
both schools are enlarged from 16 
to 32 classrooms. At Oak Grove, 
the gas boiler and piping are sized 
for 32 rooms and the air condi- 
tioning compressors are _ believed 
adequate for eight new rooms. At 
Pinellas Park, such is not the 
case, since several residential-type 
gas furnaces serve adjoining class- 
rooms. 

The school board is not merely 
interested in first costs, but is 
planning a detailed comparison of 
operating expenses, attendance, in- 
creased use of school facilities and 
educational effectiveness. 

The particular significance to 
gas interests is that if air-condi- 
tioned schools can be built some- 
what cheaper where the air condi- 
tioning load is heavy and the heat- 
ing load is light, they should be 
much cheaper where the air condi- 
tioning load is light and the heat- 
ing load is heavy. 


AGA reports on high recovery 
table-top water heater 


The design of an experimental 
30-gal. table-top gas water heater, 
having a normal recovery rate 
twice as fast as contemporary 
models, is described in research 
report No. 1311, issued by the 
AGA Laboratories. The prototype 
heater is described as having an 
input of 40,000 Btu per hr and 
heating 33.6 gal. of water per hr 
through a temperature rise of 100 
deg. F. 

The report also gives the results 
of a three-year test of corrosion 
on two specially designed, 30-gal. 
galvanized high-recovery water 
heaters with inputs of 60,000 Btu 
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per hr. Results indicate that tank 
corrosion was no greater in the 
experimental heaters than in con- 
ventional galvanized tanks with 
much lower inputs. “Design and 
Performance Characteristics of 
High Recovery Gas Storage Water 
Heaters” is available for $1 from 
the AGA Laboratories, 1032 E. 
62nd St., Cleveland 3, O. 


AGA analysis indicates sale 
of 57/2 million appliances 


A market analysis recently con- 
ducted by AGA’s Bureau of Statis- 
tics revealed that sales of gas- 
fueled appliances and residential 
equipment can rise to 574 million 
during the next five years, with ac- 
celerated product development and 
sales promotional effort. 

The estimates of sales potentials 
were arrived at by the considera- 
tion of projection of residential 
construction rates, acceptance of 
gas appliances in new housing, age 
and replacement rates in the num- 
ber of gas and competitive appli- 
ances in use. Also taken into ac- 
count were the effects of the 1959 
steel strike, new gas appliance 
growth patterns, and the demand 
for additional heating units in 
homes not served by central heat- 
ing systems. 

AGA estimates that 18 million 
water heaters, 13.3 million ranges, 
10.1 million space heaters, 7.4 mil- 
lion central heating units, 5 million 
clothes dryers, 3.3 million floor and 
wall furnaces and 300,000 gas in- 
cinerators can be sold in the period 
ending in 1964. 


Booklet explodes myth 
of electric superiority 


In its Dealer Sales Aid program, 
the National LP Gas Council offers 
a booklet titled “Confessions of a 
Twice Fooled Wife.” It explodes 
the myth of electric superiority for 
home cooking and heating. All 
booklets will be imprinted at no 
charge and the minimum order is 
500 at three cents each. Write the 
National LP Gas Council, 1515 
Chicago Ave., Evanston, III. 


Underground cavern holds 
250,000 barrels of LPG 


Excavation is underway on a 
second underground storage cav- 
ern for LPG in Wood River (IIl.) 
Refinery’s east property. The cav- 
ern will be mined 400 ft below the 
earth’s surface and provide space 
for 250,000 barrels of LPG. The 
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“Taking advantage of the ‘breaks’ 
in business is often the difference 
between break-even and solid profit 
— and Union Texas Natural’s back- 
ing and interest in us as a dealer 
for over 12 years has many times 
given us these special opportunities.” 


11551 Harry Hines Blvd., Dallas, Texas 


“From their headquarters officials on down the 
line, the whole Union Texas Natural organization 
is interested in our continued success and we can 
always depend on their dealer prices 
and quality keeping us ahead of the 
competition in the Dallas area.” 


OPPORTUNITY 


— with Union Texas Natural means 


Your product is always the most improved on the market 


Your delivery requirements are always met on time .. . as 
ordered 


Your individual problems always receive prompt, efficient 
attention 


And, that you are associated with a progressive company 
dedicated to helping your business grow. 


Ask a Texgas representative 

to explain the opportunities 

for you with Union Texas 

Natural . . . the company 

that makes the “breaks” 

that mean more profit for 
> you! 




















UNION TEXAS NATURAL GAS CORPORATION 


ENTERPRISE BUILDING TULSA OKLAHOMA 





shaft of the cavern is 42 in. in di- 
ameter. Mining equipment is 
taken apart above ground, lowered 
to the bottom of the shaft and re- 
assembled for mining operations. 

The facility will have one main 
shaft and three auxiliary shafts. 
Drifts in the cavern, 25 ft wide 
and 30 ft high, will encircle a 40 
ft sq pillar of limestone, and be a 
maximum length of 285 ft. 

The first storage cavern, which 
holds half a million barrels of 
LPG, was started in late summer 
of 1959 and is over 75 per cent 
complete. The two caverns are 
separated by an 800-ft wide wall 
of limestone. 


Commission may re-zone to 
permit propane storage 

The City Planning Commission, 
Fredericksburg, Va., recently gave 
its backing to zoning law changes, 


permitting a bottled gas storage- 
and-sale business, which is to be 
operated by Standard Oil Co. The 
Commission recommended that the 
zoning ordinance be amended to 
allow wholesale storage of petro- 
leum products, now banned every- 
where in the city, and that the site 
be re-zoned to be in the industrial 
district. Standard wants to store 
liquid propane gas in ten 1000-gal. 
above-ground storage tanks. The 
zoning changes, which still face a 
public hearing and approval by 
Council, were requested by the 
property owner. 
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[NEWS BRIEFS. 


The American Home Laundry Man- 
ufacturers’ Assn. reports that 35,659 
electric dryers and 17,554 gas dryers 
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Representatives 
of the LPG in- 
dustry, being in- 
terviewed by 
Don McNeill 
(center) on his 
Breakfast Club 
radio program, 
are Frank T. 
Carpenter LP- 
Gas Council 
president and 
Miss __Interna- 
tional LP-Gas. 
The _ interview 
took place dur- 
ing the _ recent 
LPGA _ conven- 
tion. 


were sold during April. From March 
1960 to April 1960, electric dryer 
sales decreased 41 per cent, gas dry- 
ers, 40 per cent; from April 1959 to 
April 1960, electric dryer sales de- 
creased 19 per cent, gas dryers, 26 
per cent. The decrease in sales in the 
first four months of 1960 from those 
in the first four months of 1959 was, 
for electric dryers, 8 per cent; for 
cas dryers, 6 per cent. 


According to Alabama’s State Fi- 
nance Department, bids of 14 cents 
per gal. of LPG were obtained for the 
coming 12 months. The LPG is used 
primarily for highway property and 
state prison camps. 


The third section of the fourth edi- 
tion of the Welding Handbook was 
recently published by the American 
Welding Society. The cloth-bound, 512 
page volume contains 335  illustra- 
tions, 78 tables and a comprehensive 
index. Special welding and metal 
joining processes, as well as arc cut- 
ting are covered. Ultrasonic welding 
is a new subject to the Handbook. The 
volume sells for $9. A descriptive 
leaflet is free from the American 
Welding Society, 33 W. 39th St., New 
York 18, N. Y. 


The Nevada Liquefied Petroleum 
Board elected F. A. Martin of Reno, 
chairman at a recent meeting in Las 
Vegas, George Meyers, Lovelock, 
Nev., is vice chairman and Glen 
Brenner, Las Vegas, is_ secretary- 
treasurer. George M. Hale is inspec- 
tor on a full-time basis. 


A major joint venture in the pro- 
duction and marketing of petrochemi- 
cals was announced by El Paso Natu- 
ral Gas Co. and Rexall Drug and 


Chemical Co. The venture includes 
new plants to begin producing ethy- 
lene, propylene, conventional poly- 
ethylene, linear polyethylene and 
polypropylene early in 1962. Olefins, 
polyolefins and chemicals will be pro- 
duced at plants in Odessa, Texas. Ini- 
tial capacity of the olefin plants will 
be in excess of 200 million lb per year 
and the combined capacities of the 
polyolefin plants will be in excess of 
150 million lb per year, the companies 
announced. 


The new edition of “The Engineer- 
ing Index,” a guide to the current 
technological literature of the world 
for 1959, is now available. It contains 
30,000 annotations selected by editors 
who review articles on engineering 
methods and concepts in every phase 
of the economy. The information is 
indexed under 249 divisions of engi- 
neering. A catalog which outlines the 
coverage of these divisions is free 
upon request. The subscription price 
of $70 includes a card service on li- 
brary cards, which provides prompt 
information and gives the subscriber 
a choice of those divisions in which 
he is interested. 


The 60th anniversary of Canadian 
Meter Co. Ltd. was celebrated re- 
cently in Milton, Ont., by Canadian 
gas industry officials and officers and 
directors from the American Meter 
Co. John W. Ostler, president of Ca- 
nadian Meter predicted that commer- 
cial and residential use of natural gas 
in Canada would triple during the 
next decade. Reporting on expansions 
at Milton, and Edmonton (Alta.) 
plants, Ostler said the program will 
provide improvements in operating ef- 
ficiency and gas measurement quality, 
beneficial to the entire gas industry. 


William E. Johnson, executive vice 
president of Rogers Cartage Co., Chi- 
cago, was elected president of Na- 
tional Tank Truck Carriers Inc. at the 
12th Annual Convention in San Fran- 
cisco, May 10. Merle Imus, vice pres- 
ident-bulk service commodities, Con- 
solidated Freightways, San Mateo is 
first vice president for the West. Sam 
E. Carpenter, president of Earl Bray 
Inc., Cushing, Okla. is vice president 
for the central states. Re-elected offi- 
cers are W. F. Crossett, eastern vice 
president; Willard L. Lemon, trea- 
surer; and C. Austin Sutherland, sec- 
retary. 


Margate Manufacturing Co. has 
moved its offices and plant to 215 N. 
Decatur Ave., Margate, N. J. 
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BACKGUARDS WITH 
INTERCHANGEABLE 
COLORS 


ONE-PIECE 
“UNI-WELD”’ 
CONSTRUCTION 





SAME TOP QUALITY 
CONSTRUCTION 
ON ALL MODELS 


FREE 
FLOOR PLAN 








LIFETIME BEAUTY 
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GENEROUS CO-OP 
ADVERTISING 


Smooth. Quiet. Wear-free. That's the Corken Coro-Flo in action. And so 


long-wearing you'll say it has nine lives. 


Choose the model to fit your exact needs, from the C-9 or C-10 with %4 


3 


H.P. motor, to the heavy duty C-14 with 3 H.P. motor. 


Write for the New 
Coro-Flo Bulletins 
VF-100 and VF-102 
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RUST-PROOF 
PORCELAIN FINISH 
INSIDE AND OUT 


Get full details on 
the Enterprise range 
line... your money- 
maker with the fea- 
tures that SELL! Write 


for new 1960 catalog! 


Stufeline 
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PHILLIPS & BUTTORFF 
CORPORATION 


Nashville, Tennessee . . . Since 1858 














PRODUCTS 


FISK TANK TRAILER 
ONE-MAN HYDRAULIC 


The only true "one man" tank 
trailer on the market. Hydraulic 
system does all the work—saves 
muscles, time and money! 
Frame adjustable to tank inngth. 
Transports up to 1260 w.g. 
Priced within your reach. Pro- 
vides safe, fast highway travel. 
Accessories available. Simple 
to operate, maintain. 


NEPTUNE LP-Gas METERS 


Neptune Red Seal Liquid Meter 


Liiquid metering speeds handling—gives you 
an accurate record of product dispensed. 
Stops losses from fraud and over-measure. 
Builds customer good will. No extras to buy 
—three models cover every need. Ask about 
Neptune Blue Seal Vapor Meters. 


NEW! CORKEN “CORO-VANE” 
TRUCK PUMP 


Provides 30-50 
g.p.m. dependent on 
meter capacity. 
Quickly, -easily  in- 
stalled to present 
piping, power take- 

off. Ductile iron 

body with built-in 
relief valves, flanges. 
Repairs, without re- 

moval from truck, 

made in 30-60 minutes. Plastic vanes give 
quiet, trouble-free operation. 


ALSO CORKEN "'CORO-VANE"' STATIONARY 
PUMPS 
Write for Fine LP Cataleg 


JIHE PRODUCTS CO. 
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Exclusive national and international 
distribution rights have been obtained 
by Utility Appliance Corp., Los An- 
geles, for Gaffers & Saililer Char-Glo 
home cooking products. The indoor- 
outdoor charcoal broiling units are 
manufactured by the Joe Del Francia 
Co. Ine., Los Angeles, and will be dis- 
tributed through the Gaffers & Satt- 
ler Product Division of Utility Appli- 
ance. Utility manufactures cooking 
appliances, water heaters, furnaces, 
air coolers and refrigeration units 
marketed under the Gaffers & Sattler 
brand name. 


Dixie Products Inc. designed and 
manufactured two Mayflower gas 
ranges exclusively for R. H. Macy Co. 
They were introduced to the public 
May 4. Both ranges have a giant 
griddle that can be a fifth burner, au- 
tomatic oven and window lighting, 
surface illumination and outlets for 
small appliances. 


F. W. Dwyer Manufacturing Co., 
manufacturer of low differential pres- 
sure gauges and controls, announced 
construction of its new headquarters 
and plant in Michigan City, Ind. The 
new facilities are being built to sup- 
ply the increasing demand for the 
company’s products. Totaling over 
23,000 sq ft, the building will be two- 
and-one-half times larger than the 
present plant. Completion is scheduled 
for August 1, 1960. 


Bendix Aviation Corp., changed its 
name to The Bendix Corp., effective 
June 1. 


DEALERS |] 


Pyrofax Gas Corp. has recently 
opened three bulk filling plants—one 
in Flora, Ind.; one in Wisconsin Rap- 
ids, Wisc.; and another in Deerwood, 
Minn., announced Walter A. Naumer, 
president. This brings the number of 
Pyrofax Gas cylinder filling and bulk 
plants serving 650 distributors in 28 
states and Canada up to 123. 


City Gas Co. of Florida moved into 
new headquarters at 944 E. 25th St., 
Hialeah, Fla., last month. All City 
Gas’ board members were re-elected 
at the recent annual meeting. The 
utility declared 30 cent dividends, pay- 
able quarterly at 7% cents, plus a 
four per cent stock dividend payable 
to stockholders of record March 15, 
1961. 


After a year of degree day system 
experimentation in Uregas’ Moberly, 
Mo. plant, the company plans to in- 
stall the system in all its plants. This 
method of delivery proved that more 
customers could be handled and ser- 
viced properly, using the same equip- 
ment. Uregas had no “out-of-gas” 
calls this past winter, in spite of 
severely cold weather, due to the 
accuracy of the degree day system. 


Suburban Gas of Cortez, Inc., Den- 
ver, filed articles of incorporation, 
listing $49,000 capitalization. Subur- 
ban will deal in any property in- 
cluding liquid, gaseous and solid 
fuels. Incorporators-directors are 
R. C. Harris, M. A. Nelson and R. R. 
Spears. 


Fuels, Inc., 102 Main St., Clovis, 
N. M., was recently chartered by the 
state corporation commission to dis- 
tribute LPG. The business is incor- 
porated by Betty Jean Damon, Ben 
Clark and Clara W. Clark. 


Allen Butane Gas Co.’s 23rd anni- 
versary was marked by its move to a 
newly-remodeled retail store at 108 S. 
Crockett, Sherman, Texas. Over 100 
prizes, valued at $1500 were given 
away at daily drawings during the 
open house celebration, from May 18- 
22. The new store enables Allen to 
display all appliances, so comparisons 
may be made by customers. 


Owner of Ruidoso Gas Co., Joseph 
S. Hawkins, recently opened the new 
El Paso Service Station in Palmer 
Gateway, N. M. He plans to install 
tanks of LPG for servicing converted 
vehicles. 


Ideal Gas Co., Baker, Ore., was 
acquired by California Liquid Gas 
Corp., effective May 1, from the for- 
mer owner, Milton Jackson, Nyssa, 
Ore. 


A sales aid for home builders is in 
the form of a Builder’s Model Home 
Package, available to dealers of Jani- 
trol Heating and Air Conditioning. 
The package contains eight two-color 
hardboard cards. Four show benefits 
of “conditioned living” through the 
home. The others, one for heating, one 
for year-round heating and cooling, 
one for placement near the thermo- 
stat—to bring the system “out of the 
basement” and a “welcome” card for 
the house entrance. 


ges hit 
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CALENDAR 


1960 


July 17-19—Colorado LPGA Convention 
—Boulder, Colo. 


July 24-26—Alabama LPGA Conven- 
tion—Grand Hotel, Point Clear, Ala. 


August 7-9—New Mexico Convention 
and Trade Show—Albuquerque, N. M. 


August 14-16—Kentucky LPGA Conven- 
tion—Kentucky Hotel, Louisville, Ky. 


August 21-23— Idaho, Nevada, Utah 
Tri-state Convention and Trade Show 
—Shore Lodge, McCall, Idaho. 


September 1 1-13—Florida LPGA Annual 
Convention — Hotel Robert Meyer, 
Jacksonville, Fla. 


September 12-13—North Carolina LPGA 
Annual Meeting—Sir Walter Hotel 
Raleigh, N. C. 


September 13—Pennsylvania LPGA An- 
nual Convention— Holiday Motor 
Motel, Mechanicsburg, Pa. 


September 16-17—Wisconsin LPGA Fall 
Convention, Maxwelton Braas Coun- 
try Resort, Bailey’s Harbor, Wisc. 


September 18-19—Virginia LPGA An- 
nual Convention—John Marshall 
Hotel, Richmond, Va. 


September 21-23—PCGA Annual! Meet 
ing—Westward Ho Hotel, Phoenix 
Ariz. 


September 22-23—lowa LPGA Conven 
tion—The New Inn, Lake Okoboji, 


lowa. 


October 10-12—American Gas Associa 
tion Annual Convention — Atlantic 
City, N.. J. 


October 11-12—Northeast LPGA Con- 
vention—Ambassador Hotel, Atlantic 
City, N. J. 


October 17-21—48th Annual Nationa! 
Safety Congress. Sessions on indus 
trial safety scheduled for the Conrad 
Hilton, Pick-Congress, Sheraton 
Towers, Morrison and LaSalle Hotels; 
traffic safety, Pick-Congress; commer 
cial vehicle and transit safety, La 
Salle: farm safety, Palmer House; 
and school and college safety, Hamil 
ton Chicago, Ill. 


1961 


February 13-16—American Society of 
Heating Refrigerating and Air Con 
ditioning Engineers, Inc—Semi An 
nual Meeting and Exposition, Chi 
cago, Ill. 


April 13-15——-Western Liquid Gas As 
sociation Convention and Trade Show 
—Hotel El Dorado, Sacramento, Cal. 
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Hilde is years ahead! 


Vent- ©) -magic 


A.G.A. APPROVED 


17,500 BTU RATING 


NO 
CHIMNEY 
NEEDED! 


WE HELP YOU sa Went- -magic — ASK FOR DETAILS 


Ask for Bulletin No. 917 





“America’s Finest Since 1846” 


for natural © manufactured © mixed © LP-gases 


THE — FOUNDRY & MANUFACTURING COMPANY 
STEUBENVILLE, OHIO 





na, READERS: Serv, 


1° 10nd me by wthes satermation ot, 
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For further information on any items in 


this section use the convenient Univac 


Readers’ Service postcards on pages 85, 86. 


New Products and 


Signs operated by 
natural or L.P. gas 
Circle 1 on Readers’ 


Completely natural or L. P. gas- 
operated signs come in four size 
series. Two are rectangular models 
with six and ten mantles, one is 
circular with seven mantles and 
the other square with three man- 
tles. The “gasigns’” (GEC 550) 
can be post or wall bracket mount- 
ed. The user’s message is carried 
on two highly tempered, frosted, 
glass side panels. Arkla Air Con- 
ditioning Corp. 


Service Card 


Trailer gas range 

awarded "Blue Star" 

Service Card 
For mobile home kitchens, this 

30-in. Dixie gas range is the first 

to be awarded the AGA “Blue 

Star.” The range (GEC 240) meets 

all the new mandatory AGA stand- 

ards. Dixie Products Inc. 


Circle 2 on Readers’ 
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Free Literature 


Moving parts eliminated in 
frost-free gas appliance 

Circle 3 on Readers’ Service Card 

This combination gas refrigera- 
tor-freezer (GEC 690) offers two 
appliances in one. Each is individ- 
ually insulated and refrigerated 
and both are frost-free. The thin- 
wall design with urethane foam in- 
sulation, gives 35 per cent more 
food storage than other comparable 
models. It has no moving parts and 
is protected by a safety shut-oif. 
Whirlpool Corp. 


Suspended heaters provide 
infra-red spot heat 

Circle 4 on Readers’ 

Overhead heaters that provide 
quick infra-red spot heat can be 
used in many ways, both industrial 
and commercial. No fans, motors or 
limit switches are used. The heater 
(GEC 410) weighs 32 lb, inputs 
range from 24,000 to 48,000 Btu/hr. 
The Solarflo Co. 


Service Card 


Design increases 
burner's efficiency 

Circle 5 on Readers’ 

A stainless steel burner (GEC 
080), which increases the burning 
efficiency of all gases, is in Reznor’s 
DS series gas-fired duct furnaces. 
Heat values range from 500-to-3200 
Btu per cu ft. The burner’s straight 
line shape offers minimum turbu- 
lence or restriction, resulting in 
increased burning efficiency. Reznor 
Manufacturing Co. 


Service Card 


Aerosol kit sprays 
fluorescent enamel 
Circle 6 on Readers’ Service Card 
Jet-Pak, an aerosol spray kit 
(GEC 610) for safety marking, 
uses Du Pont’s fluorescent yellow, 
vermilion, orange and red enamel. 
Spray On Products Co. 
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OPERATING AN |" Susramnex 
L.P. GAS Business | — ACCURACY 


A Handy Reference Library of 


12 Practical Booklets LOWEST COST! 


Each booklet is a collection of the best 
articles on the titled subjects which have ap- 
peared in Butane-Propane News. 15 or more 
subjects under each cover, from 48 to 64 
pages of information written by authors 
recognized for their experience in the indus- 
try and their technical know-how. 


Problems of Management 


~ 


Bulk Plant Design and Operation 


Fuel Transfer with Pumps & Compressors 


Servicing Domestic Appliances 


- 


- Consumer Bulk Systems 
Selling 


Commercial Applications 


3 
4 
5 
6. 
7 
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. Industrial Applications 


3° 


Farm Applications 


— 
ad 


Poultry Brooding and incubating 


a 
—s 
. 


Power 
- Town Plants 


Available separately or as a set 


o-ee----=--= ORDER FORM ------------- 
BUTANE-PROPANE News 


198 S. Alvarado St., Los Angeles 57, Calif. 








Please send me, postpaid, the booklets ordered below. Aluminumcase meters are light enough to 
reduce shipping, handling and setting costs; 
sturdy enough to resist impact damage through 


years of dependable, economical service. 

Your customers will like these attractive meters 
and appreciate your giving them modern, city- 
type service. And there’s an American Alumi- 
numcase meter to fit every domestic installation. 


ALUMINUMCASE AL-110-LPG METER 


For medium-sized homes with space heating or 
small commercial loads. Rated capacity 110 cfh 
propane — 5 psi working pressure. 3, 4 or %-inch 
F.P.T. connections — shipping weight 17 Ib. 


AMERICAN y 


METER COMPANY 


INCORPORATED tESTABLISHED 1836) 


I enclose $ in full payment. 
(In California add 4% sales taz.) 


] Complete set of 12 


INDIVIDUAL BOOKLETS 


] No. 1—$1.00 C] No. 
[] No. 2—$1.00 [] No. 
[1 No. 3—$1.00 C] No. 
[] No. 4—$1.00 [] No. 
[] No. 5—$1.00 
C No. 6—$1.00 


Address 


SSS SSS SS SSS SSS SSS SSS SSS SSS SSC eeeeee = 
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General Offices: Philadelphia 16, Pa. 


City & State Sales Offices in Principal Cities 
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Draft diverter protects 
burner from back drafts 
Circle 7 on Readers’ Service Card 


Picture frame cabinet design and 
decorator colors are features of the 
recessed gas wall heaters (GEC 
420) branded Desert Sun. The heat- 
ers come in both single and dual 
models, in capacities from 25,000 to 
50,000 Btu input, and are fully 
vented. A draft diverter protects 
the burner from back drafts in the 
flue. Its separate header plate saves 
on installation time. H. C. Little 
Burner Co. 
Torch cuts steel 
up to 15 in. thick 


Circle 8 on Readers’ Service Card 


This lightweight cutting torch 
(GEC 780) features a built-in pres- 
sure control system. The “Jet- 
Stream 707” has an injection-type 
mixing chamber and valve system 
which provides controlled oxygen 
application resulting in uniform 
cutting. It cuts through steel up to 
15 in. thick. Weldit Inc. 














Appliance hand truck 
converts in seconds 


Circle 9 on Readers’ Service Card 





For easy handling of all appli- 

ances, this hand truck has inter- 

Deliveries WHEN and WHERE they are needed even during hectic changeable parts. By removing or 
seasons of peak demand have established Beacon Petroleum putting on “stair rollers” and/or 
Company as the LPG supplier who PROTECTS its dealers. You can ratchets, the truck (GEC 530) is 


a verted in s ds. ight- 
be assured of the same protection when you order your Butane- ane poe Boes pn si oN eel 


Propane from Beacon. welded and has a load capacity of 
| 800 Ib. Dutro Co. 


Call, write or wire Beacon Petroleum Company for further information. 


LPG system optional 
on Ranger 40, 60 trucks 
Circle 10 on Readers’ Service Card 





Ranger 4000 and 6000 lb capac- 
ity outdoor fork trucks (GEC 530) 
ON es can be factory equipped to burn 
PETROLEUM COMPANY LPG. A 431%-lb ICC-approved gas 
P.O. BOX 2100 © PH. LUther 5-5553 @ TULSA, OKLA. tank is furnished. Clark Equipment 
Co. 
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FOR FREE INFORMATION 


about New Products in this issue... 
or to get the Trade Literature offered... 


use these time-saving READERS’ SERVICE CARDS 


Each New Product or Trade Literature item reviewed 
in this issue is numbered. To get more information 
: ‘ about items that interest you, circle the corresponding 
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“Expansion-lock" installs 
oven in 30 seconds 

Circle 11 on Readers’ Service Card 

This built-in gas oven (GEC 
240) features automatic clock con- 
trol, low temperature (140 deg.) 
thermostat, built-in rotisserie and 
a giant broiler. Operating controls 
are thermostat, automatic clock and 
timer, oven and rotisserie pilots and 
pushbutton switches. It is equipped 
with Preway’s “expansion-lock,” the 
locking process which cuts installa- 
tion time to 30 seconds. Preway Inc. 


me soot 


Hustler adapts to 
many moving jobs 

Circle 12 on Readers’ Service Card 

Especially designed to carry the 
Davis T-66 trencher, this Davis 
hustler utility trailer is adaptable 
to many transporting jobs. It has 
a 2000 lb capacity, its deck is 4 ft 
wide and 7 ft long, and has a prior- 
linco axle with torsion springs. The 
hustler is easily maneuvered along 
city streets and in driveways. Davis 
Manufacturing Inc. (GEC 530) 


Hydronic circulator 
minimizes lubrication 
Circle 13 on Readers’ Service Card 
A quiet, compact circulator 
(GEC 420) for forced hot water 
heating systems, has its pump im- 
peller attached to the motor shaft. 
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clear sailing 
through a 
storm warning! 


When a predicted storm casts its ominous threat 
over the country-side, the LPG distributor is one person 
who knows he and his customers will have smooth 
sailing through the worst weather. 
Because one glance at his Visible Master gauge assures 
him that sufficient fuel levels are on hand to supply all 
his customers’ needs. Their well-being in any kind of 
weather is mirrored in its dependable face. 
This man and the hundreds of homemakers, farmers, 
truckers and all others who depend on him know they 
can place their trust in Visible, because Visible means years 
of accurate, dependable performance . . . performance 
that has made the Taylor Visible gauge the largest selling 
LPG and NH3 float gauge in the world .. . the 
“Standard of the Industry." 


INCORPORATED 


SOUTH AKARD DALLAS 





-guarantees a longer lasting, more brilliant finish 


GAS CYLINDER 
ALUMINUM PAINT 





The circulator measures 1114 in. 
by 91% in. and has a 1/12 hp mo- 
tor. No lubrication is required in 
the pump and none in the motor 
for the first operating year. A com- 
plete line of hydronic accessories 
is available for the circulator. 
Watts Regulator Co. 


Domestic power gas burner 
converts heating units 

Circle 14 on Readers’ Service Card 

A domestic power gas burner 
(GEC 420) is designed for the con- 
version of down draft and _ hori- 
zontal-type heating units. It also 
converts units that have insufficient 
combustion area to fire necessary 
input with an atmospheric burner. 
One air adjustment automatically 
sets primary and secondary air. 
Liberty Combustion Corp. 


Seal tape prevents 
pipe thread corrosion 
Circle 15 on Readers’ Service Card 
A thread seal tape (GEC 730) 
made of teflon, forms a permanent 
seal when applied to pipe threads. 
The tape withstands acids, gases, 
steam, and temperatures from 
—400 deg F to 600 deg F. Dodge 
Fibers Corp. 


Combination unit filters, 
heats swimming pool water 
Circle 16 on Readers’ Service Card 
The Laurel Combination pool fil- 
ter-heater (GEC 860), combines 
sand and gravel filtration with eco- 
nomical gas heating of pool water 
in one compact unit. With lower 
heat input and longer heating cy- 
cles, no water is heated above 90 
deg., and lime and scale are elimi- 
nated. Lovekin Water Heater Co. 


Boiler's pressure firing 
eliminates chimney 
Cirele 17 on Readers’ Service Card 
Petro-Pac, a boiler-burner unit, 
(GEC 410) operates at 80 per cent- 
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INDUSTRIAL GAS 
BURNERS & FURNACES 


Using Only Low Pressure Gas 





— 


PIPE BURNERS for even heat distribution 


in any capacity. 


———— pe 


NOZZLE BURNERS for all capacities 
up to 144 million BTU’s. 


BENCH TYPE OVEN 
FURNACES for heat 
treating and pre-heating. 
Temperatures to 2000° F. 


for all capacities up 
to 500,000 BTU's. 
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BAldwin 3-1110 


“BUZZER” Burners & Furnaces for Heat Treating, Melting, Soldering 





plus efficiency, says Petro. It re- 
duces installation head room by 24 
inches. Design features eliminate: 
chimney or smokestack, refractory 
combustion chamber, and conven- 
tional boiler base. The output 
range of the unit is 396 to 1800 
Mbtu per hr. It supplies steam or 
hot water needs for 6,000-to-60,000- 
sq-ft buildings. Petro. 


Cooking unit needs 
26 in. counter width 

Circle 18 on Readers’ Service Card 

A compact counter-level drop-in 
gas cooking unit (GEC 240) pro- 
vides advantages of an automatic 
burner and takes only 26 in. of 
counter width. The unit makes any 
saucepan or skillet like an auto- 
matic cooking appliance. Easy to 
reach top controls are protected by 
a raised bezel. Geo. D. Roper Sales 
Corp. 


Water heater fits 
into tight places 
Circle 19 on Readers’ Service Card 
Where space is a problem, this 
Lo-Boy automatic gas water heater 
(GEC 420) will fill the bill: it’s only 
52 in. high. The heater’s tank is 
solid copper and is coated with tin; 
fittings are copper and bronze. It is 
AGA-approved and furnished for 
all kinds of gases. Alleraft Manu- 
facturing Co. Inc. 
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Liquid, safety relief valves 
Circle 20 on Readers’ Service Card 
Liquid relief and special service 

safety-relief valves are illustrated 

in a 28-page color catalog. The 
catalog carries materials and speci- 
fications charts, diagrams, sizing 
factor and capacity charts for all 
valves manufactured by Farris En- 
gineering Corp. (GEC 820) 


Two-way radio catalog 

Circle 21 on Readers’ Service Card 

Descriptions of all two-way mo- 
bile radio base station equipment 
(GEC 140) has been published in 
a catalog by Motorola. It contains 
specifications and photographs of 
indoor and outside apparatus now 
available. Motorola Inc. 


Hose reel installation guide 
Circle 22 on Readers’ Service Card 
“Efficient Hose Handling for LP- 

Gas Delivery” is the title of a bro- 

chure (GEC 290) designed as a 

selection and installation guide. The 

16-page brochure illustrates factors 
in hose reel specification, efficiency 
and safety. Clifford B. Hannay & 


Heater brochure and stuffer 
Circle 23 on Readers’ Service Card 
A brochure No. 7146 and an en- 

velope stuffer No. 7245 are avail- 

able on the Vent-O-Magic heater. 

Both pieces (GEC 420) illustrate 

the heater in natural color, and de- 

tail the operating functions of 
available models. Ohio Foundry 
and Manufacturing Co. 


Infra-red heater advantages 
Cirele 24 on Readers’ Service Card 
Principles and advantages of gas- 

fired infra-red portable heaters are 

illustrated in a four-page, two-color 
bulletin (GEC 450). Bulletin CS- 

305 also gives specifications, oper- 

ating costs and applications for the 

units. Perfection Industries. 


Five-minute safety talks 

Cirele 25 on Readers’ Service Card 

A collection of 52 safety talks 
(GEC-710) has been published into 
a book titled “Five Minute Safety 
Talks for Foremen.” The book is 
divided into sections on motivation, 
machines and tools, materials, 
movement and managing men. Na- 
tional Safety Council. 
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Ha "GJ-BOSS foz Safely! 


"GJ-BOSS" GROUND JOINT FEMALE COUPLING, STYLE X-34. 
Unequalled for strength, durability and safety on hose handling L-P 
Gas at bulk plants, on carloading rigs and other installations. All parts 
steel or malleable iron, thoroughly rustproofed. Furnished with super- 
strong “Boss” Offset and Interlocking Clamps. Ground-joint union be- 
tween stem and spud forms washerless, leakproof seal. Sizes Ya" to 6", 
inclusive. Also available in washer type, Style W-16 and companion 
“Boss” Male Coupling, Style MX-16. Stocked by Manufacturers and 
Distributors of Industrial Rubber Products. 
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GENERAL OFFICES & FACTORY PHILADELPHIA 22, PA. BRANCHE 


BIRMINGHAM «+ LOS ANGELES - HOUSTON - DIXON VALVE & COUPLING CO 
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BUTANE-PROPANE 


198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 


Keep Up with L. P. gas 
Developments Each Month 


by subscribing to 
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Name 


Firm 
Street 


City 


89 





"Reborn’ Illinois LPGA 
marks second year of progress 


ORE LPG is sold for domes- 

tic use in Illinois than in any 
other state—save one. Nine hun- 
dred dealers of all sizes and types 
are required to handle this busi- 
ness. Yet, not very long ago, the 
Illinois LPGA had only 110 mem- 
bers. 

To better live up to its huge po- 
tential, the association has under- 
gone a rather complete change in 
the last two years. It was in July, 
1958, that the group decided to 
change its arrangement with the 
National LPGA, becoming affiliated 
with it—rather than integrated in 
it. The net result was that it could 
retain enough dues money to hire 


The man hired was Donald L. 
Nickel, a college graduate (busi- 
ness administration) with a sales 
background. Nickel set up an office 
in centrally-located Springfield and 
proceeded to spend about half of 
his time traveling around the state 
promoting the association. He found 
that “nearly all’ dealers he talked 
to would join the association, once 
they’d been personally convinced 
of the benefits. With 790 dealers 
to cover, however, he’s had to en- 
list the aid of present members. 

Nickel’s “enlistment” program 
worked very well, for Illinois now 
leads all other state LPGA groups 
in growth, having scored a whop- 


its own full-time executive secre- 
tary and pursue its own program. 


ping 100 per cent increase in the 
last two years. Currently, there are 
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Watch Elgin water conditioners 
increase existing customer sales! 


Prospects... your own route list. 
Possibilities...great! LP areas are 
generally hard water areas. Potential 
...unlimited, virtually untapped. 
Everyone needs a softener, only 
some more than others. wt 

Profit...non-competitive selling F 
holds the price line, hikes profit. 
Factory support...all you need to 
succeed, including guaranties. 

LP dealers agree, “There is no 
better line, nor better time to take 
it on!”’ 

See us at LPGA Convention Booth No. N-I] 


Write for Re-sale Facts TODAY! 
Home Appliance Division 
ELGIN SOFTENER CORPORATION 
243 N. Grove St., Elgin, Illinois 


Semi-Automatic |) 
Model 60 











Fully Automatic |. 
Model 50 


gutstl 


A complete line of 
automatic, semi-automatic and 
manual water conditioners 
to soften water, remove 
rust, and filter for 
sparkling clarity. 








220 active retail members, which 
amounts to about 70 per cent of all 
bulk plant dealers in the state. 

And this group intends to keep 
right on growing. National LPGA 
this spring announced a campaign 
to get new members and set a quota 
of 51 for five-state District 6, 
which includes Illinois. Illinois 
LPGA, however, set up its own 
quota, “at least 50 per cent” of 
the entire five-state quota! 

Such ambitious plans cannot be 
carried out without good organiza- 
tion and the Illinois group has that. 
The state is divided into six ap- 
proximately equal districts. Each 
district is encouraged to form its 
own little association to promote 
good will, avoid misunderstandings 
(especially with utilities), and pos- 
sibly advertise cooperatively. Each 
district has three members on the 
state board of directors. Last fall, 
the board was increased to 21 mem- 
bers when .past presidents were 
granted a three-year director-at- 
large status. This spring, the as- 
sociation formed an advisory board, 
consisting of three representatives 
of industry suppliers. 

Illinois LPGA is now headed by 
F. Kenneth Worland of Rockford 
Propane Co. He was elected acting 
president this spring when presi- 
dent Leonard E. Nyberg died sud- 
denly. John Koehl Jr. was the as- 
sociation’s first president during its 
renaissance 

Greatly increased membership is 
by no means the association’s only 
accomplishment during these past 
two years. It has achieved a sort 
of minor miracle in education, hav- 
ing graduated nearly 400 students 
from LPGA Course I and approxi- 
mately 200 from Course II. This 
was made possible by the coopera- 
tion of public high school teachers 
who were given capsule courses by 
industry experts, then returned to 
their schools to teach the courses. 
As many as nine of these courses 
were held simultaneously. 

The association was also active in 
state legislative work. It succeeded 
in having withdrawn or altered at 
least two bills which would have 
proved harmful to the industry. 

Illinois LPGA has also worked to 
improve relations and cooperation 
with its sister associations in 
neighboring states. Last year, al- 
though it had already made plans 
to hold its own convention in Sep- 
tember, it accepted an invitation to 
join with Missouri LPGA in a joint 
convention and exposition in the 
border city of St. Louis. The re- 
sult was a resounding success with 
over 680 registrants. It was, as a 


BUTANE-PROPANE News 





matter of fact, the first convention 
that has ever made money for Illi- 
nois. This year, the Missouri as- 
sociation had planned to meet on 
its opposite border (Kansas City), 
and Illinois began looking around 
for another neighbor who would co- 
operate in a joint convention. How- 
ever, Missouri LPGA decided to 
meet in St. Louis again, and the 
two groups are getting together 
(see illustration on this page) as 
this issue goes to press. 

Still another achievement of the 
last two years is the Illinois “Bob- 
tail,” its official publication. Pre- 
vious to the reorganization, this 
little Newsletter had been the 
highly laudable, one-man service-to- 
the-industry effort of Al Melching, 
sales representative for Black, Siv- 
als, & Bryson, Inc. Now, it appears 
in greatly improved form and is 
edited by Nickel. 

And, one senses that many other 
achievements are on the way. This 
growing, going group definitely 
bears watching! 


So. Carolina LPGA pushes 
L. P. gas with ads and news 


The So. Carolina LPGA public- 
ity and education committee is pro- 
moting the use of LPG by placing 
ads in major markets throughout 
the state and releasing news items 
on both state-wide and local com- 
munity bases. Monthly mailings 
are made to architects, mechanical 
engineers, home demonstration 
agents and home economics teach- 
ers throughout the state, empha- 
sizing the qualities of LPG. The 
committee is sponsoring a program 
to solicit educational funds from 
representatives of the industry, and 
to promote membership. 


Pennsylvania LPGA appoints 
two new board directors 


Jerome Apt, Jr., Industrial 
Gases, Inc., Pittsburgh, Pa., and 
John H. Nichols, Jr., Suburban 
Propane Gas Corp., Whippany, 
N. J., were appointed directors of 
the Pennsylvania LPGA board of 
directors at the recent directors’ 
meeting. They replace Joseph M. 
Pickens, Home Bottled Gas Corp., 
resigning because of ill health, 
and W. D. Cook, Suburban Pro- 
pane Gas Corp., whose duties at 
Suburban no longer allow him 
time to act as a director. 
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F. C. Brandt S. J. Toth 


Minneapolis-Honeywell 


C. BRANDT—from manager of the 
commercial division, technical section 
of Minneapolis Honeywell Regulator 
Co., Minneapolis, to sales manager for 
climate control supplies on a world 
wide basis. S. J. Toth —from staff 
assistant to foreign sales director of 
residential heating and air condition- 
ing controls. 


FLAMEGAS 


asphalt and tar 
kettle burners 


6 MODELS—PORTABLE AND 
PERMANENT MOUNTING 


Economical—Highly Efficient 


@ Safe rapid heating of tar, asphalt and pitch— 
also useful in drying of aggregates. 

@ Burner operates manually or (when equipped 
with automatic controls) on 6 or 12 volt electri- 
cal system or stand-by battery. 

@ Easy mounting and transporting is assured by 
the sturdy lightweight construction of Flamegas 
Burners. 

@ Maximum Flame temperature at 30-lbs. pressure 
(2000°)—no soot, no carbon, no flues to clean. 

ACCESSORIES AND ATTACHMENTS AVAILABLE FOR 

USE IN—Spray Bar Heating * Pump pre-heating °* 

Sand and Aggregate Drying * Spot Repair * Weed 

Burning * Lead Melting, Etc. 


Write for full detailed literature, Order direct or from your Local L. P 


CHARLES A. STUDDIFORD—from as- 
sistant manager to manager of Sub- 
urban Propane Gas Service’s Horse- 
heads, N. Y., district. 


CARL STRANGE, formerly salesman 
for Sinclair Oil & Gas Co.’s Tulsa 
home office, has been appointed of- 
fice manager and salesman for the 
company’s new office in Montgomery, 
Ala. 


WILLIAM E. Jupp, general manager 
of the heating and air conditioning 
division of the Stewart-Warner Corp., 
Lebanon, Ind., has been elected a vice 
president. 


Jack R. RurF is district sales rep- 
resentative for the new St. Paul, 
Minn. office of Tuloma Gas Products 
Co., Tulsa. 


RICHARD U. SCHUMACHER has been 
appointed sales representative for 
Hamilton Manufacturing Co.’s appli- 
ance division. 


KENNETH GNADT, formerly branch 
manager of a heating and air condi- 
tioning firm, is now manufacturer’s 
representative for the Payne Co., La 
Puente, Cal., serving Colorado and 
Wyoming. 


FLAMEGAS 


L SERVES AMERICA | 


Well Type FL-S 2,000,000 BTU 
equipped with % Hose and 499MB 
regulator. 


“> OPERATES ON LIQUID OR 
VAPOR PROPANE (LP) GAS 


“> AVAILABLE WITH 100% SAFETY 
CONTROL AND AUTOMATIC 
TEMPERATURE CONTROL 


=> ADAPTABLE TO MOST ALL OIL 
BURNING EQUIPMENT 


Bulk Plant 


(eter or 


FLAMEGAS  Gestahnateatelel CORP. 


12901 Auburn Avenue 


Detroit 23, Michigan 





Sell 


BEAUTY AND 


COMFORT 


INSURANCE 


Sa the New Armstrong 200 
Series Vented Gas Heaters beside 
a modern Hi-Fi console and you’il 
agree “it’s at home in any home” 
—with any furnishing decor. 
it’s Armstrong beauty that closes 
sales and rings your cash register. 
AGA Approved—Sizes 15M to 30M 
btu—Finest drill port, cast burner 
—Optional controls. 

Beautifully finished in durable, dark 
tan “Mochatone” enamel and gold 
silicone enamel expanded metal 
front. 

Write or wire for information on a 
truly complete line, 8,000 to 70,000 
btu’s, vented and unvented. 


Armstrong Products Corp. 


Huntington 12, W. Va., Tel. JA 3-0165 
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JOHN P. WEATHERHEAD — from 
plant manager of The Weatherhead 
Co., Syracuse, Ind., to plant manager 
of the special products division in the 
Cleveland plant. 


P. Weatherhead 
Weatherhead Co. 


Fred Kutch 
Neptune Meter 


FreD KuTtcH — from petroleum 
meter specialist of Neptune Meter 
Co.’s eastern district, to general sales 
manager of the liquid meter division’s 
new headquarters in Long Island 
City, N. Y. 


ELLIoT C. MALLY has been ap- 
pointed regional sales representative 
for Maxitrol Co., and will work out 
of Cleveland. 


CHESTER S. CRAWFORD has_ been 
elected a director of American Meter 
Co. 


WAYNE RICHISON, formerly in the 
gas sales division at Sinclair Oil & 
Gas Co., will assist the sales man- 
agers of L. P. gas and natural gaso- 
line for Service Petroleum Co., Tulsa. 


M. W. PATTERSON—from regional 
sales manager for Cities Service Oil 
Co., Chicago, to sales manager. He 
succeeds JAMES M. Ross, who is re- 


tiring. F. L. THORNE—from division 
manager to regional sales manager. 


CHARLES J. HAINES, president of 
Chemetron Corp., was elected to the 
new post of chairman and chief ex- 
ecutive officer. JAMES W. DUNHAM, 
vice president and finance committee 
chairman, is the new president, and 
remains in finance. 


JIM H. YANDELL is sales repre- 
sentative for Lee Cylinders Division 
in Kentucky and Tennessee. He will 
work in southern Indiana and Ohio 
with E. M. York. 


T. V. VicmMostaD—from St. Louis 
district sales manager to New York 
district sales manager of Wolverine 
Tube Co. W. C. GLaAss—from Wol- 
verine’s west coast agent, Van D. 


Clothier, Inc. representative to sales 
representative of their newly formed 
Los Angeles district. JAMES J. 
Borett—from Clothier sales repre- 
sentative, to sales representative in 
the company’s San Francisco district. 


Breck TysoN—from factory rep- 
resentative of H. C. Little Burner 
Co., San Rafael, Calif., to regional 
sales manager in the 13 western 
states. 


R. J. HOWENSTINE has been ap- 
pointed manager of Delta Tank 
Manufacturing Co.’s oilfield equip- 
ment sales office, San Antonio. FLoyp 
HENTSCHEL has been appointed dis- 
trict manager of the oilfield equip- 
ment division. 


JOSEPH B. ELLIOTT assumes the du- 
ties of president and general manager 
of the York Division of Borg-Warner 
Corp. He succeeds HENRY HAASE, 
who is transferred to the Chicago 
office. 


RICHARD S. BURKE, assistant to the 
president of Sears, Roebuck and Co., 
has been elected president and di- 
rector of the Geo. D. Roper Corp., 
Kankakee, Ill. HARRY SAHLIN, con- 
troller for Roper, was elected vice 
president and controller. 


W. P. Simmonds R. A. Miles 
Wm. Powell Co. 


WILLIAM P. SIMMONDS has been 
appointed regional sales engineer for 
the William Powell Co.’s San Fran- 
cisco Branch; and ROBERT A. MILEs, 
district sales representative, Los An- 
geles. 


Bottled Gas Corp. of Virginia, 
Richmond, has elected FRANK T. 
Sutton, III a_ vice president; 
CHARES W. EVANS, JR., a vice presi- 
dent and treasurer and RoBERT E. 
LEITCH, executive vice president. 
SUTTON is district man of the Char- 
lottesville district office; EVANS is a 
director and assistant secretary and 
treasurer; and LEITCH is a company 
director. 
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CONVERT your way 
to PROFITS 





Part 2— How to convert a fork lift 


JOHN E. HALLBERG ¢ Chief Engineer, American Liquid Gas Corp. 


ET’S assume, now, that since 
last month’s installment (“Part 
1—Getting Started”) you are in 
the carburetion business. Let's get 
down to cases and actually run 
through the steps of a typical en- 
gine conversion. 

First, a word of caution. As 
mentioned last month, you should 
concentrate on “bread and butter” 
engines—those most numerous in 
your area. But you will run into 
non-standard types; that’s inevit- 
able. So, if you are faced with such 
a type, be sure to write the manu- 
facturer before tackling it. Give 
him all the information about the 
engine, and ask for his sugges- 
tions. This information § should 
consist of: 

Model, year, displacement, and 
horsepower at specified rpm. 

The governor—type, and whether 
it is a part of the engine, or of the 
velocity type mounted between the 
carburetor and the intake mani- 
fold. 

The measured distance between 
bolt centers on the intake mani- 
fold where the carburetor fits. 

The diameter of the air horn, 
whether it is straight or of the 
Donaldson (V-ring) type. 

Whether the vehicle has a water 
pump. 

These are points to which you 
will already have the answers on 
your bread-and-butter engine. One 
such engine will probably be the 
Towmotor Model 410 fork lift. We 
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chose this vehicle (Fig. 1) for this 
article because, first, it uses the 
Continental engine, which is the 
engine used extensively by Clark 
and Hyster; and second, because it 
is a newer model by Towmotor, and 
one that now deserves the rating 
“popular.” 

I am often asked: “How long 
does an installation take?” To 
answer that I might ask in return: 
“How long is a piece of string? 
Actually it is very difficult to pre- 
dict exactly the time it takes to 
convert an engine. There are many 
factors to take into consideration. 
For example, the first question 
might be, “What is the condition 
of the engine?” Or even, “Where 


Fig. |. The popular 410 
Towmotor uses 162 cu in, 
Continental four-cylinder 
engine. It is short, nar- 
row and powerful, and 
ideal for converting to 


LPG. 


is the engine located?” It could be 
on top of a pole. As a matter of 
fact some of the best installations 
in the Southwest are on top of a 
pole, 50 ft in the air, on Ford V-8 
wind machines in the California 
and Arizona orange groves. Some 
few hundred have been installed to 
date. So you see you should look 
around and even look up once in 
awhile; there are conversions to 
be had everywhere. 

As for the length of time an in- 
stallation takes, I have seen a Tow- 
motor fork lift with a 162 cu in. 
Continental engine (same as the 
one used in this article), converted 
in an hour and fifteen minutes. 
That was from the time it was 
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Press the 
rubber tip into the plug hole. The reading 


Fig. 2. Checking compression. 


is 130 psi when the engine is new. Pressure 
on all cylinders should be uniform. 


driven into the shop on gasoline 
until it was driven out again on 
L.P. gas. This included the fitting 
of the L.P. gas tank, too. Of 
course, this conversion was done 
by a mechanic who had made more 
than one conversion on this par- 
ticular vehicle; but it does illus- 
trate the speed with which it can 
be done. Another installation might 
take a full day. The average fork 
lift takes about three to four hours 
to convert. 

Automobiles are a real problem 
because of the crowded engine 
compartment. But with the new 
positive pressure systems, which 
have smaller converters, the over- 
crowding situation is not so severe. 

Before any work is started on a 
conversion, all engines, especially 
the older type engine, should be 
given a thorough check-out. 

If the owner of the vehicle to be 
converted has a record of the main- 
tenance of his equipment, you can 
glean a lot of information from 
him regarding the condition of the 
engine—when it had its last check- 
up or overhaul, when the points 
and plugs were last renewed, etc. 

There are two schools of thought 
among the fleet of truck owners 
with regards to the maintenance. 
One man will be scrupulous with 
his schedule; a maintenance sec- 
tion will be kept busy with weekly 
check-ups; he will have charts to 
determine when it is time for a 
lube job on which truck; at every 
so many thousands of miles or 
hours of running valve jobs or 
engine overhauls will be under- 
taken. Such operators do this with- 
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Carburetor Assembly 


Converter—3¥ Outlet 
Gasket—Manifold 

8—32 x 7/16 Fil. Hd. Screw 

¥% MP x |/ Flare 45° Elbow 
#8—V/. Swivel Fitting (Aeroquip) 
Vy \.D. Hose x 24" Lg. (Aeroquip) 
3/16 1.D. x 30" Lg.—Vacuum Hose 
Vg Pipe x 3/16 Hose Nipple—Vac. 
10—32 x 3/16 Hose Nipple—Vacuum 


Solenoid Lockoff Filter 
Hydrostatic Relief Valve 


Quick Disconnect Coupler (Rego) 


Mounting Bracket—Converter 
Ya—20 x 1%4 Hex Hd. Bolt 
Ya ice 8 8 | 
4-20 Nut si 
MP x % Flare 90° Elbow 
FP x '/g FP x '/, MP Tee 


Pipe Hex Nipple 
Hose Clamp (Wire) 
Pipe x 3% Hose Conn. Straight 
Pipe x ¥ Hose Conn. 90° Elbow 
“1D. White Liner Hose—24" Lg. 
Vacuum Switch 
Yg Pipe Hex Nipple 
Belden Wire—24" Long 
Terminal—Belden 
#6—% High Pressure LPG Hose 
78" Long (Aeroquip) 


Table |. 
conversion parts. Below, assembly of parts 


Sample check list of required 


needed in the conversion. 


Fig. 3. This bracket, made of '/g x | in. 
mild steel strip, holds the converter and 
filter and is mounted on the engine. 


out fail, because they figure that 
by keeping their vehicles in top 
condition, they will be less liable 
to lose money on_ unnecessary 
breakdowns. This will be particu- 
larly true in the case of public 
transport, or where perishable 
goods are being transported: a 
breakdown in either case could be 
very costly to the company, and 
might mean the loss of a valuable 
business contract. 

On the other hand, in smaller 


Fig. 4. Steel strip was used for the bracket 
to hold tank in place. The tank fits under- 
neath the driver's seat. 


operations, and where schedules are 
not so rigid, the amount of main- 
tenance work might not warrant a 
full time garage. This owner will 
run the vehicle virtually without 
touching the engine, save for feed- 
ing it oil, water and gasoline. Even 
some of the larger companies who 
have lots of equipment follow this 
method, leave well enough alone 
while the engine is running. 
Sounds silly to run the vehicle 
until it breaks down, doesn’t it? 
Continued on page 96 
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The Best Known Is Best To Sell—Zenith is the oldest and Clark, a foremost manufacturer of materials handling 
most experienced manufacturer of industrial engine equipment, now offers a complete line, with capacities 
carburetors. This experience has been applied to LP- from 2,000 to 5,000 Ibs. using Zenith LP-Gas Systems. 
Gas Systems to deliver all the advantages of this fuel. Zenith Conversion Units are for all makes and types. 











OUTLINE OF UNUSUAL OPPORTUNITY: 


Zenith* LP-Gas Conversion Systems for materials handling equipment 
offer exceptional profit possibilities ... Here are Facts— 


. Materials handling equipment powered by LP-Gas b) Every unit provides additional fuel customers! 
has increased tremendously. 


a) Demand last year reached all-time peak—and is 
still growing. 


. Zenith, leading manufacturer of industrial carbure- 
tion for many years, applies this experience to its 


LP-Gas conversion units. 
2. Much of this demand is being met by converting 


present units to LP-Gas. 


a) Conversion installations are quick, easy and 
profitable to make. 


a) Zenith conversion units are for all makes of lift 
trucks, tractors, and industrial engines. 


Get the complete story. Write us now for information 

Profit is attractive 2 ways: on conversion units for materials handling equipment. 

a) Zenith conversion units give trouble-free perform- LP-Gas Sales Department, Zenith Carburetor Division, 
ance—keep operators satisfied. 696 Hart Avenue, Detroit 14, Michigan. 


Zenith Carburetor Division (yA 
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But it is not as ridiculous as it 
sounds. The cost of labor and 
down-time for repairs is often 
greater than the cost of the equip- 
ment. Farmers frequently follow 
this procedure, since the cost of 
barns to house the equipment plus 
the taxes levied against the build- 
ings can be enormous. Also it is 
nut always feasible to bring imple- 
ments from the field to the barn. 
So they may feel it is cheaper to 
let the equipment remain outdoors 
and replace it a year earlier. 

First, check the engine. Before 
you begin work, first dip the oil. 
You should feel it to see if there 
is any grit or sludge in it. But, 
don’t condemn it just because it 
looks dirty. Chemical engineers 
will tell you that you cannot tell 
the condition of the oil by its color 
alone. The new oils that have vari- 
ous additives may change color 
very quickly. 

Look for broken or cracked 
wires, especially plug wires. If you 
have any doubts about them, re- 


: DON'T RAISE THAT 
: COMPRESSION! . . . install an 
; ELLIS (extra cold) MANIFOLD : 


450-501 1.H.C. 
Using 2°" Carb. 


Leading LPG engineers are sold on the merits of 

Ellis Bu-Power (Extra Cold) Manifolds. These 
| manifolds give high-compression performance with 
low-compression reliability. Head gasket, ring 
and bearing troubles are minimized. 


Get the most out of your LP truck with an Ellis 
Dualexhaust Manifold. This latest addition to the 
Ellis line has proven far superior to the so- 
called improved 3% x 4” exhaust systems in test 
after test under actual road conditions. 

By lowering combustion chamber temeperatures 
and reducing back pressure, Ellis Dualexhaust 
increases horsepower. Used with the Bu-Power 
Manifold, it gives your truck power that equals 
: gasoline horsepower. This is possible only with 
‘ an Ellis Manifold. 


‘ ELLIS MANIFOLD CO. | Angeles 
3134 East Washington Blvd. 24162 
' Los Angeles 23, California 


place them. Remember, once you 
have worked on the engine, you and 
you alone will be held responsible 
for any malfunction thereafter. 

If the engine is not new, always 
try to replace points and plugs and 
change oil. 

Next, check the compression of 
the cylinders. Remove all the plugs 





Fig. 5, A plate is fitted over the hole 
left by the fuel pump. 


and press the compression gauge 
into the plug hole (Fig. 2). Be 
sure to keep the ignition termi- 
nals away from your hands; better 
still, remove the high tension wire 
from the center of the coil. Open 
the throttle wide and press the 
starter button for about six revo- 
lutions of the engine; by this time 
the gauge should have pumped to 
something over 100 psi. Record the 
pressure, then relieve the pressure 
out of the gauge by pressing the 
pin in the end of the valve, just as 
you would with a tire valve. (The 
correct poundage can often be had 
from the engine manufacturer. 
3ut, these specs should be used only 
as a guide.) 

If the gauge registers extremely 
high pressure, it could mean that 
the engine is loaded with carbon, 
in which ease it is all right to go 
ahead with the conversion. 

Pressure itself is not as impor- 
tant as uniformity of pressures 
among all cylinders. There should 
be no more than 10 per cent varia- 
tion between them. For example, 
suppose you had an engine with 
cylinder pressures as follows: 

No. 1 cylinder 120 psi 
No. 2 cylinder 115 psi 
No. 3 cylinder 125 psi 
No. 4 cylinder 100 psi 


These variations would indicate 
that cylinder No. 4 has something 
amiss. It would be the rings, 
valves, or cylinder head gasket. 

To check for worn or cracked 
rings, pour about a spoonful of 40 
weight oil into the plug hole and 
make the compression check again. 
If the pressure now jumps up to— 
perhaps above—the other cylin- 
ders, this indicates that the rings 
need replacing. If the pressure re- 
mains low, the source of the trouble 
could be a leaking head gasket. 

To check this, replace the plugs 
and start the engine. Warm the 
engine to operating temperature 
and take off the radiator cap. A 
bad leak in the cylinder head gasket 
into the water jacket will actually 
pump water out of the radiator. A 
smaller leak will be noticed by a 
bubbling into the radiator. 

If no bubbling is heard and the 
pressure remains low, then you 
have badly worn valves or a com- 
bination of all three troubles. In 
that case the engine will have to 
be repaired. Converting to L.P. 
gas will not repair the engine. It 
will only emphasize the poor con- 
dition. 


Fig. 6. The carburetor and fuel line are 
removed as a single unit. 


Suppose the compression checks 
out to your satisfaction, and you 
have checked the ignition, and 
everything else seems to be up to 
par. Now stop. Take a good look 
at the engine. Figure out how and 
where you are going to fit the com- 
ponents. Make a check list of all 
the parts you are going to require, 
similar to the one in Table 1. De- 
termine what kind of brackets you 
should use, if any. Fig. 3 shows 
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the type of bracket we used on our 
installation. Aerosol cans of paint 
are ideal to make the brackets more 
attractive. 

Time spent studying your neat 
move is usually time saved. Fig. 4 
is a good example of efficient plan- 
ning. It took five minutes of think- 
ing time and fifteen minutes of 
actual labor to make the tank 
bracket. The weight of the driver 
holds the tank in place. 

The gasoline fuel pump is the 
first item to be taken off. This is 
secured by two hex nuts. Discon- 
nect the fuel line to the pump from 
the tank. Fit a plate over the hole 
left by the fuel pump* (Fig. 5). 


Fig. 7. The L. P. gas carburetor is in- 
serted in the place of the gasoline carbu- 
retor. It should fit perfectly. 


Don’t forget the gasket or you will 
have an oil leak. 

Next, unbolt the carburetor from 
the manifold (Fig. 6). It will come 
out together with the fuel line 
from the pump; you'll save time by 
removing them as a unit. 

The replacement L.P. gas car- 
buretor should fit in its place 
(Fig. 7) and be bolted tight (don’t 
forget the carburetor gasket). 

Very important to good vapori- 
zation is an adequate flow of water 
to and from the converter. Fig. 8 
shows that the water by-pass was 
removed and the water connectors 
screwed in place. This job takes 
about five minutes and makes a 
very neat installation. The con- 
verter and the filter lockoff may 


* Continental can supply the plates. 
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Fig. 8. The water by-pass, which carries 
water from underneath (the engine side) 
of the thermostat to the inlet side of the 
water pump, makes an ideal place for 
water take-offs. 


be mounted together as one unit 
(Fig. 9). 

In this job, we found it practical 
to insert the vacuum switch close 
to the converter, saving time in 
wiring. The switch can be mounted 
directly to the intake manifold 
with a long nipple. 

A safety valve (hydrostatic re- 
lief valve) must be used in the cir- 
cuit to relieve trapped L.P. gas 
from the system. The valve is man- 
datory on all vehicles used inside 
of a building. 

Next came the wiring for sole- 
noid lockoff and vacuum switch. 


Fig. 9. The converter is mounted on the 
bracket, and the water hoses are led to the 
converter and fastened with wire clamps. 


The terminals were in the kit, so 
all we had to do was run a wire 
from the ignition on the coil to 
one contact on the vacuum switch, 

Continued on page 98 








YOU CAN 


SELL BEAM 


BEST! 


Beam Dealers make more money, 
because Beam is always “out-front” 
with the newest developments in 


LP-GAS CARBURETION 


d . 


ain COMPRESSORS 


BULLDOZERS 

COMBINES 

CONCRETE M 
CULTIVATORS 


1XERS 


and ove 


(List furnished 


upon request.) 


GET THE 


STORY ... Mail the coupon below for 
complete information on Beam dealerships 
and how you can make more money selling 
the Beam LP-Gas Carburetion line. 


BEAM SALES OFFICES AND WAREHOUSES: 
CALIFORNIA 
3040 Rosslyn St., Los Angeles 65 


NEW YORK 
96-10 Linden Bivd., Ozone Park 16, Queens 


FLORIDA 
2500 N.E. 48th St., Pompano Beach 


TENNESSEE 

2020 Airways Bivd., Memphis 4 
ILLINOIS 

1414 S. Michigan Ave., Chicago 5 


3040 Rosslyn St., Dept. 60A-3 
Los Angeles 65, California 
Please send me the Distributor-Dealer story. 


Address_ 
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SERVICE 


PARTS 


EDUCATION 


APPROVED 
EQUIPMENT 


E. G. Welf, Jr., 
Supervisor Plant Engineering, 
Hussmann Refrigerator Co., St. Louis, tells 


“WHY WE CHOSE 
CENTURY 
LP-GAS CARBURETION” 


‘we were experimenting with two identical lift trucks, one 
on LP, the other on regular gasoline. We needed help on the 
proper type of LP conversion and how to maintain and operate 
the equipment for best results. The authorized Century Dis- 
tributor delivered the goods with on-the-spot help.” 


“...we soon learned that the extensive Century national dis- 
tributor set-up for service and parts was to be of tremendous 
help. The local Century Distributor carries a complete stock of 
all parts necessary to keep us in continuous operation. And the 
quality of personnel proved to be a time saver too.” 


*...the local Century distributor has complete facilities for 
educating our operators and other plant personnel on the care 
and operation of our LP vehicles. They have regular school- 
clinics with demonstrations and instructive literature.” 


“...once again Century scored with us. Not only does their 
exclusive full metering value carburetor provide easy starting 
and smooth idling but we found the equipment FACTORY 
MUTUAL APPROVED.” 


WANT MORE FACTS ? » 
Send for free literature. 





Quick Detachable 
Overall Length 


Domestic 7" Truck 1!" 


CENTURY GAS EQUIPMENT 
Marvel-Schebler Products Div 
Borg-Warner Corporation 
Decatur, Illinois 


arkhill 





Safety Hose Nozzles 


Repairs are easy 
Immediate shipment 
Nozzle Parts 
Adaptors, to pipe- 
Acme-POL 


For information ask 


PARKHILL-WADE 


475 Huntington Drive, Son Merino, Call. 
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another wire from the other con- 
tact on the vacuum switch to the 
solenoid lockoffs (the solenoids are 
usually grounded themselves.) 
Thus, when the engine is being 
turned over by the starter motor, 
the slightest amount of vacuum 
will cause the contact to close, mak- 
ing a complete circuit from the coil 
to the lockoff solenoid. All manu- 
facturers of L.P. gas equipment 
have simple wiring diagrams in 
their kits, so you do not have to be 
an electronics engineer to make an 
installation. 

In this case, the hose used to 
carry LPG from the tank was pre- 
cut and the fittings were installed 
at the factory; however, you could 
make your own by following the 
instructions of the manufacturers. 
Nevertheless it is imperative that 
whenever you are handling L.P. 
gas at tank pressure, you use only 
UL-approved LPG hose and high 
pressure fittings. The push-on type 
fittings will not do the job and are 
in violation of the safety code. The 
type used in this installation was 
Aeroquip hose 1533-6, made espe- 
cially for L.P. gas. 

Farm tractors which are not 
stored inside and which have the 
tank mounted permanently may use 
copper tubing. With this tubing, 
compression fittings are not accept- 
able for high pressure L.P. gas. 
You should make flare ends with a 
flaring tool, which can be pur- 
chased at an automotive supply 
house for $5. I prefer to see any 
flared ends made with an inverted 
flare. It makes a stronger joint 
and is not so likely to leak after 
being disconnected once. 

Choosing the size of the tank. 
Where the vehicle is being used in- 
doors and removable tanks are in- 
stalled such as the one shown (Fig. 
10) the available space limits you 
to a small tank. Also the removable 
tanks have to be manhandled, so 
don’t fit a tank that only a Charles 
Atlas could move. The removable 
type of 12-wg capacity should be 
the limit you would want to lift. 

In farm tractors, where the tank 
is permanent, you should use one 
that would allow the tractor to 
work all day, with a little to spare, 
on one filling. Most tank manufac- 
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turers have specs available for all 
their tanks. You should choose a 
standard tank. Custom tanks are 
expensive. 


Fig. 10. The tank is beneath the driver's 
seat. Note the gauge and the Rego quick 
coupler, The fittings are protected by a 
shield. 


Don’t forget that each installa- 
tion is a testimonial to your work: 
neatness should be your watch- 
word. Untidy work shows untidy 
thinking. Remember, L.P. gas car- 
buretion is foreign to the original 
equipment. It can stand out like a 
sore thumb or become a welcome 
addition to the engine compart- 
ment. Make yours the latter. 

Now that all the components are 
in place, and the tank has been in- 
stalled and hooked up with a Rego 
quick coupler, it might be a good 
idea to see if the engine runs, then 
make the final adjustments. 

Many manufacturers have their 
own pet method of adjusting the 
mixture for idle, economy and 
power. A good rule is to set a little 
on the rich side and no harm will 
befall the engine. A lean mix will 
invariably damage the valves and 
result in a noticeable power loss. 
Use the gasoline scale on the 
analyzer. 

Power setting: Pull all the wires 
off the plugs except two. Make the 
power adjustment until the highest 
rpm is reached, which should be 
about 13 to 1. Then replace the 
plug wires. 

Adjust the economizer, if one is 
fitted, to read about 14 to 1 at 1000 
rpm you do not need the analyzer 
to settle idle, because the engine 
will only be smooth when you have 
the correct air fuel ratio. So set 
for a smooth idle. * 


JULY, 1960 





Tests discount effect of surge 
on transport braking time 


What is the truth about the 
distance required to stop a fully 
loaded tank trailer compared 
with the same unit partially 
loaded under the same condi- 
tions? To get the right answers 
to this vital question, research 
engineers of The Heil Co., Mil- 
waukee, conducted a series of 
carefully controlled tests, using 
a 3400-gal., single compartment, 
clean-bore transport tank. 

The test vehicle was sub- 
jected to full braking effort from 
30 mph, with one-quarter, one- 
half, three-quarter, and full- 
tank loads. Water was used in 
all tests. Special care was taken 
to assure identical braking effort 
for each stop. 

Instruments mounted on the 
tank measured and recorded the 
effects of various forces as 
brakes were applied on each test 
run. 

The results show that surging 
of liquid in a partially loaded 
tank has a momentary negative 
effect, but the vehicle slows down 
more quickly overall because of 
the lighter load. A three-quar- 
ter-full tank produces the sharp- 
est—and earliest—change in de- 
celeration, indicating that the 
surge effect is quickest with this 
load. With a one-quarter-full 
tank, the change in deceleration 
is less and not so abrupt. 


tial loads can be stopped more 
quickly than a full-tank load. 
Although the so-called surging 
effect of partial loads seems to 
give the vehicle a shove, at no 
time does it increase the speed 
of the unit. 


Summary of test conclusions: 


1. Anything less than a full 
load of a given product under 
the same conditions will be 
stopped in less distance and in 
less time than the full load. 

2. The initial braking effort 
with a partial load is more effec- 
tive in slowing down the vehicle, 
even when the partia! load moves 
forward and strikes the front 
of the tank or compartment bulk- 
heads. The overall stopping dis- 
tance and time is always less 
than with the full load. 

3. If two identical vehicles 
traveling side by side at the 
same speed under the same con- 
ditions—one partially loaded and 
the other fully loaded —are 
braked simultaneously with equal 
force, the partially loaded vehi- 
cle will always trail the fully 
loaded vehicle over the entire 
stopping distance. 

A common misconception is 
that a partially loaded tank 
transport traveling at a given 
speed on a curve is more likely 
to overturn than a full tank. 


STOPPING DISTANCE AND TIME FOR VARIOUS LOADS 


Load in tank 
travell 

ull 77 

%, full 66 ft 
Yo full 61 ft 
V4 full 49 ft 


As a full tank is brought to a 
stop, a very slight change in de- 
celeration is observed. This 
effect is probably caused by a 
surge pressure in the air brake 
system. Otherwise, the vehicle 
slows down at practically a con- 
stant rate. 

The tests also show that par- 


Distance 


Elapsed time 
ed to full stop 


3.37 sec 
3.07 sec 
2.85 sec 
2.28 sec 


Heil research engineers point 
out that the full tank, with its 
higher center of gravity, is more 
likely to tip. At no time does the 
surging or rolling action of the 
partial load produce a tipping 
force as great as the full tank 
will produce under the same 
conditions. a 
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UNDISPLAYED CLASSIFIED 15¢ a word. 
Set in 6 pt. type without border. $6.00 minimum 


CLASSIFIED Advertising 


All Classified Advertising payable with order. 
No agency commission or cash discount on 
classified advertising. Copy must reach pub- 
lisher’s office prior to the ist of the month 
preceding publication. Address: Classified Ad- 
vertising Materials, BUTANE - PROPANE 
Hy a S. Alvarado Street, Los Angeles 
, Calif. 


DISPLAY CLASSIFIED 


$12.00 a column inch per issue. Choice of 
18, 14, 12, 10 pt. display type for headic 

Set with 1 pt. border. Maximum ad size 
3”. No cuts permitted. Publisher will set 
ad for maximum effect in space purcha:ed. 








charge per insertion. If Blind Box number care 
of B-P News is used, count as five words. 


POSITION WANTED. Undisplayed rate is 
one half of above rate, payable in advance. 


When full payment is made in advance for four 
consecutive insertions of undisplay classified ads, 
a 10% discount is allowed. 








SITUATIONS WANTED 


BUSINESS OPPORTUNITIES WANTED 


FOR SALE—TANKS - CYLS—Cont. 





NEED AN EXPERIENCED, LIVE WIRE 
Manager? Can handle all your operation. Will 
consider investing. Reply Box 36, BUTANE 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 





LP PLANT MANAGER OR CARBURFTION 
sales and service. Ten years experience in 
management, sales promotion, carburetion, ser 
vice. Prefer Western states. Reply Box 27, 
BUTANE-PROPANE News, 198 So. Alvarado 
St., Los Angeles 57, Calif. 





POSITION WANTED: FAMILY MAN, 37, 
16 years experience, service, installation work, 
fuel delivery, Bulk plant operation and some 
carburetion. Prefer service and carburetion if 
possible, can furnish good references. Reply 
Box 34, BUTANE. PROPANE News, 198 So. 
Alvarado St., Los Angele 57, Calif. 





HELP WANTED 





DEALERSHIPS OPEN: EXPERIENCED 
MAN IN LPG, bottles and bulk. Agency 
Agreement. Good opportunity if has railroad 
siding and spur. RESTRICTED TERRITOR- 
IES. WE FURNISH EVERYTHING. Tank 
Car material. Butane or Propane. Ross Oil, 
Inc., Belleville, Illinois. 





MARRIED MAN, FOR SERVICE AND in- 
stallation work, 24-40 years, 5 years gas service 
experience including at least 2 years LP-Gas. 
Write full details last 10 years employment, 
expected starting salary, recent photo. We are 
part of a progressive expanding West Coast 
organization. Liberty Propane Co., Box 486, 
Arcata, Calif. 





EXPERIENCED DRIVER SALESMAN 
AND Utility man. Must be aggressive, in 
telligent with a desire for permanent employ 
ment. Appreciate profit sharing and fringe 
- nefits conducive to family security. Old line 
company in San Joaquin Valley which is ex 
sandinn Furnish complete details regarding 
education, age, work background, family and a 
recent photo. Also any other pertinent infor 
mation you think of value. All applications 
onfidential. Reply Box 36. BUTANE-PRO 
PANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. . i 





LPG SALES ENGINEER 


National designer and manufacturer of 
LPG Domestic, Storage, and Transport 
Vessels requires services of thoroughly 
experienced salesman with wide follow- 
ing among dealers and transporters. 
Salary, commission and expenses. Re- 
quire one man—Dallas based for State 
of Texas. Send complete resume—photo, 
education, work background and refer- 
ences ... to E. E. Garnsey, VP Charge 
Sales, 


TRINITY STEEL CO., INC. 


P. ©. Box 10587 Dallas, Texas 





WANTED TO PURCHASE: RETAIL LP.- 
GAS business in Midwestern or Southeastern 
states. Reply Box 13, 
ues 19s ». Alvarado St.. Los Angeles 57, 
Calif. 


BUTANE-PROPANE 





FOR SALE: 60 LB. $9.00; 100 LB. $10.00; 
Rutane Gas Tanks available won ag 
FOB. Cincinnati, Rural Natural Gas Co., 

Rex 867, Cincinnati !, Ohio. 





WANT TO PURCHASE: LPG Business. Pre- 
fer college town, but not essential. Will con- 
sider part interest. Reply Box 31, BUTANE- 
PROPANE News, 198 5o. Alvarado St., [cs 
Angeles 57, Calif. 





WANTED TO BUY L.P. RETAIL G As pu 
ness on West Coast. Reply Box 22, BU NE 
PROPANE News, 198 So. Alvarado St. “i 
Angeles 57, Calif. 





BUSINESS OPPORTUNITIES OFFERED 





LPG BULK PLANTS. WE SPECIALIZE wn 
selling petroleum properties throughout Midwest. 
Have number desirable plants for sale. 

BRODD, PETROLEUM MARKETERS, 605 
Produce Bank Bldg., Minneapolis, Minnesota. 


L-P GAS BUSINESS IN EASTERN IOWA, 
serving large trade area in good farming com- 
munities. Includes two bulk plants serving over 
750 bulk and cylinder customers. Expansion 
are excellent. 1,500,000 gallons sold last 

ir. For particulars write Box 35, BUTANE- 
PROP ANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 








L-P GAS BUSINESS FOR SALE IN rapidly 
growing area in Arizona. Past year 260,100 
gallons at 7¢ average mark-up. Serving 250 
customers Past year’s eugene increased bv 
75% over og ypat. For more information 
write Box 33, UTANE-PROPANE News. 
198 So. Alvarado ee. Log Angeles 57, Calif. 





RETAIL BOTTLE GAS BUSINESS. 475 
customers. 1—% ton ’59 Chev. All equipment. 
Priced to sell. Phil. Mills, P. O. Box 188, 
Frie, Illinois. 


FOR SALE: L. P. GAS and APPLIANCE busi- 
ness. 24, 000 gallon storage, 2 trucks, 1 pickup, 
140-100 Ib. cylinders. Population of town 2300, 
in heart of irrigation district. rs) natural gas 
in town or area. Reply Box 38, BUTANE- 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 





FOR SALE 


COMMERCIAL, DOMESTIC AND BOTTLE 
L. P. Gas business, in Colorado. Sold over 
1,000,000 gallons last year. Reasonable. 


BOX 37, BUTANE-PROPANE News 
1986 So. Alvarado St., Los Angeles 57, Calif. 





NEW MOTOR FUEL wane = 
14 x 51—31 Gal.—w/back brackets 
18x42—40 “ 
20x 42—50 “ 
22 x 68—102 “ Step tank w/brackets 
CALL JR FOR MANY MORE panesins IN 

NEW AND USED CARBURETION 
Pat & Chuck Supply 
“The Tradingest sae in Texas’’ 


P. O. Box 15333 Worth, Texas 








FOR SALE 

Used 100 Ib. ICC cylinders complete with valve 
and cap. Manufactured 1939-1947, 91-97 lbs. tare, 
48240 $11.50 each. Manufactured 1947-1954, 67-72 
Ibs. tare, 4BA240 $13.50 each. Also available— 
used 20 Ib ICC cash and carry cylinders with 2788 
and 2789 Rego fast filler valve for use with #2477 
Rego. nipple inlet, $5.00 each. All cylinders manu- 
factured by Pressed Steei Tank Co. Excellent con- 
dition. 

KOOL KITCHEN BOTTLE GAS CO., INC. 

Oostburg, Wisconsin. Phone: LOgan 4-251! 








FOR IMMEDIATE SALE 


We have many “butane tanks” of all sizes 
from 25 gallons through 23,000 gallon ca- 
pacity which are offered for sale, f.o.b. 
shipping point location of each tank. Aver- 
age selling price is 13¢ per gallon. 

All tanks are located in the seven Western states. 

Address all inquiries to P. O. Box 3008 
Pomona, California 














FOR SALE — TRUCKS - TRAILERS 





USED PROPANE DELIVERY TRUCKS, 
1200 GALLONS W. C. Presently in use and 
being replaced with larger units. United Pe- 
troleum Gas Co., 4820 Excelsior Blvd., Minne- 
apolis 16, Minnesota, 














FOR SALE—TANKS - CYLINDERS 

















FOR RENT or LEASE 


6,000 to 30,000 PROPANE STORAGES tor 
sale, rent or lease. Financing and installation 
available. Reply Box 16, BU TANE- PROPAN E 
aa 198 So. Alvarado St., Los Angeles 37, 
alif. 
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PROPANE GAS SYSTEMS 


“Listed by Underwriters’ Laboratories, 
Inc.” If you use as many as one load 
of tanks per year, it will pay you to 
contact us. Distribution throughout the 
Mid-West and Southern states. 


LOWRY TIMS COMPANY 
Quality Steel Products Division, Cleveland, Miss. 








30 DAY SPECIAL! 


1960 Chev. #C-6303, 
825 x 20, 10 ply rear tires, H.D. 


2 speed, 


springs, PIPED COMPLETE 
with 1800 gal. twin propane 
tank, rear cabinet, packaged 
plumbing, Viking pump, Nep- 
tune Print Meter, ICC lights, 
20 lb. fire ext., filler & vapor 
hoses, remote controls, painted, 
Fed. Tax PAID. ONLY $6,368.00 
Cash or $653.00 Down and 36 
payments of $189.15 including 
interest. SAVE over $500.00 by 
BUYING NOW! 
"Trade With a Trader'’ 
Call . . . Preston Grace 
WHITE RIVER DISTRIBUTORS 
Ph. Ri-3-2374—Batesville, Ark. 


All sizes NEW & USED UNITS—Single—Twin 
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FOR SALE—TRUCKS-TRAILERS—Cont. 


FOR SALE—TRUCKS - TRAILERS - Cont. 


WANTED—MISCELLANEOUS 





HAUL MORE PROPANE AND _ LESS 
STEEL! LOAD AND UNLOAD FASTER! 
Save the annual Federa] tax on trucks that 
weigh more than 13,000 Ibs! Users praise the 
Nor-Tex 2500 WG Single Barrel Payload Spe- 
cial of 202B X-rayed material and stress re- 
lieved. Weighs only 12,890 Ibs. ee mg 
equipped with High Flow Plumbing, Meter, 
Hose, Hose Reel, Fire Extingisher and mounted 
on cab-forward truck with 108” cab to axle di- 
mension. Increased capacity pump boosts de- 
liveries to 50 GPM. Vapor manifold permits 
easy simultaneous loading and unloading of twin 
tanks with either compressor or liquid pump. 
These popular, carefully engineered and sleek 
designed Nor-Tex Single and Twin units are 
produced in four attractive models: The “Stand- 
ard’’—the * “Custom” ’—the payload “Special” and 
the “Deluxe.” That’s not all! Twin units, up to 
20u0 WG, are mounted on 85” cab to axle. Start 
hauling more gas and less steel. Do it profit- 
ably and in much less time. Phone, wire or 
write for prices now. NORTH TEXAS TANK 
CO., Denton, Texas. Phone DUpont 2-5416. 





FOR SALE: 1955 GMC, 1260 GALLON pro- 
pane single barrel bobtail. Neptune Print-o- 
meter, good rubber, 100 feet hose. Looks and 
runs O.K. Price $2, 400.00. Propane Gas Ser- 
vice, Inc., P. O. Box 713, LaGrange, Georgia. 





SPECIAL SALE: Two singl: axle propane 
tank trailers. One—Black-Sivalls, twin tank, 
4120 gallon capacity. One—Quaker City, 4000 
gallon capacity. Both with 5 hp., electrical! 
pump motors. Terms available. Berman Sales 
Company, Pennsburg, Penna. ORleans 9-79)1. 





USED _ PROPANE TRANSPORT—Fruehauf 
Twin Barrel 6,000 gal. W. C. Good rubber, 
new paint. Sell with or without G.M.C. Trac- 
tor. White’s Gas & Appliance, Inc., Perrinton, 
Mich. Phone POmpeii 31. 





FOR SALE 


Twin Tank Delivery Truck 


2000 W.G. completely equipped 
including Neptune Print-O-Meter 
mounted on 1957 Model A160 In- 
ternational. Reinforced chassis— 
dual speed rear end. Remote con- 
trols—Engine overhauled Decem- 
ber 1959. Excellent Rubber. Cost 


$7126.53. 
Price $4750.00 


DEWEY L. PIERCE 
2730 E. 9 St., Tucson, Arizona 


WANTED: 30,000 GALLON USED TANKS. 
Will consider 18, 000 gallon also. Reply to Mid- 
west Bottle Gas Co., 119 North 3rd Street, 
LaCrosse, Wisconsin. 


WANTED 


USED 500 and 1000 
Galion Propane Tanks 


WRITE or CALL 


GRASSO BROS. 
3900 Reavis Barracks Rd., St. Louis 25, Missourl. 























FOR SALE 
USED PROPANE TRUCKS 


Several late model, 1000 to 1500 gal... . 
re-conditioned and ready to roll. Easy 
Terms. We Trade. New Trucks too. 


WHITE RIVER DISTRIBUTORS 
Phone RI 3-2374—Batesville, Ark. 


NEW! 
PROPANE TRUCK TANKS 


SINGLE UNITS—Up to 2800 Gal. 
TWIN UNITS—Up to 2200 Gal. 


Lightweight A-202B or C-1056 
Steel... X-Rayed ... Latest Code. 
Completely Plumbed . .. 4 Models. 
Fleet Prices All Makes Trucks. 
Let Our 15 Years Experience & 
Thousands of Satisfied Customers 
be Your GUARANTEE of Satis- 
faction. 
10% Down .. . 36 Months on 
Balance 
No Red Tape on Financing. 
Trade With a Trader ... Save 
Money. 
Call or Write . . PRESTON GRACE 
WHITE RIVER DISTRIBUTORS 


Batesville, Ark. — Ph. RI 3-2374 











FOR SALE—MISCELLANEOUS 


DECALS MADE FOR TRUCKS, EQUIP- 
MENT. Small or large quantities. Catalog free. 
Mathews Co., 827 S. Harvey, Oak Park, Ill. 


FOR SSS 5 — ene ere DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto- 
matic temperature and pilot control. Less prod- 
uct shrinkage. Easily installed. Write for de- 
scriptive pamphiet. Eureka Equipment Company, 
PO. Box 396, Beloit, Wisconsin. 


DIXIE SEMI- Oe no ae Le rape 
and Aluminum coated Wall bracket 

free standing. GUARANTEED A... # 4 
for life. $3.00 up. Dixie Manufacturing Com- 
pany, Elizabethtown, Kentucky, Box 65. Phone 
Col RO-5-9229. 




















BRAND NEW ENSIGN CARBURETION 


3984 =“ 


“ 


3680 
Mod. ake Vap. 


Mod. 44.95 
Used DIX as. aN sizes—$4.95 each 


Pat & Chuck Supply 
“The Tradingest a exas’’ 
P. ©. Box 15333 Worth, Texas 








SERVEL REFRIGERATORS 


4 & 6 cu. ft.—U-type Evaporator 
6-7-8 cu. ft. Cross-top Freezer 


Clean—Guaranteed—Low Cost Shipping 
FRED A. BROWN COMPANY 


170 W. Cumberland St., Phila. 33, Pa. 
Est'd 1918 Call Collect RE 9-1130 








HURRY! 


7000/7400 W.G., 


good tires. 
terms. 


LIMITED SUPPLY ... 


call or write today! 





TRINITY STEEL CO., 
4001 IRVING BLVD., DALLAS 12, TEXAS 


SAVE NOW ON 
USED TRANSPORTS! 


A good selection of used twins, blimps and 
neckdowns now available. Size range: (blimps) 
(twins) 3600/6500 W.G. 
Completely refinished and repainted—all with 
Small down payment, 


sensible 


FIRST COME, FIRST SERVED . . 


INC. 
Phone FL 7-396] 








SERVEL GAS REFRIGERATORS 


$400A—4 cu. ft. 
BN600A—6 cu. ft. 


Used: Guaranteed in good operating order. 
Excellent condition. Low delivery cost any- 
where. Send for illustrated folder NOW. 


BEACH REFRIGERATOR CO. 


196-11 Northern Bivd. Flushing 58, N. Y. 
Phone Flushing 7-616! 














PROFESSIONAL SERVICES 


LET MY 32 YEARS OF PRACTICAL “LP” 

experience assure yuu maximum profits. Equip- 

ment _tevisions, property agg oe for sa 

ort and 1 suits also 

supplied. Flovd F. Campbell, anagement 

Counselor, 821 Crofton Ave., Webster Groves, 
0. 
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PROFESSIONAL SERV.—Contd. 








PROPANE GAS PLANTS 


ANHYDROUS AMMONIA PLANTS 
Designed and Installed 
PEACOCK CORPORATION 
Box 268, Westfield, N. J. 








L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En- 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Florida, 
Georgia, Kansas, Louisiana, Mississippi, 
New Mexico, Oklahoma and Texas. 


PAN AMERICAN FIRE & 
CASUALTY COMPANY 
Earl W. Gammage, President 
P. O. Box 1662 Houston, Texas 














BUSINESS RECORDS 


BUSINESS RECORD FORMS. ALL- 
WEATHER EZE-SNAP delivery invoices, for 
use when making LP metered truck de- 
liveries. 1000 sets (3 saath ten rinted with name, 
address and telephone. $18.00 = 1000 sets. 
Advise make of meter. EGREE DAY SYS- 
TEMS, Dept. BP WOODSIDE 77, L. L., N. Y. 


SERVING 20,000 PETROLEUM COMPA- 
NIES over 30 years with roleum price 
cards, customer reminder Eze-Stik labels, tele 
phone call—service order—L/P metered deliv- 
ery invoices, Eze-Snap Service Form, Duralu- 
minum ticket holders, Sort-O-Matic etc. 
Write us for details, no obligation. DEGREE 
DAY SYSTEMS, Dept. BP., WOODSIDE 
77, NEW YORK. 











NOW! BE FIRST TO GUARANTEE 
‘AUTOMATIC” LP-GAS DELIVERY! Gas 
delivery whenever customer’s tank gets low. 
The IDY Degree-Day Recorder keeps you 
accurately informed of customer’s supply on 
hand. Lets you schedule deliveries more effi- 
ciently and save 30% of trucking and_book- 

ing costs. Write for free details in Booklet 
UB And we'd like to know if you’re now 
using a degree day system. HIDY-BROWN 
On Co., 6988 Five Mile Road, Cincinnati 

b io. 





The KNOW-HOW 
BOOK for LPG 


* DEALERS * SALESMEN * SERVICEMEN 


The Bottled Gas Manual has been 
accepted by many companies as 
the quickest way to acquaint new 
sales and service men with typical 
bottle gas problems. This 352 
page (24 chapter) text book brings 
practical “working” facts to your 
entire staff in non-technical lan- 
guage. Nearly 10,000 copies in 
use. 
$4.00 per copy 


We pay postage on orders accompanied 
by check or money order. In California 
add 4%, for sales tax. 


Butane-Propane News 
198 S. Alvarado Street, Los Angeles 











*These advertisers carry grag 

information on their products in the 

ADVERTISERS 1960 Butane-Propane Catalog. 
This advertisers’ index is published as a convenience and not as part of 


the advertising contract. Every care will be taken to index correctly. No 
allowance will be made for errors or failure to insert. 


ACF Industries, Inc. Martin Stamping & Stove Co..... 47 
American Car & Foundry Div.... — Master Tank & Welding Co 

American Machine & Fdry. Co., McQuay-Norris Mfg. Co. ....---- 4 
The J. B. Beaird Co., Subs. ae — Minncepolie-Heneywell Regulater 
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Robertshaw-Fulton Controls Co. 
Day & Night Mfg. Co............. Grayson Controls Div. 
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Deere, John Co, ear Rochester Gauges, Inc. ... 
Dixon Valve & Coupling Co. ...... *Rockwell Mfg. Co. 
Gas Products Div. ..... Fourth Cover 


*Neptune Meter Co. ..........-.- 67 


Radiator Specialty Co. .. 


Elgin Softener Corp. 
Ellis Manifold Co. ... : ; Samuel Stamping & Enameling Co. 


Empire Stove Co. 40, 41 
: P : Selwyn-Pacific Co. 
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Firestone Tire & Rubber Co....... eee... 
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General Motors Corp., *Spraque Meter Co. 
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Grayson Controls Div. Stewart-Warner Corp. 
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LEGEND 


PROJECTS COMPLETED 
OR UNDER CONSTRUCTION 


FAVORABLE FOR 
MINED CAVITIES 


Mined storage potentialities in the United States 


NOT FAVORABLE 








OVER 90% of all mined underground storage for L. P. GAS has 
been engineered and constructed by Fenix & Scisson, Inc. 


A list of Fenix & Scisson Inc. projects 


CAPACITY YEAR EARTH CAPACITY YEAR EARTH 
CLIENT—LOCATION BBLS. COMPLETED FORMATION CLIENT—LOCATION BBLS. COMPLETED FORMATION 
Warren Petroleum Corporation Columbia Hydrocarbon Corporation 
Breckenridge, Texas 20,000 1950 Shale Siloam, Kentucky 210,000 1959 Shale 
Breckenridge, Texas 30,000 1952 Shale Siloam, Kentucky 85,000 1959 Shale 
Aurora, Illinois 50,000 1953 Shale Texas Eastern Transmission Corporation 
Crossville, Illinois 50,000 1953 Shale Middletown, Ohio $ 1959 Shale 
Sinclair Oil & Gas Company Middletown, Ohio 210,000 1959 Shale 
Seminole, Oklahoma —110, 000 1954 Shale a pov Ln yan = oe 
letown, Ohio x ale 
— 5 ey ll Middletown, Ohio 200,000 1960 Shale 
Demopolis, Alabama 140,000 Chalk Shell Oil Company _ 
Demopolis, Alabama 225,000 Chalk Wood River, Illinois 500,000 Limestone 
Esso Standard Oil Company Wood River, Illinois 250,000 Limestone 
Linden, New Jersey 150,000 Shale Metropolitan Utilities District 
Linden, New Jersey 150,000 Shale Omaha, Nebraska 150,000 Shale 
Linden, New Jersey 100,000 Shale Continental Oil Company 
Linden, New Jersey 125,000 Shale Ponca City, Oklahoma 300,000 Limestone 
Linden, New Jersey 150,000 Shale 
Sun Oil Company TOTAL 4,565,000 
Marcus Hook, Pa. 250,000 Granite 
Marcus Hook, Pa. 400,000 * Granite * Presently under construction. 
Marcus Hook, Pa. 250,000 Granite 


Inquiries invited. 


, 


Penix «= Scisson, Inc. 


ENGINEERS * CONTRACTORS 
5805 EAST 15th ST., TULSA, OKLA. P. O. BOX 336,, MARCUS HOOK, PA. 








Are your 


Aa 
delivery costs =, 


too high 





When your customers’ tanks or bottles 
are metered you can fill or exchange them 
at your own convenience. This permits you 
to schedule truck deliveries on a regular 
route basis without costly backtracking. 
And with meters you’ll eliminate those 
nuisance calls for after-hours service. You'll 
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save truck miles, time and, of course, 
money. Get facts now on all the advantages 
that go with vapor-metering. Write for our 
fact packed bulletin Adv. 41. Rockwell 
Manufacturing Company, Pittsburgh 8, 
Pa. In Canada: Rockwell Manufacturing 
Company of Canada, Ltd., Guelph, Ont. 


VAPOR METERING 
will improve your profit picture 


THE MODERN WAY TO SELL LP-GAS 


Thousands of these meters are in service, mak- 
ing money by saving money for LP-Gas distribu- 
tors. The Rockwell LPG meter has smart, modern 
lines. It is cased in a strong, weatherproof alumi- 
num alloy housing. Its capacity rating of up to 
240,000 Btu’s per hour is ample both for today’s 
and tomorrow’s loads. 


LP-GAS VAPOR METERS 


another fine product by 


ROCKWELL 














